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JUsT DISPLAY THE CARTON 


MADE IN SIX SIZES 


$£in., 14 in., % in., 34 in., % in., and 1-)% in. 


Your Nearest Jobber Carries a Complete Line 
Apply largest size possible 
DOMES of SILENCE Division 


Henry W. Peabody & Co. P-1960 
17 State Street, New York City 
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Fverythings here 


- » + but the hardware 
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The Next Step 


> JONES is building a fine new home on one of the most 
prominent corners in town. It is almost finished. Bill is 
mighty proud of the home thus far, for Sam Smith, the contractor, 
has done an excellent job. 


Today Bill comes to inspect the progress and Sam greets him 
with this: 

“Say, Bill, we are about ready to put on the finish lumber and 
everything’s here but the hardware. What kind do you intend 
to use?” 


Bill doesn’t know. He would rather let Sam do the selecting. 
Sam has had lots of experience. Certainly he knows which is best. 


“It won’t take me long to find the best, Bill, because I’ll just 
take the list of things I need to Johnson’s Hardware Store and tell 
him that I want the kind that comes in red-labeled boxes. It’s the 
safest buy I know of because there is a guarantee packed in every 
box. You can’t go far wrong on that.” 


+ 


Sam went to the store where he could buy FRANTZ products 
with red labels. There are lots of “Sams” looking for red labels. 
More and more each day. It behooves any dealer to carry a stock 


of FRANTZ Distinctive Builders’ Hardware. 


FRANTZ MANUFACTURING COMPANY 
STERLING, ILLINOIS 
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The Fine Finish of Every 
BROWN & SHARPE TOOL 


is an Indication of its Excellence 





High accuracy, together with superiority in 
every point of tool design, are basic qualities in 
Brown & Sharpe Tools. Fine finish is one of these 
qualities. Just examine closely any Brown & Sharpe 


niiietaien — . Ra SM MRS GG 8 BEES 





‘ Tool. Its fine finish is an indication of its excel- 
: lence—an excellence which can be had only in 
; Brown & Sharpe Tools. 
Have you seen the new Brown & Sharpe Small Tool 
Catalog No. 29? 
_ Brown & Sharpe Mfg. Co. 


Providence, R. I., U. S. A. 


BROWN §& GHARPE 


# “Standard of the Mechanical World”’ — 
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2,300,000 copies of this STILLSON 
advertisement came out today 








Today before you read this, 
2,300,000 of these STILLSON 
advertisements came out in the 
Saturday Evening Posts on the 
newsstands or were delivered at 
the front doors of homes all 
over the country. 


If you’ve got STILLSONS in 
stock, these homes have the 
price to buy them. They need 
them too, for a hundred and 
one odd jobs round the house. 
Are your own customers going 
to see the carton-packed 
STILLSONS on your counter? 
That’s where they sell quickest. 


Ciga Cou net ties 


WALWORTH MFG. CO. 


Boston, Mass. 


As Advertised in 


The Saturday 
Evening Post 


A Half Page, March 7th 
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ATKIN 


gg SILVER 
STEEL 


The Finest on Earth 


You can sell this saw to the best car- 
penters in your town. We are 
advertising it extensively among 
carpenters and builders 
throughout the United 
States and Canada. With- 
out exception it is 


‘The Finest on Earth” 
anda good seller. 

































The Saw 
Master Carpenters Prefer 


They want this saw because it is made of 
Silver Steel, our exclusive formula; tempered 
for long wearing and quick cutting. Furnished 
in regular pattern, skew back; ship pattern 
straight back; four gauges taper ground, mirror 
polish. The Saw with Improved Perfection Rose- 
wood Handle, which prevents wrist strain. 


“A Perfect Saw for Every Purpose’”’ 












Write nearest point below for) our latest literature ‘‘The 
Man Behind The Counter’’ and ‘‘The Meteor’’—free. 











E. C. ATKINS & COMPANY 







Established 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES 
Atlanta Memphis New Orleans Portland Seattle Paris, France 





Chicago Minneapolis New York San Francisco Vancouver, B. C. 
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The Protection 
of Quality 


The purchaser of QUIK- 
WERK Tools is protected by 
an assurance of quality that 
has behind it a record of 
many years in the manufac- 
ture of superior products. 


\ SRN H ee ‘ , 
oe RN) : See our distributors’ section 
| _ ——] Se é — in MacRae’s Blue Book 
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The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 
Sledges Picks Mattocks 
Blac 
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This window and counter dis 


ony nese 


play stand will work for you. 
Ask us, or any Osborn 











a distributor. 

if Ate A Sell them the Osborn and sell them the best. 

B ae Pea ee The house to house canvassers (the glorified peddlers) have thrived on the 

a >: “eas, "iy, *,? ° . 

ss ‘ “2 ~—s negiect of legitimate manufacturer, distributor, and dealer. 

i These well-known houses are outhevines Osborn Blue Handle Household and Personal Use Brushes, the new Osborn 
ee oe ee Oe se Display Stand, Osborn advertising, and your active support are the factors in 
Ask them. the campaign to keep the brush business where it belongs—in the retail stores. 
oe ee Oy Representative distributors have welcomed the Osborn plan, and hundreds of 
son & Townsend Co.., New Haves; Buhl merchants are already using the Osborn line to get the business. 
Black, Inc., Syracuse; Decatur & Hop- There is a very definite workable plan back of this campaign, any store can use it. 


kins Co., Boston; Eastern Drug OCo., 


Boston ; Evansville Supply Co., Evans- Prices are right—and profits are liberal. Cooperation all along the line. 





re ville; C. H. & B. 8S. Goldberg, New 

ag York City; L. Gould & Co., Chicago; : : . . . — 

c Charles Hubbard Son & Co.,” Syracuse eee — ape a about peso — the nation-wide movement to 
4 anney, Semple, - nneapo- 

; iin; Kelly-How:Thompson Go... Duluth p the brus usiness in legitimate stores. 

f tg gg Co, Pitebersh oy a The Osborn Manufacturing Co., Cleveland, Ohio 


apolis Drug Co., Minneapolis; Morley 
Bros., Saginaw: Northern Drug Co., wn . 
Duluth; The Philadelphia Wholesale 
Drug Co., Philadelphia ; Plimpton-Cowan 
Co., Inc., Buffalo; John Pritzlaff Hdwe. 
Co., Milwaukee ; The Salt Lake Hdwe. 
Co., Salt Lake City; Supplee-Biddle 
Hdwe. Co., Philadelphia; H. D. Taylor 
og Buffalo; John L. Thompson Sons 
Co., Troy; Townley Metal & Hdwe. 
Co. Kansas City; Van Camp Hdwe, & 
Es Iron Co., Indianapolis; The Walding, 

ah Kinnan & Marvin Co., Toledo; Wyeth 
ee Hdwe. & Mfg. Co., St. Joseph. 











MAKERS OF QUALITY BRUSHES SINCE 1892 
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SIMONDS 
CIRCULAR 
SAWS 
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HEN you specify SI) tie 
in ordering a solid toc ed. 
lar saw,or any other styleo 
| can be certain that its qual aa 
tected not only by Simo 
century of experience in n 
finest cutting edges of Ne 
steel, but that constant iat pe ses 
tests and development w 
you that your selection 
‘ the very last word in ci 
manufacture. No matter J* 
cutting problem may beg 7 
to Simonds, either thrf 
supply house or dealer « 
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-SIMONDS SAW AND STEEL COMPANY 
Fitchburg, Mass. 
“The Saw Makers” Established 1832 


Branch Stores and Service Shops in Principal Cities 


SIMONDS 


Pronounced Ni MON 
VES STEEL 
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Simonds Advertising in National Magazines helps 

dealers sell more Simonds Saws. In March it will 

ha¥e a circulation of over 5 million. . 

Simonds Magazine and Farm Paper advertising 


is backed by a dealers service of exceptional value. 


Attractive signs and displays are offered Free. 

On the opposite page we illustrate a new display 

a which is lithographed in effective colors. It is 
I 2 offered free to Simonds Dealers. 


SIMONDS 
SAW AND STEEL CO. 


FITCHBURG MASS. 
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TRIMO— 


= March 14th ™ 


SATURDAY EVENING 
POST 


will contain another stunning advertisement on TRIMO 
Pipe Wrenches. Coming on top of the FULL PAGE 
which appeared in The SATURDAY EVENING POST 
on February 14th, every dealer should prepare—NOW 
—to meet the ever-increasing public demand for this 
popular tool. 












MVP LYASNI 














Place a “TRIMO” order with 
Your Jobber TODAY we 
and with it be sure to include several of the new TRIMO display in snes. 8. ‘ 


36 and 48 
inches. Made 
in Wood 
Handles in 
sizes 6, 8, 10 


and 14 inches. 


boxes, each containing six 10 inch Wood Handle Pipe Wrenches in 
individual cartons. To realize the full sales power of TRIMO'’S 
national advertising campaign, just consider the vast audience it is 
reaching during 1925 through 





The Saturday Evening Post The Country Gentleman 


Farm Journal Popular Science Monthly 

Successful Farming Plumbers Trade Journal 

Sanitary Engineer Power 

Southern Engineer Oil and Gas Journal Made in Eight Sizes rs 

Oil Weekly Purchasing Agent a 
Total Circulation Over 5,500,000 : 


Trimont Mfg. Co. Roxbury, Mass. 


America’s Leading Wrench Makers for Nearly 40 Years 
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To Help You Sell More Lecele— 


A Complete Assortment of Sand’s Best Sellers 


These are the nine sizes and styles that out-sell all the others in our line. 
They'll move faster for you. 


A Striking Window Display to Bring in Buyers 


It combines a handsome six-color poster with a complete assortment of the 
actual merchandise. It has been difficult to make an attractive and adequate 
display of levels on account of their shape. We believe this unit solves that 
difficulty for you. It provides a compact and attractive display that will ma- 
terially increase your sales. 


To Be Featured in National Advertising in April 


Popular Mechanics, Popular Science Monthly, American Builder, Building 
Age, The Carpenter, and Bricklayer, Mason and Plasterer will all feature this 
assortment-display in the issues out in April. They reach a concentrated group 
of tool buyers totaling over 1,300,000, telling them WHERE to buy Sand’s 
Levels. 


Identify Yourself as a Sand’s Dealer with This Display 


It will tie up your store to this powerful advertising force being exerted as 
much for your benefit as ours. It tells them HERE is the place to buy. 


Wire Your Jobber for Sample Assortment at Reduced Price 


Act at once and you'll be all set to meet the demand. The building mechanics 
are well employed—they’ve money in their pockets and they’re buying tools! 


“SAND’S LEVELS TELL THE TRUTH” 


SANDS LEVEL & TOOL CO. 


8626 Medbury Avenue Detroit, Michigan 
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It Pays to Sell Worth : 
While Tools 








PEXTO CHISELS are worth while "I 
in every respect. They are forged steel, ba 
properly hardened and tempered, have 7 
the celebrated mirror finish and the han- 
dles, of new design, fit the hand perfectly. 
Furthermore they are fully guaranteed. 
Write for catalogue No. 20, showing 
complete line of worth while hand tools. 
No. 71B j No. 71 
The Peck, Stow & Wilcox Co. 
Southington, Conn., U. S. A. 
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The rope sale that makes 





a steady customer 


Your customer depends on you for a real 
money’s worth in rope. Since most ropes 
look alike when new, he trusts you to offer 
him one that is good for long, faithful wear 
under the trying conditions of farm use. 

If you sell him really good rope, then 
he feels sure you'll give him a square deal 
on other merchandise. And so he becomes 
your steady customer. But just as surely, 
if you sell him inferior rope, he is likely to 
trade elsewhere. 


H. & A. “Blue Heart’? Manila Rope 
will help to build your business. Spun 
from pure long manila fibre by skilled rope 


makers of long experience, it will give your 
customers a full money’s worth of service. 


Its distinctive proof of quality—that 
quickly recognized blue thread marker 
running in the center between the strands 
—not only helps to make the first sale but 
gains steady customers for you as well. 


Where high grade sisal rope is wanted 
sell the best—H. & A. ‘“‘Red Heart’’ Sisal 
Rope—spun from selected sisal fibre by 
the same skilled rope makers. 


Build a permanent business in your 
territory with the famous H. & A. brands. 








H. & A. “Star Brand” Binder Twine 


evenly spun from the best fibres, is of full yardage, 
and has ample strength for binding purposes. 








THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage since 1869” 


Xenia, Ohio 


Mills: 
Cincinnati, Ohio 
Xenia, Ohio 





Mills: 
North Kansas City, Mo. 
Covington, Ky. 
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Heat at its best is focused heat 


It can cut through steel 
or speed up cooking 





§ ben picture showsan oxy- 
acetylene cutting torch 
in use. It slices through steel 
just as a knife cuts butter. 
Such is the power of focused 
heat. 

Keep this picture in mind 
when you are preparing to 
place your order for oil 
ranges. 

Keep it in mind because it 
will help you to understand 
why the Florence Oil Range is such a 
quick cooker. 

The Florence, because of its scientif- 
ically designed burners, focuses more 
heat on the cooking than any other oil 
range. It focuses heat on the spot where it 
belongs—on the bottom of the pot or pan. 

The focused heat of the Florence 
speeds up cooking. It appeals strongly to 
women everywhere. 


How the Florence focuses 


Notice the Florence flame on the oppo- 
site page. Notice how big it is. Notice 
howeclose to the cooking. You can put 
your hand near the jacket of the Florence 
burner, or inside the grate, and you will 
feel but little heat. All the heat focuses 
on the cooking. And intense heat it is, too. 


It’s the heat from a gas flame, not a 
wick. The kerosene vaporizes and mixes 
with air, and the kerosene-gas burns in 
an intensely hot blue flame. 


Known to millions 
Millions of women, during 1925, will 





Why the Florence is a 
money-maker 


Florence allows a liberal mark-up — 
well above the average. 

Florence is the range which most per- 
fectly suits women’s requirements. 
One of the most widely advertised 
ranges. 

Extensive co-operation given to mer- 


chants and retail salesmen who sell it. 











read about focused heat. They will read 
of it in three double spreads in colors, 
and full pages, in the Saturday Evening 
Post. They: will read of it in Good 
Housekeeping. They will read of it in 
hundreds of newspapers throughout the 
country. They will read of it in sixteen 
farm papers (most of them carrying 
striking four-color inserts). 

Women have known about the Flor- 
encefor years. Theyknowof the “‘baker’s 
arch” and patented heat distributor of 


the oven, which evenly distribute 
the heat and keep food from burning 
on the bottom. They know of the 
new ingenious leveling device that 
insures the even flow of oil to each 
burner. They are familiar with the 
unusual beauty of the range itself. 


This year they will read about 
focused heat. They can't miss it if 
they read the magazines. If they are 
in the market for an oil stove, they 
will certainly want to have focused 
heat demonstrated to them. 


Your opportunity 


The Florence is a particularly good 
proposition for merchants. Not only 
because it is such a fine range, and so 
thoroughly satisfies their customers. 
Not only because of the easy sales and 
big volume due to the advertising. Not 
only because of the many warehouses 
which insure quick delivery. Not only 
because of the unusual help given by 
the manufacturers to merchants and 
retail clerks to help them resell the 
range. 


But—and you know how important a 
point this is— because we seek the high- 
est type of dealers for the Florence, those 
merchants who take pride in their repu- 
tation and in what they sell. You get a 
liberal mark-up on the Florence. 


Send for Dealer’s Proposition 


Write us to tell you how hundreds of 
merchants have, with the Florence, 
built up their oil range business from 
a few stoves a year to carloads. 


Clip the coupon on the opposite page 
and send it to us. You incur not the 
slightest obligation. You merely agree 
to let us mail you our book. Then, after 
you get it, you can decide for yourself 
how much of your time it is worth. ° 
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> is a picture of the fa- 
mous Florence burner. No- 
tice how large the flame is. Notice 
how close it is to the cooking. The 
heavy jacket, which has been cut 
away in this picture, keeps the 
flame from going elsewhere than 
straight to the bottom of the pot. 
The Florence focuses a greater 
percentage of heat on the cookin 
than any other high powere 
burner. 


These are the asbestos starting 
rings of the Florence, called 
‘“Kindlers."* You merely touch a 
match to them when you want 
to light the burners. These rings 
are not wicks. They don’t char 
down. They 
don't have to be 
trimmed. They 
are easily re- 
newed. 
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Spo range above is a four-burner blue model, 
complete with mantel and portable oven. 
This blue trimmed model comes in five sizes— 
I, 2, 3, 4. and 5 burners. At the same cost you 
can secure the same models trimmed in grey 
enamel. 

Notice the unusual beauty of this range. It 
is a fit companion for the most up-to-date kitchen 
equipment. 


To the right is the Flor- 
ence Heat Indicator, 
which shows the amount 
of heat inside the oven. 


FLORENCE STOVE CoMPANY, 1011 Park Sq. Bldg., Boston, Mass. 


DIVISION OFFICES: New York, Chicago, Atlanta, New Orleans, 
Dallas, Denver, Detroit, Cleveland 


wee mA 





FLORENCE STOVE COMPANY 
1011 Park Square Bldg., Boston, Mass. 


Gentlemen: 


Please mail me a copy of your catalog. 


Name 
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What Will His Trade Net You ? | 


O YOU SELL your customers more 


than they came for? 


Many, who enter to purchase a pound of nails, 
or a flashlight battery, own Fords and an attrac- 
tive counter display of Williams’ ‘Ford’ C 
Wrench Set will immediately interest them. 
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It converts many otherwise insignificant pur- 
chases into real, profit making sales. 










Williams’ Superior Drop-Forged ‘“Ford’’ C 
Wrench Sets are put up in an attractive dis- 
play carton, lithographed in three colors and 
furnished free to dealers. Six sets to a carton. 





















A big opportunity for bigger sales—no added 
expense to you. 


The Williams name behind the wrenches guaran- 
tees Superior quality. 


ASK FOR LITERATURE! 
J. H. WILLIAMS & CO. 

“The Wrench People” hig 
New York BUFFALO Chicago Aa a: 
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FOR“FORD’ CARS 


Packed 6 Sets in a Carton 
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The positive grip of a MORCO means—no slipping or false holds— 
no gouging or mutilation of pipe, fittings or operator's hands. Its heat 
treated jaws defy wear and tear—its teeth do not chip, break or become 


dull. 
MORCO—made for heavy service. 


MOORE DROP FORGING COMPANY 
SPRINGFIELD, MASS., U. S. A. 


New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E.C. 18 Rue Corbeau 30-34 Rue Locquenghien 
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One certain way to in- 
crease your sales of hand 


power grinders = 


CARRY A STOCK OF 


CARBORUNDUM GRINDERS 


The Carborundum Niagara Line 
to meet the demand for machines 
of the highest possible quality. 
The Blue Knight Grinders to 
meet the demand for the lower 
priced models. | 
There is a big, wide market for 
such hand power grinders in the 
shop, in the home and on the 
farm. 
Every grinder is strong, durable, 
easy running, perfectly made and 
assembled. 

Every Grinder Equipped with a Genuine Carborundum Wheel 

YOUR JOBBER CARRIES THEM 
Write today for details regarding prices, display stands and other data 





The Carborundum Company, Niagara Falls, N. Y. 
Canadian Carborundum Company, Ltd., Niagara Falls, Ont. 


New York, Chicago, Boston, Philadelphia, Cleveland 
Detroit, Cincinnati, Pittsburgh, Milwaukee 
Grand Rapids 
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Sell More Tools!’ (i 


HE biggest retail successes have been built up by displaying 
merchandise where people can see it, touch it and buy it. 
When a man looks at tools in your store, it reminds him ot 
tools he needs, the tools suggest the purchase and he puts his 
desire into action - - he buys. 


These are facts. Several dealers have taken the trouble to 
write in to us, enthusiastic letters about the VlIchek Self- 
merchandising Board. You can have this board in your store - - 
it costs you nothing. On the board is a popular steady-selling 


selection of Vichek Tools - - every tool made by the advanced 
Vichek process and guaranteed. 


The Vlichek board is like an extra salesman - - except you 
don’t have to pay salary to the board. It is a net profit earner 
and it certainly does add to your volume. Standing on the 
floor of your store, it constantly reminds all who enter the store 
of Vlchek Tools and it makes sales where otherwise they 
wouldn’t be made - - extra sales that increase turnover, volume, 
yes and profit, too. 


Here is a picture of the Vichek Self-merchandising Board and 
here’s a coupon that will bring you full information on the board. 
If you want to increase your tool business this year get the 
Vichek Board - - take the first step now and send in the coupon. 


The Vichek Tool Company 
Cleveland, Ohio 
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Please give me full information on 
the Vichek Self-merchandising Board (§ 
Also send samples of literature and details {J 
concerning window display material. 


Address.............. aeaiaaamaess PERE ee WP ANGIE e ONT TR ee RN RINE TT TIEN 
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Read What"These Retailers Say) 


Do You Want These Profits, Too? 











































HERE are copies from actual letters written by retail- 

ers who have the Vichek Self-merchandising Board 
in their stores. The letters speak for themselves—you 
can see how sales are being made for fellow-retailers, 
You can have the board, too. Send in the coupon on 
the other side ot this page. 
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FRANK M. VACHA 
GENERAL HARDWARE & SPORTING GOODS 


6119 BROADWAY 
CLEVELAND. O 


a 


Octover 14, 1926 


The Vichek Tool Company 
Cleveland, Ohio 
Gentlemen: 

Just about once every so often, someone pro- 
duces a display feature with a real idea behind 
it—such a one is your Tool Display Board. 
Since we installed it, we have noticed a con- 
siderable increase in our tool sales, especially 
such articles as Vichek Cold Chisels, Screw 
Drivers and Hammers. 


7 Yours very truly, 
Gronk  Vacha 


HARRIS BROS. CO. 


HARDWARE AND COAL 

j Paints Ovle Gloss end <a Mevrag Lider and | ofhetd 

| porting Geode Oo 3 Hepa # Eietre Washers 
(ROGET ek ORO 




















October 14, 1924 


The Vichek Tool Company , es 
Cleveland, Ohio 
Gentlemen: 

Your Display Board surely sells tools. 

In the short time that we have had it set up 
in our store, we have sold Star Drills and Brick 
Hammers from it. We had not previously sold 
any of these items for ten years. Of course it 
has also made sales of regular items like 
wrenches and chisels. 

Yours very truly, 


= J 














menage meee sno worn — 
wee DENISON AND Weer 66TH 
CLEVELAND. OMI0 


On > ee a 
es 
BAMMERLIN BROS. e 


The Vichek Tool Company 
Cleveland, Ohio 
Gentlemen: 

Your Tool Display Board is one of the best 
we have seen. The number of sales traceable 
directly to it has surpassed our expectations. oo ¥ 
One week we display it inside the store; the tA al th Cc po 
next week in the window. a e ou mn. 

We feel that the board speeds up tool sales ° *1- 
better than any other feature we know of. Get full details by mailing 


Yours very truly 


pa the coupon on the other 
LR Bam . * 
| side of this page. 
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Supply These Items 
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From our stock of twenty 
thousand items, your every 
threading tool requirement can 
be readily filled. 


For nearly a year we have 
been advising large stocks for 
the jobber and retailer. We have 
followed our own advice and to- 
day @YD has in its storerooms 
the largest regular stock of 
screw cutting tools to be found 
anywhere. Every item is in am- 
ple quantities and ready for im- 
mediate shipment. 


Besides the quick service you 
can get from @7fD, consider the 
savings in clerical help, postage 
and transportation you can 
make by buying all these items 
in one place at one time. 


It will pay you to come to Head- 
quarters. 











Taps and Dies #7224 Gages 
Screw Plates GREENFIELD §| TAP AND DIE. Pipe Tools 
Twist Drills CORPORATIO N “Little Giant” 

Reamers TAIN DILLON NEAT NAT LNAI OLL LOLOL Pipe Wrenches 





GREENFIELD. MASS..,U.S.A. 
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WICKWIRE SPENCER 
























Wiee 
‘Cloth 


All grades of wire cloth, from the finest weave to the 
heaviest, come from the looms of the Wickwire Spencer 
weaving mills. Whatever your requirements may be, the 
production departments of these plants will serve you 
promptly and in complete compliance with your specifica- 














tions. E 

AMERICAN WIRE FABRICS CORPORATION 

SUBSIDIARY OF | E 

WICKWIRE SPENCER STEEL CORPORATION : 

General Offices: 41 East Forty-second Street, New York . 

BK 

Western Sales Office: 208 South La Salle Street, Chicago é 

. Worcester, Buffalo, Philadelphia, Cleveland, Detroit, San Francisco, Los Angeles, Seattle : 
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100’s...50’s...25’s 


...the new way is best! 


ALL Sargent bright wire goods and brass cup and screw hooks 
are listed by the hundred and packed in boxes of 100. Larger 
sizes are packed 50 and in some cases 25 in a box. 


The decimal system of packing and pricing is greatly supe- 
rior to the old system. It simplifies the figuring necessary to 
arrive at a price for any quantity. It saves time. It is an addi- 
tional reason why you should handle these attractive goods. 


Materials and machining, are of an 
exceptionally high quality. Uniformity 
of excellence is particularly noticeable— 
cand for special attention is given to the 
Sharp pointea, SMallest details in design, finish, addpt- 
strong ros, ability and workmanship of every bit of 


thread that 


civ aad argent Hardware so that all classes 


toughest wood 


<cxdily. always come up to the established grade. 


speedily. 

Write for price sheet showing prices 
by the hundred as compared with the old list by the gross, and 
giving the quantity in a box of each number. Our Co-operative 
Advertising Service will also be sent upon request. 





























Wire 
Coat and Hat 

















SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 
New York: 92-98 Centre Street Chicago: 221-223 W. Randolph Street 


‘ mo ES Sp ee a ee ee 














THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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The Eccentric Behavior 
of Bolt Threads 


F bolts were three hundred 
times larger than they actu- 
ally are, so that every detail 

of their construction was clearly 
visible to the naked eye, one ques- 
tion that’s long been puzzling 
you would be answered. 

You would discover the rea- 
son why bolts of the same make, 
size, and style, don’t always act 
alike when the nut is turned 
down. 

You would see that no two 
threads are cut the same—even 
when the same die cuts them 
from the same stock. If you went 
into the matter still further you 
would find that no two threads 
can be cut alike, except within 
broad tolerances; or on a lathe, 
where perhaps one or two bolts 
could be cut and ground ina day. 

But bolts must be made by the 
tens of thousands, not singly— 
and when you try to cu their 
threads that fast, you run into 
trouble. So you find all kinds of 
fits in one lot of bolts; loose fits, 
tight fits, medium fits, and no fits 
at all. 

The Eye of the Comparator 

Now, bolts aren’t three hun- 
dred times larger than their speci- 
fications; but there is a very in- 
teresting machine that casts the 
shadow of the thread, very sharp 
and clear and many hundred 
times magnified, on a tolerance 
chart. This machine is called the 
Comparator. Here you get a 
story of accuracy, or lack of ac- 
curacy, that no ring gauge could 
ever give. 


It is merciless in showing up 
the defects of the cut thread. 

But recently a wonderful 
thing has taken place. A bolt— 
an ordinary, everyday, common- 
place steel bolt—has been in- 
serted in the Comparator, and 
behold, its thread comes within 
the same minute limitations as 
that of a hardened and ground 
gauge! The bolt is shaped, 
headed, and threaded in a few 
seconds. The gauge is turned on 
a lathe and finished in from eight 
to twelve hours. Yet the most 
accurate measuring device in the 
world can detect no difference 
between them. 


A Thread of Unbelievable 
Accuracy 


What sorcery is this? No 
sorcery at all, but just another 
triumph of mechanical genius. 
The bolt is the Empire New Pro- 
cess, and its thread is made in a 
new way, without cutting. 

A new type of die, produced 
on a machine tool of a hitherto 
unattainable precision, builds up 
the thread on a specially pre- 
pared blank. This is the thread 
that measures as close asa gauge 
on the Comparator. This is the 
thread that makes an end of mis- 
fits, stripping, and waste. This is 
the thread :you will get when 
you order Empire New Process 
bolts. 

The prices are no higher than 
for former Empire bolts. If you 
want samples for testing, just 
write. 
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RUSSELL.BURDSALLE' WARD |) 
® BOLT& NUT COMPANY © | 


PORT CHESTER.NY. 


PEMBERWICK.CONN. - CHICAGO ~- 


SAN FRANCISCO 


ROCK FALLS... 
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GRAY-WICK | 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


. ESTABLISHED 1873 INCORPORATED 1892 
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Since 1839 


RUSSWIN 


° ‘DISTINCTIVE 

















It Meets 
A Need! 





A New RUSSWIN 
SCREEN DOOR CHECK 


(Patented) No. 7 





Check Applied to 


Inside of Door 


Especially designed to meet -the increas- 
ing demand for a dependable Screen 
Door Check. 


This new RUSSWIN Check is powerful 
enough to close the heaviest screen door, 
will stand up under constant use, and so 
simple in its liquid controlled construc- 
tion that it is trouble-free. 


Not expensive—considering the quality 
and dependability. 





“To Russwin-ize is to Economize”’ 


Check Applied to 


Russell & Erwin Manufacturing Co. Outside of Door 


The American Hardware Corporation, Successor 
New Britain, Connecticut 
New York San Francisco Chicago London 
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JUNIOR! 


Cannon Ball Junior means a round track and 
a round wheel turned from solid cold-rolled 
steel and rolling freely and easily on long 
roller bearings. It is shipped boxed in sets 
for garage door installations. Track now 
comes in 3 ft., 4 ft., 6 ft., and 8 ft., lengths, and 
brackets can be had for parallel installa- 
tions. A weatherproof cover is also available 
now. Installations can be made inside or out 
with equal ease. 
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Here’s Price 
and Performance Both! 


If you're selling any kind of door hangers 


Cannon Ball Junior 
Wheels are remark- 
able in their strength 


and track, you've heard all the objections and simplicity of 
that are made to all kinds of equipment and construction. They 
you know what an ideal selling hanger and cannot bind or wear 
track should be like. We know, too, because unevenly, and they 





are equal to almost 


we've made them for years, and we know any load. 


that we never made a better seller than the 
new Cannon Ball Junior line. It gives youa 
chance to sell a closed-track outfit at pretty 
nearly the price of flat-track equipment, 
which really means no selling at all for you 
to do—people who buy flat-track jobs on 
price alone will prefer Cannon Ball Junior. 


HUNT-HELM-FERRIS & CO. 


4 Harvard, Illinois 
Albany Minneapolis Los Angeles San Francisco 


TAR. 


Equipment ° 
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WHITCO “The Easy Hardware” 


The first time a carpenter installs a casement or transom with 


WHITCO 


he may not be able to show muchof a saving in time and labor as compared with the use of butts 
and adjusters — 


But once he gets the few simple directions fixed in his mind — 


As soon as he sees that this hardware not only swings the window as effectively as a pair of 
butts, but controls it better than any adjuster he ever put on — / 


After he gets over wondering why someone did not think of some such dente before — 


He will show a real saving on every installation thereafter, whether it is a single sash, a pair or 
sash or multiple sash in wide openings without mullions — or transoms. 


As the smaller illustrations show, the job is a simple one. 


After fitting the sash, he cuts a housing in the top and bottom of the sash; attaches the hard- 
ware; turns the sill plate at right angles to the sash; sets it in the opening and secures it to the 


head and sill. 


Just about the same amount of work involved in the installation of one butt — 
A clear saving of the time and trouble required for installing the other hinge and the adjuster. 


WHITCO is sold through the Hardware Trade only 


Full particulars on request 


In Solid Brass (per set) the equipment for one casement sash or transom $2.25 Pa eaition 


Rust-proofed Steel 7 ” “ Ce Se ty See bottom of casement | 


VINCENT WHITNEY COMPANY ™ 


of casement sash. 
Western offices: 


Eastern offices: 
365 Market Street HITLG 636-642 Mass.-Trust Bldg. 
San Francisco HARDWARE Boston 














Send all inquiries to nearer Office. 


Coppright 1925, H. E. Helbrnk Co, a... 
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Held side- 
wise shows 

WHITCO as in- 
stalled on tran- 
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A New One Inch Mesh 










@The New One Inch Mesh U. S. Poultry Fence meets, as 


nothing else will, that growing consumer demand for a per- 


fect, close-mesh Poultry Netting. 

















a is a netting that embodies every U. S. advantage in 
esign and construction. It is made on the farm fence 
principle with parallel line wires interlocked with the mesh 
wires. The result is a fabric which stretches up perfectly 
without the aid of baseboard or top rail. 














qU. S. Poultry Fence is easy to handle. It rolls out flat 
upon the floor or counter like a bolt of goods. It cuts 
without | waste. With al] its superiorities, it costs less 
“put up” for it requires no wood frame and fewer posts to 


















erect it. 


ogee the U. S. line offers greate B cmgenne rear: for —_ 
an ever before. More and more dealers, reco these 
possibilities, are standardizing on U.S. Poultry Fence. Ex- 
perience has taught them that it pays. 


@If you are not getting your share of the netting business 













in your territory you should handle U. S. Poultry Fence 
which costs no more, is better and more economical, lasts 
longer, and gives better satisfaction. 












@Write us for Catalog and Samples and be your own 
judge and jury. 


Indiana Steel & Wire Company 















Muncie, - - Indiana 
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Take the experience of the largest insecticide manufacturers 
They have been buying sprayers for years 


Off-hand, what insecticide manufacturers do you know by 
name? Fly-Tox, Fly-O-San, Tanglefoot, Enoz Mistalyse, ‘ 
Black Flag, Elvampiro, etc. 


They buy Lowell Sprayers by the thousands—by carloads. 
One of them answered a question about Lowell quality by 
saying “We know what we are getting.” 


You, too, can know what you are getting 


Lowell Sprayers don’t cost you any more—they cost the job- 
ber a few cents more per dozen. He pays that for a heavier 
base, 107 Ib. tin, which affords a sprayer “you can’t dent with 
your thumbs.” 

This few cents pays for double-testing. A Lowell Sprayer won't 


leak. These two things are worth asking your jobber for—two items 
that assure what we call “quality” in a sprayer. 


LOWELL SPECIALTY COMPANY 


Largest Manufacturers of Sprayers in the World 
LOWELL, MICHIGAN 




























Lowell Glass Tank Sprayer 





Lowell Bucket Pump 










1. 107 lb. base tinned. 
2. Guaranteed against leakage. 





. 
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"HERE'S TO 


| He MY 


—the complete line of water systems for every service. For 
home, farm or country estate—for cottage, summer resort, 
hotel or golf course—for centralized school, college, hospital 
or sanitarium—for mill, mine or factory. It is not a question 
of but one or two styles with the Myers—it is a question of 
the right style for the right place. Mighty satisfactory from 
a sales standpoint—where is there a line with so many oppor- 
tunities? Volume, installation, operation, economy, efficiency 
—all are satisfactorily met with a MYERS HAND or 
POWER WATER SYSTEM with over fifty years of pump 
building experience behind it to guarantee its quality and 
dependability. And besides Myers Water Systems are con- 
sistently, not spasmodically, advertised year in and year out. 
Write for catalog and information of the best dealer water 
system proposition today. 
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MYERS 
DIRECT WATER SYSTEM 
FOR SHALLOW WELLS 
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THe FLE,MYERS & BIRO.¢o: 


ASHLAND, OFIO. 
ASHLAND PUMP AND HAY TOOL WORKS 
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Works at Fairhaven, Mass. 


- ATLAS TACK CORPORATION 


Have you seen our 








est Hoy, 


S7G &.t. 


TACKS 


302Z.NET 


« 
Bont 

















é A 3 oz. package to retail at 5c. 


A variety of plated steel tacks for a variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


Fairhaven, Massachusetts St. Louis, Missouri 





Works at St. Louis, Mo. 
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OMBUSTION in any Dietz 
Lantern is so_ perfectly ad- 
justed that radiance of light is 
maintained continuously while 


the lantern is burning. 


There is no trace in any Dietz Lantern 
of that very common fault where radiance 
becomes gradually weaker and weaker 
after the lantern has been burning for a 
time, because imperfect combustion has 
created smudging vapors within the globe 
that cut down the light. 


No other kerosene lanterns equal Dietz 
Lanterns in sustained lighting power. A 


Dietz Lantern assures your customer the 
most dependable and powerful light of 
which a kerosene lantern is capable and 
the utmost in structural quality and good 
looks. 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840. 
Output Distributed Exclusively Through the Jobbing Trade. 
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BLUE WHIRL is 
taking hold all over 
the country. First, 
because it 1s different 
and better; second, 
because millions of 
women are reading 
these BLUE WHIRL 
advertisements 
in Good Housekeep- 


ing. 


_ 






This advertisement appear- 
ing in April Good House- 
keeping. 


WFIRL 


BEATER 





BLUE 
EGG 





gor 








THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 














36 HARDWARE AGE March 5, 1925 


Zine [nsulated 
Fences 


Extra INSULATED AGAINST RUST 
14u1@ 40% 70 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWINC THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 
FENCE ENDURANCE POSSIBLE TOATTAIN BY PRESENT KNOWN METHODS. 


THE WIDEST ADVERTISED AND BEST SELLING 
Ds FENCES ON THE MARKET 

| BANNER Write us for selling details 

Sif 


T arrow STEEL FENCE POST 


| Built like a railroad rail. Remarkable stiffness and durability. 
~~ Has sprung into immediate popularity. Extensively advertised. 
( Write us for selling plans and literature. 


A 
WwW ; re = Nails, spikes, tacks. 


(fh 
[a Barbed—our celebrated 
brands Ellwood Clidden 
American Clidden 
Every kind for every pur- 
pose, in every form and 
every finish. 




































American Special 
Waukegan Lyman 
Ellwood Junior 
Baker Perfect 


Bale Ties. Telephone. Reinforcement. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Denver, Birmingham, Dallas 
a ae U. S. Steel Products Co., San Francisco, Los Angeles, 
Portland, Seattle 































eee ti re eee * “- 


Nature Contributes Permanency - 
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For Rugged Strength—for Resistance to Weather, 
for Long Life and Unfailing Service, Kawneer specifica- 
tions call for Pure Copper. 





That Kawneer Solid Copper Store Fronts are built 
RESILIENCY to last indefinitely is best established by the fact that 
the first complete installation, which was put in 20 years 

ago forthe F. Johnson Co., of Holdrege, Nebraska, is 


still in good condition. 


/ 
VENTILATION Study the six features of Kawneer Supremacy 4 
illustrated in the panel to the left. Then mail the , 
coupon and learn, without cost or obligation, gi 
how Kawneer Store Fronts can improve the 7 
| / The 
appearance of your store and increase your 7 Rawnees Comgunn, 
: J 2117 Front St., 
sales and profits by making passers-by / Niles, Michigan. 


EASE of INSTALLATION Stop, Look and Purchase. “ Please send me without obligation 
Design Book™ of Kawneer Solid Copper 


Store Fronts. 
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Every town and city 
has its favored business 
arteries. 


To control trade trafic and 
) divert business from beaten paths 
| has long been one of the major accom- 

plishments of Kawneer Solid Copper 
Store Fronts. 


A M. E. Jolley, of Sesser, Illinois, proved this to 
: his satisfaction only recently. “My sales have in- : 
creased 50%,” he writes, “although my present store 4 


location is not considered as good as my old one.” 


Why not get further information concerning 

Kawneer Solid Copper Fronts for your store? The cou- 

pon on the opposite side of this page is for your convenience 

—and the information is gladly sent without cost or obli- 
gation. 


(See other side for Six Points of Kawneer Superiority.) 
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Enter This $1,000 Contest 


IFTY prizes, aggregating $1,000, are being offered 
by The New Jersey Wire Cloth Company for the 
best window displays of Jersey Copper Insect Screen 
Cloth during the month of April. 
These displays will be judged from their selling point of 


View. 

The prizes are as follows: 
Ist Prize ..... . $300.00 
2nd Prize. ..... 200.00 
Sra Prize. ..... 100.0 


Two prizes of $50.00 each. Four prizes of $25.00 each. 
Ten prizes of $10.00 each Thirty-one prizes of $5.00 each. 


In addition to these prizes a check of $3.00 will be sent to each con- 
testant who submits a photograph whether or not he wins a prize. 


Jersey Copper Screen Cloth is an easy selling article, especially if 
well displayed, because it is the best known screen cloth on the 
market. It always pays to handle Jersey, because of the big profits 
and quick turnover. This year you have the added opportunity of 
winning a prize. Detailed information will be sent you on request 
This contest is restricted to dealers who had six rolls of Jersey Copper Insect 
Screen in stock or on order at the time of the first announcement of the contest 
The contest closes May 15, 1925. 





THE NEw JERSEY WIRE CLOTH COMPANY 


628 South Broad Street 
Trenton New Jersey 


All Grades of Wire Cloth made of All Kinds of Wire 








er Screen Cloth 


Made of Copper 99.8% Pure 





Cop 
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Hardware and Paint Deliveries 
Cost Less With Ford Trucks 
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Hardware and paint deliveries are always heavy in the Spring. 
Plan now to save money on these deliveries and to handle new 
business farther away from your store. Prompt delivery is an 


aid to bigger business. 


The Ford Ton Truck because of its 
durable construction, simplicity of 


operation and low upkeep cost is the 


most practical delivery unit. The 


small investment required insures 


profitable returns. 


The Towers Hardware Co., Jackson- 
ville, Fla., has conclusively proved 
the adaptability of Ford Ton Trucks 


to its business. The daily mileage of 
each truck is 50 miles, mostly through 
heavy traffic. The average load is 
1200 ibs. The ton cost per mile is ex- 
ceptionally low. 


Your nearest Authorized Ford dealer 
is interested in helping you to lower 
your delivery costs. Let him give you 
a practical demonstration. 


Ford One Ton Chassis, $365 f. o. 6. Detroit 





Sora 


CARS - TRUCKS - TRACTORS 


March 5, 1925 
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Beats eggs m No spatter Whips the 
and mixes aw) a No waste! Tt AY Bee 
mayonnaise Aes Cleaned in 2 d top of milk 
quickly! & =, a jiffy! TS. Ee bottle! 





Non-Slip 
| bowl Free 
with each 














Perforated BLADE 
: does it! 








That’s the secret of 
Dunlap success. Flexi- 
ble, perforated blade vi- 
brates as it revolves, 
cutting the cream in- 


stead of beating it. | SELL § — N N) I GH T! 


Here are six reasons why the Dunlap Cream Whip is the 
biggest selling whip on the market today: 



















. Whips cream in 30 seconds! 
. Whips cream from top of milk! 
. Beats eggs and mixes mayonnaise quickly! 
. No spatter. No waste! 
Cleaned in a jiffy. 

. Non-slip bowl FREE with each whip. 
Aout full of 


Bm fluffy cream FREE Trial Offer! 


lil 0) ‘CCO]] ak Thousands of dealers have been sold on the Dunlap through our special trial 
offer. Write for a Dunlap FREE to try in your home. Keep the whip if your 
wife approves of it and you decide to order a dozen or more. Return it at our 
expense if your wife isn’t delighted with it. Fair enough? 








Hn & WHY 





Columbia 
Metal Products Co. 


361 East Ohio Street 
Chicago, Ill. 


More Sales— 
Less Sales Effort 


You don’t have to give a long sales talk to 
sell Dunlap Whips. Put this card out on 
your counter where people can see it. It 
tells a short, snappy story—one that will 
start the dollars rolling toward your cash 
register. Comes FREE with a dozen whips. 


Cream ¥¥ 
are oie 
¥ Dy 


; 
and Loo 
OO 
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a} Ke 
: BADGER TIRES : 
oh Kk 
aH Ke 
Mf Me 
Enjoy National Prestige 
oH Ke 
- A standard quality line, the pro- is 
ay duct of one of the old-established 4 
on Tire Companies of highest stand- _¥# 
ing in the tire field. is 
SH Ke 
Oe The preference of representative ¥@ 
= Jobbers throughout the country, is 
ay and the foremost Jobbing line of 4% 
+ | the automotive tireindustry. Note  ¥@ 
— a list on next page. 2 
SH 73 Ke 
Be 7 Complete in types and sizes to @ 
7 meet any automotive service re- is 
8 quirement, and any competition, 6 
- anywhere. 2 
SH | Xe 
oy | In all respects the most attractive 46 
Oe | line for Jobbers and their Dealer @ 
7 trade who aspire to a permanent + 
ey and profitable tire business. Xe 
D4 @ 
3 BADGER distribution being ie 
ay effected solely through Jobbing 
Bet channels rather than Branch '¥@ 
. Houses, the resulting economy i 
ay enures to the benefit of the Job- 
* ber and his Dealer trade. 2 
4 Inquiries solicited from accredited ie 
oH Jobbers where territory is still 
* open. 2 
° Ke 
on KG 
THE BADGER RUBBER WORKS i. 
MILWAUKEE, WISCONSIN : 
3 
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oy K® 
ay 6 
oH Ko 
y Kg 
ay 8 
oH 4 
a In lieu of Branch House Distribution, BADGER TIRES are supplied to 4% 
a the trade through representative Jobbing House connections. Asevidence %@ 
a of the National prestige of this line, we submit the following list of %%@ 
a accredited Jobbers now distributing BADGER TIRES throughout the 4% 
a country, which list speaks for itself. ax) 
ay cmemuue 
oy APPLEBY BROS. & WHITTAKER CO., FRANKFURTH HARDWARE CoO., KO 
Ha@risburg, Pa Milwaukee, Wis. - 
Org BARKER, ROSE & CLINTON CO., GRANT-DADEY CO., Ko 
Elmira, Me We Fargo, North Dakota. 
st BENTON-BAILEY CoO., KELLEY-HOW-THOMSON CoO., 4) 
sy Richmond, Va. Duluth, Minn, a) 
BLUEFIELD SUPPLY CO., THE KRUSE HARDWARE CoO., * 
oy Bluefield, West Va. Cincinnati, Ohio. Ko 
G. W. DICKEL & CO., MORLEY-MURPHY HARDWARE CO., 
oy Philadelphia, Pa, Green Bay, Wis. a) 
oy FEDERAL SALES CO., Ine., MORLEY BROTHERS, K@ 
Buffalo, N. Y. Saginaw, Michigan. 
oy GRIFFITH & TURNER CO., SHERWOOD-HALL CO., Ltd., Ke 
Baltimore, Md. Grand Rapids, Michigan, #6) 
SH F. HERSH HARDWARE CoO. THE STOLLBERG HDW. & PAINT CO., . 
oy Allentown, Pa. Toledo, Ohio. Xe 
HORROCKS-IBBOTSON CO., WASHINGTON AUTO SUPPLY CO., «: 
oy Utica, N. Y. Washington, Ill, KO 
oy LOEWENSTEIN & SONS CO., ARKANSAS DRY GOODS CO., 6 
Charleston, W. Va. Batesville, Ark. < 
oy NORFOLK MOTOR EQUIPMENT CORP., DRAKE HARDWARE CO., K@ 
Norfolk, Va. Burlington, lowa. a 
oy PIEDMONT HARDWARE CO., W. J. ECHOLS & CO., 6 
a Danville, Va. Fort Smith, Ark. ya) 
ROANOKE HARDWARE CO., THE FAETH COMPANY, ¢ 
oy Roanoke, Va. Kansas City, Mo. Ko 
SIDNEY B. ROBY CoO., R. J. HAUSAM CO., 2 
ot Rochester, N. Y. Sedalia, Mo. x@ 
ss H. D. THOMPSON & CO., GENERAL MOTOR EQUIPMENT CO., xo 
Malone, N. Y. Mitchell, S. Dak. . 
Or JOHN A. SMITH TIRE CoO., HATFIELD MOTOR SUPPLY CO., Inc., KO 
New Brunswick, N. J. Aberdeen, S. Dak. a 
ot WALTERS RUBBER CO., Inc., HERMANN-BROWNLOW CO., @ 
Or Mineola, L. I., New York. Springfield, Mo. K@ 
4 WETMORE-SAVAGE AUTOMOTIVE EQUIPMENT CO. JACKSON-STEPHENS CO., w- 
oy Boston, Mass. Dallas, Texas. x@ 
WETMORE-SAVAGE ELECTRICAL SUPPLY CO., KNAPP & SPENCER CO., ry) 
is} Springfield, Mass. Sioux City, Lowa. 48) 
oy THE WILLIAMS HARDWARE CoO., NATIONAL AUTO SUPPLY CO., @) 
a Clarksburg, W. Va. Independence, lowa. o 
Oa THE W. H. SMITH HARDWARE CO., ROSS-FRAZER IRON CO., x@ 
~~ Parkersburg, W. Va. St. Joseph, Mo. #6 
s+ JOSEPH WOODWELL CO., WATERTOWN MOTOR ACCESSORIES CO., . 
oy Pittsburgh, Pa. Watertown, 5. Dak f KO 
SYRACUSE SADDLERY CO., THE AUTO EQU IPMEN co., .- 
oy Syracuse, New York, Denver, Colo. K@ 
is} Miami. Fla. — Spokane, Washington. K@ 
ay BORDEN-AICKLEN AUTO SUPPLY CO., Inc., EXPOSITION AUTO SUPPLY CO., Ko 
New Orleans, La. San Francisco, California, - 
oy THE CAMERON & BARKLEY CO. CHARLES ILFELD C0., ‘ KO 
Charleston, S. C Albuquerque, New Mexico. 46 
SH CONSOLIDATED AUTOMOTIVE CO., CHARLES ILFELD CO., ° 
io} Jacksonville, Fla. Las Vegas, New Mexico. #@ 
GLASGOW-STEWART CO., FRED H. LUNDBLADE CoO., ~ 
oy Charlotte, N. C. Eureka, California. Xo 
KEITH. SIMMONS & CO. MOTOR HARDWARE & EQUIMENT CO., 46) 
is} Nashville, Tenn. ‘ San Diego, California. +) 
Oa C. M. McCLUNG & CO., ROY & TITCOMB, Inc., x) 
Knoxville, Tenn, Nogales, Arizona. > 
is} RAPIDES AUTO CO., Inc., KAY MOTOR SUPPLY CO., x@ 
as Alexandria, La. Los Angeles, Calif. 46) 
WHOLESALE AUTO SUPPLY HOUSE, SCHWABACHER HARDWARE CO., > 
is} Tampa, Fla. Seattle, Wash. 6) 
JULIUS ANDRAE & SONS CO., STEWART WHOLESALE CO., 26 
is} Milwaukee, Wis. Boise, Idaho, 
BOETTICHER & KELLOGG CO., WIGGINS COMPANY, Inc. XO 
Evansville, Ind. Portland, Oregon, 26 
6) 
S 
a 
e - e - . )] 
Some Good Available Territory Still Open. Write for Details. Ke 


THE BADGER RUBBER WORKS 6 
MILWAUKEE, WISCONSIN S 
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New Issue 


$1,500,000 





National Lock Co. 


First Mortgage 6% Serial Gold Bonds 


Dated February 16, 1925. 


Due Serially February 1, 1927 through 1935 


Principal and Interest payable at the Mississippi Valley Trust Company, St. Louis, Missouri, or at the Illinois Merchants Trust Co., 


Chicago, Iil. 


nominations. Registerable as to principal only. 


on any interest date on thirty days’ notice at 100% and interest, plus a premium of 
year or part thereof of unexpired life o of the bonds, 
n 


or any Federal 


Interest payable semi-annually Februar "Y 1 and August 1. 
e 


Coupon bonds in $1,000, $500 and $100 de- 


deemable as a whole or in part at the option of the Company 


of 1% for each 
Interest will be payable without deduction 


come Tax up to 2% per annum. 


MISSISSIPPI VALLEY TRUST CoMPANy, St. Louts, TRUSTEE. 


BUSINESS: Beginning with a nominal capital in 1903, 
—————_ the Company has grown steadily, expan- 
sion in the past having been the result largely of earnings 
put back into the business. The Company now manu- 
factures a complete line of furniture hardware, including 
hinges, screws, locks, etc., used by furniture, kitchen cabi- 
net, phonograph, radio and refrigerator manufacturers 
and various types of bolts and screws used by automobile 
and machine tool manufacturers. 


SECURITY: oe $1,500,000 First Mortgage 6% Serial 
d Bonds, which are now being issued, 
are a part of an pone dae issue of $2,500,000. The re- 
maining $1,000,000, authorized but not now issued, may be 
issued hereafter only under the conservative restrictions 
provided for in the mortgage deed of trust. These bonds 
will constitute the sole funded debt of the Company and 
will be secured, in the opinion of counsel, by a first 
mortgage on all of its real estate, plants, buildings, ma- 
chinery, equipment and other fixed property now owned 
or hereafter acquired. These assets have been appraised, 
as of December 31, 1924, at a reproductive value of 
$3,792,664.78 and at a depreciated value of $3,160,726.43. 
Improvements and additions to be made from a part of 
the proceeds of these bonds and to be included under the 
mortgage will add approximately $748,000 to the above 
figures, making the net sound depreciated value of physi- 
cal properties on which these bonds will be a first lien 


about $3,908,776. 

ASSETS: According to the balance sheet of December 
—_—_—_——— 31, 1924, prepared by Messrs. Reckitt, Ben- 
ington and LeCiear, Chicago, adjusted to reflect the re- 
sults of the issuance of these $1,500,000 bonds, net tangible 
assets (not including patents) after deducting all liabil- 
ities other than these bonds amount to $5,648,304 or 





equivalent to about $3,765 per $1,000 bond. Net current 
assets alone amount to approximately $1,304,664. 


EARNINGS: The following table compiled from the 
audit of Messrs. Reckitt, Benington and 
LeClear, Chicago, shows for the past nine years net sales 
and net profits available for interest charges, after depre- 
ciation and Federal taxes at present rates: 





Year Net Sales Net Profits 
De scseucena $1,413,623 $409,594 
i! csiceiees 2,014,460 402,802 
Pe ¢Kreadoene 2,669,844 539,477 
a 2,644,517 488,862 
a 3,601,125 434,561 
erry 1,070,199 45,799 
Dn in keaewne 2,180,847 251,181 
Pe “éveteoes 3,776,556 672,423 
er 4,177,634 572,413 
9-Year Average. ........ 424,124 


As compared with average annual net earinings of $424,124 
for the 9-year period ended December 31, 1924, maximum 
interest charges on these $1,500,000 bonds will amount to 
only $90,000 per annum and average principal and interest 
requirements over the life of the same bonds will amount 
to only $209,100. The annual average earnings available 
for interest, as shown above, is more than 4% times the 
maximum annual interest charges on these bonds and more 
than 2 times the average annual requirements for the pay- 
ment of both principal and interest of the bonds out- 
standing. 


Legal details will be passed upon by Messrs. Welsh and Welsh of Rockford, Illinois, for the Company and by Messrs. Bryan, Williams and 


Cave, and Mr. A. Holt Roudebush of St. Louis, for the Bankers. 


LeClear, Certified Public Accountants, of Chicago, Illinois, and the plant properties appraised by Messrs. 


Examinations of accounts have been made by Messrs. Reckitt, Benington and 


oats and Burchard of Chicago, 


Illinois. Bonds offered when, as and if issued, subject to prior sale or change in price. 


PRICES 


1927 maturity to yield 5.25% 
1928 maturity to yield 5.50% 


William R. Compton Co. 


1929 maturity to yield 5.75% 
1930-1935 maturities to yield 6.00% 


Mississippi Valley Trust Co. 


Bond Department 


The above information and statistics are not guaranteed but -have been obtained from sources which we believe to be accurate. 
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China—the opening wedge! 


[he four patterns shown 
above are from our stock of 
china. Reading from left to 
right, these patterns are: 


The Meriden 

The Cromwell 
The Bancroft 
The Pelham 


We also have a number of 
new and distinctive patterns 
in American and English 
Porcelain, Japanese, Bava- 
rian and French China that 
are receiving the approval 
of discriminating buyers. 


ACH season finds more and more good hard- 

ware merchants featuring china—and making it 
pay big dividends . . . It is more than merely a new 
item of merchandise in your stock—a great deal 
more. China is the opening wedge to a new and 
profitable market. 


Feature china and you will find a new class of buyers 
coming into your store—buyers with a new view- 
point and with wants running the gamut from silver- 
plate to glassware and lamps. 


Are you selling china? With Fisher-Bruce Service 
it does not take a whole lot of money or a whole 
lot of space to operate a profitable department. We 
do the warehousing for you. 


We can offer you the exclusive selling rights on 
some very fine new patterns in imported and do- 
mestic china and porcelain. Write us for details. 


FISHER, BRUCE & CO. 
Importers and Wholesalers 


Sales Office: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 
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CANDLELIGHT from any type 
of YALE Flashlight by just 


- a L unscrewing the complete 














+ as 56 illustrated, 
ya Your customers will immediately 
want one of these Two Purpose 
Le. Utility, Flashlights — of invaluable 
aid in sick room, nursery, camp, 
- changing auto tires at night and for 
work i in all dark places. 


' Increased profits to all dealers in 


_ Flashlights: caged this new, un- 
usual feature. 


THE YALE SAFETY 
CONTACT SWITCH 
ABSOLUTELY PREVENTS ACCIDENTAL 
SWITCHING ON OF LIGHT — PROVIDES 
A PLASH CONTACT FOR SIGNALING, 
ETC.,~OR A PERMANENT CONTACT 

_ FOR A STEADY BEAM OF LIGHT, 


YALE ELECTRIC CORPORATION 


curcaco «©3606 BROOKLYN,N.Y. SAN FRANCISCO 


YALE MONO-CELLS 
Fit All Tubular Flashlights 
“They are chook full of 

dark-dispelling ° 











bly and standing on end 


handling the De Luxe line of YALE - 
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RBISSELL 


f 


Larpet Sweeper 





To Help Speed Your Spring Sales 


 Bissell’s New “Decorator” Display 


Is offered gratis upon request to merchants selling Bissell Carpet 
Sweepers. Itis aptly named for it certainly makes a decorative and atten- 
tion-getting piece for a window or departmental showing of merchandise 


Frankly this black and white illustration is wholly inadequate to visualize the real * 
beauty of the ‘‘Decorator’’ Display which has a back-ground of gold bronze with 
Grecian motif scroll work in light green, gold latticed, rich blue borders for the snappy 
jet black reading panels, and a final touch of red and white to season. Forceful, yet 
dignified, a charming color combination carrying a direct invitation to “‘Buy Now,’’ at 
your store. 


Even the shape is out of the ordinary. It looks big and commanding but is economical 
of space, having a spread of 39 inches and is 35 inches high. 


Broadly helpful, there are no strings except that a better time to attend to its replenishing nor much 
you use it to our mutual advantage, although if better prospects for profitable spring selling than 
your Carpet Sweeper stock is low there never was exist right now. 


BISSELL CARPET SWEEPER CO. 


256 ERIE STREET 
GRAND RAPIDS, MICH. 
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More Milwaukee 


Many hundreds of hardware dealers made 
real profits last year on Milwaukee Timers. 
If you didn’t, get started now because Mil- 
waukee Timer sales, always big—are headed 
for a record in 1925. Why? 


—Because of more and better advertising— 
a unique, all-year campaign in The Saturday 
Evening Post, full pages in Collier’s, big ads 
in many farm and trade papers, telling the 
Milwaukee Timer story to every Ford 
owner, 





—Because of Milwaukee Timer’s long es- 
tablished popularity. 


—Because of Milwaukee Timer’s outstand- 
ing improvements — Bakelite case — special 
alloy contacts—famous bronze and pack- 
hardened steel brush assembly. Still retails 
at $2.00. 





Get a big share of the timer business of your 
town by tying up with the most aggressive 
merchandising campaign ever put back of a 
timer. 


Start pushing Milwaukee Timers now—put 
them on display—you’ll get a new idea of 





turnover. 
’ Milwaukee Motor Products, Inc. 
Milwaukee, Wisconsin 






MILWAUKEE 
TIMER +#rFORDE 


Now is the time every 


Ford owner overhauls The o Oui 
his car and needs a new y G Quick 


timer. Better look over at $2.00 


your stock of Milwaukee 

Timers. If it’s running ($2.75 in Canada) 
low reorder from your , 

jobber. 
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They need new ones 
—will you sell them? 


N too many homes furniture that should be easily moved 

balks, drags and creaks — poor casters. Heavy chairs 

refuse to roll— poor casters. Tables must be lifted — 
poor casters. 


Of course, they need new ones; easy-rolling, dependable 


Bassicks. Willingly they move the lightest tea-table, the 
heaviest davenport, the bulkiest bed or chest. 


Bassick Casters need no introduction to your customers. 
A well-known name—a well-made product—an attractive 
package. How easy it is to sell Bassicks. 


Do you know this deal? 


Special Stock Order No. 25 includes a liberal assortment of display 
and sales helps. It is worth knowing about. Write for full details. 


Ba SSi — 


The BASSICK COMPANY 
Reg. U.S. Pat. Off. 


BRIDGEPORT, CONN 
For thirty years the leading makers of high grade casters 
for home, office, hospital, warehouse and factory 
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7 Customers 
Are Looking For 


Point out the five construction advan- 
tages of the Prentiss “Bull Dog.” It’s 
all you need to do to prove to any vise 
user that he’s making the soundest 
possible investment when he selects a 
Prentiss. 


1. Detachable steel jaw faces, accurately 
faced and tempered. Easily replaceable. 


2. Press-forged head on the screw. Inde- 
structible because an integral part of the 
screw. 


3. Sliding arm machined separately on all 
four sides to .002” tolerance. 


4. Castellated collar with iron fingers firmly 
gripping the shaft. No set screw to work 
loose. 


5. Press-forged lever. Ball ends a part of 
the forging. 


Men appreciate these outstanding fea- 
tures. It increases their respect for 
your judgment when you sell them a 
Prentiss Vise. 


Have you one of our handsome, eye- 
compelling display stands? It sells 
vises. Write your jobber or direct to 


us, today. 


PRENTISS VISE CO. 


106-110 Lafayette Street, New York City 





A shrewd (?) dealer said to a sales- 
man, “Goods bought right are half 
sold.” 


In view of the large dead stock in 
this dealer’s basement, the salesman 
was prompted to ask, “Why don’t 
you make some money by doing the 
other half of the job?” 


Dealers who show PORTER’S 
BOLT CLIPPERS, display and 
push them, find their sale on these 
tools contributing handsomely to 
the year’s earnings. 


Practically all leading 
hardware jobbers. carry 
PORTER BOLT CLIP- 
PERS in stock. 


H. K. PORTER, Inc., Everett, Mass. 
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7 This Beautiful Display Stand FREE!! =; aes 


Built of Solid Oak, Mission Finish, Six Feet High. 
Mounted on Casters. Holds Six Wringers. Three on Each Side. 














Because we are convinced that Hardware Retailers throughout the 
country lack a suitable means of displaying Clothes Wringers, and are 
therefore not making anywhere near the possible number of sales of 
these necessary equipments for each and every Home— 


We propose giving away—absolutely free—one No. 11 Rollabout 
Display Stand (illustrated) to every Retailer who places an order for 
one dozen or more ANCHOR BRAND Wringers during March 


This Stand Will Sell Wringers! Try It! 
Send Us Your Order—Today! 


Lovell Manufacturing Co., Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 


WAREHOUSES AND SALES OFFICES 


BOSTON CHICAGO NEW YORK 
52 PEARL ST. 62 E. LAKE ST. 86 WARREN ST. 





























| Export 
[z IM Ss Storage “YOUR a onl 


in Great Britain 


° 4 ° No matter what your exports may be — in what market 

S) In ritall ) you are operating — there is one of the 350 L. M.S. ware- 

houses in the heart of that market — ‘Your own ware- 

house’’— as advantageously situated as though you had 


| selected the site yourself. 





All rail connected — trucking and transfer charges are 
eliminated while L.M.S. warehousing charges themselves 


{ LONDON, MIDLAND & SCOTTISH RAILWAY OF GREAT BRITAIN 
“THE BEST WAY” are as low as any in tht country. 

oC... Traffic Managers and Freight Forwarders should inves- 

ee 350 Warehouses. tigate at once the many advantages of using the L.M.S. 

chain of warehouses. For information, address: 








Ten million feet of floor 














space. ThomasA. Moffet, Freight Traffic Manager inAmerica 
The cheapest and most LONDON, MIDLAND & SCOTTISH RWY. OF G. B. 
convenient form of stor- One Broadway , New York 


Beg 
SF 


age in Britain. 





















@ GREAT BRITAIN 
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There is a Reliable Jack for 
every size car and truck 
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These jacks in all the 
demand for Balloon Tire Jacks 








For all passenger cars, sell the No. 7 or the No. 15. 
For all heavy pneumatic tired trucks, sell the No. 12. 
For all types of busses, sell the No. 18. 


Now there are Reliable Balloon Tire 
Jacks for all kinds of passenger cars, 
trucks and busses. Any dealer stocking 
only these four Reliable Jacks can meet 
the demands of all of his customers. 

The No. 7 and No. 15 Reliables have 
exclusive patented features: (1) double 
screws which work at the same time 
(twice as fast as ordinary jacks). 
(2) long folding handles with semi- 
universal joint and (3) a full 10-inch 
lift, starting at 6# inches. 

This last feature makes these jacks 
just as satisfactory on regular tires as 
on balloon tires. That means you can 
sell these jacks to your customers who 
have regular tires as well as to those 


customers who have balloon tires. 

The new No. 12 Reliable is designed 
for use on heavy trucks (up to 5 tons) 
equipped with pneumatic tires. A low 
starting heighth of eight inches and a 
ten inch lift insure ample clearance for 
changing tires. 

The No. 18 Reliable is designed to 
meet the requirements of all types of 
busses. The long handle avoids the low 
overhanging bus body and enables the 
operator to place the jack and operate 
it from behind the bus. 

Stock up with a few of these four 
Reliables. Their exclusive features sell 
them on sight at a good profit. Your 
jobber will gladly fill your order. 


ELITE MANUFACTURING CO., Dept. HA-3, Ashland, Ohio. 


NORTHWESTERN BRANCH 

G. A. ASHTON CO., 

( Complete stock carried in Ashton Bldg.) 
SOUTHWESTERN BRANCH 

THE CARROLL CoO., 


( Complete stock carried in Carroll warehouse) 


RELIABLE rine JACKS 


St. Paul, Minn. 


Dallas, Texas. 


SALES REPRESENTATIVES 
MOTOR PRODUCTS CO, 
149 Church Street, New York, N. Y. 
THE L. E. SPENCER CO, 
704 Stahlman Bldg., Nashville, Tenn, 
A. E. MOHRIG, 
1450 Pine Street, San Francisco, Calit. 
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Every one of the features listed below apply 
to all True Temper Rods regardless of price: 


Hand forged 
One-piece 
Rapier-steel 
True temper 
Perfect taper 
No joints ZA 
Uniform flexibility 
Well finished 
Handsome mountings 
Strong and durable 








Give your customers the whole story. 


True Tem Fishing 
Rod. Guide mountings 
are wrapped with cop- 
per wire and do not 
interfere with bend or 
action. 





Show them to sell ’em 


FEW years ago some brilliant writer phrased 

the slogan, “Tell ’em and sell ’em”. Save your 
breath because you only need to show the True Tem- 
per Fishing Rod to sell them. The advantages of a 
one-piece, sword-steel rod are apparent to every 
fisherman at first glance. 


The True Temper Rod has already been accepted 
by the country’s leading sportsmen. Its unusual 
“action” has never been duplicated by makers of 
wood, split-wood, or tubular steel rods. They are 
made in six lengths, three grades of stiffness, three 
finishes, and with choice of grips. 


There is a True Temper Rod to fit the need and purse of 
every customer. Write for a counter display stand with 
which you can conveniently ‘‘show ’em to sell ’em’’. 


Made by 
THE AMERICAN FORK & HOE Co. 


Sporting Goods Division 


General Offices: Cleveland, Ohio 














e American 


IRUE TEMPER FISHING Koo 
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Now Ready— 
The Hartford Cord 


Balloon Tire 


N line with Hartford’s policy of keep- 

ing the dealer in a position to meet 
every tire requirement, we announce the 
Hartford Cord Balloon Tire. 


Here is the Balloon principle brought 
to a new point of perfection. 












Every one of the advantages now rec- 
ognized in this type of tire has been 
embodied in the new Hartford Cord 
Balloon. 

In addition, Hartford engineers have 


developed special features which give 
this tire marked superiorities. 





Hartford quality, which has been fa- 
mous for years, is fully present in the 
Hartford Cord, Balloon Tire. 


Now the Hartford Tire Dealer’s po- 
sition is stronger than ever before. With 
Hartford Cord Balloon, Hartford Cord 
Balloon-Type, Regular Hartford Cord 
and the H-Tread 30 x 3'2 Clincher Cord, 
he is prepared to give his customers ex- 
ceptional tire equipment for every need. 





HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 
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Tombstones—Dead Stock 


 a@ard4 OME years ago shortly after a son succeeded a wonderful father as active head 
~ 4] Of a business, he sought to express or broadcast a lasting opinion about the 
o°4, growth and size of that business, so probably with the thought that tombstones 
are lasting, he had made and distributed to the customers of the house miniature 


glass tombstones, designed for use as paper weights. 





It wasn’t long before some one evidently thought that tombstones were reminders of 
“dead ones.” This was hardly the thought the creator of these paper weight advertise- 
ments had in mind, so it was desirable to tie up with these glass tombstones a suitable 
reason for their creation. Presto—they would remind retail merchants of their dead stock. 
This idea was featured, made much of and many of these little glass tombstone paper 
weights are serving as reminders of dead stock. 


Dead and slow selling stock eats up margin and is one of the greatest obstacles to 
growth. Often it is the principal reason why merchants are prevented from taking ad- 
vantage of cash discounts and establishing a basis and reputation for promptness that 
assures receiving the best offers and lowest prices. Manufacturers and distributors fre- 
quently have unusual values and specials that are offered to those merchants only who 
are proven quick sellers and payers. 


Most “slow stock” is born of “easy buying” usually indulged in by men who scatter 
their purchases. Easy buying accumulates odds and ends, broken lines and surplus stocks, 
especially of seasonable goods. 


As poor selling is often the result of “easy buying” we have to give careful, intelligent 
buying, etc. full measure of credit and importance in merchandising. Though as we stand 
on the observer’s side lines there are occasions when we think the “Buying Idea” should 
be—How many can I sell? At what price will they sell readily? How much margin will 
they bring? Rather than “How low can I buy them?” — 


The over-emphasis of low price often curtails exercise of the thought about how many 
can be sold and how much margin can be earned. 


On the shelves of hardware stores there are thousands of dollars worth of “Tombstone 
Items,” awaiting information or the sales stimulus that produces resales. 


Included in the big variety of items handled by hardware merchants there will always 
be some slow sellers and items neglected because no one in the Store knows about or is 
interested in them. | 


These are “Tombstone Items.” The merchants who have the smallest number are 
those who have a few carefully selected sources of supply. All the cards face up on the 
table with a few sources of supply assures cleaner stocks, lower costs, adequate informa- 
tion, minimum investment and maximum service. 


The saving of time and money on the cost side of business permits its use on the mar- 
gin side. Where this is accomplished many items that might be Tombstones are good 
sellers. ~ 


Main Street Merchandising Methods 
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Turns $125,000 Stock of Builders’ 


Hardware Three Times a Year 





In This ArticleWe Tell You of the Progressive Policies Ghat Have Made the Palace 
Hardware Co. of San Francisco, a Leader in the Retail Hardware Field 


erected in San Francisco during the past eight 

years have been equipped with builders’ hard- 
ware by the Palace Hardware Co., 581 Market Street, 
San Francisco, Cal. 

Builders’ hardware constitutes nearly two-thirds 
of the Palace Hardware Co.’s business. It carries a 
stock of builders’ hardware estimated at $125,000, 
which it turns over three times annually. 

Some idea of the importance of this line, and the 
amount of space and attention given to it by the 
company, may be gained from the accompanying 
photographs used to illustrate this article. 

The Palace Hardware Co. is listed in the telephone 
book of San Francisco twice. Sutter 6060 is the 
general board for the store. Sutter 6063 is classified 
separately and is a direct line to the builders’ hard- 
ware department. 

Of course, a great deal of the company’s business 
is contract work. It works directly with architects, 
property owners and big contracting companies. It 


PA ‘covstn PER CENT of all large buildings 


specializes almost entirely in furnishing builders 
hardware for large buildings. 

Practically every big job in San Francisco that is 
now under construction is being furnished, or will be 
furnished shortly, with hardware by the Palace 
Hardware Co. One may walk around San Francisco 
or travel in any direction and see new buildings 
going up. On nearly all of the big office buildings 
that are being erected you will see a sign, alongside 
of the one put up by the general contractor, which 
states that the hardware being furnished in the build- 
ing is supplied by the Palace Hardware Co. 

The company has always specialized in this line 
from the time that it first started business. And it 
has always maintained its reputation for having 
what was wanted, when it was wanted, and where 
it was wanted. It has the prestige, the facilities 
and the organization for handling the line, for esti- 
mating costs, for making bids and for giving prompt 
and satisfactory service. 

Giving service is the big thing in the builders’ 
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hardware line. A job for a large office building, 
such as was built recently by the Standard Oil Co., 
or such as the Pacific Gas & Electric Co. building, 
now nearing completion, requires the constant at- 
tention of a high salaried builders’ hardware expert 
almost continually for practically two full months. 
Theodore Schucking, president of the concern, is 
himself a former builders’ hardware specialist and 
he now personally supervises all activities in the 
builders’ hardware department of the company. 
The company does extensive newspaper, street car 
and moving picture house advertising. Of course, a 
good deal of this advertising is given over to other 
lines besides builders’ hardware, but you can always 


find some sort of an advertisement about builders’ 
hardware and the Palace Hardware Co. if you eare 
to look for it. The two names are almost in- 
separable. 

And after you have seen some of the jobs that the 
firm has done and some of the stock that it has at all 
times available, and meet some of the salesmen and 
estimators and others connected with the builders’ 
hardware department, you begin to realize it is dif- 
ferent from the usual run of houses that handle 
builders’ hardware, and you finally feel like “taking 
off your hat,” so to speak, in admiration of the com- 
pleteness and the efficiency of the organization. 





Display Increases Plumbing Sales 
75 Per Cent 


INDOW displays constitute the most effective 

way of creating interest in bath room supplies 

and plumbing goods, according to Edw. A. 
Lund, president of the Berkeley Hardware Co., 
Berkeley, Cal., and an examination of the accom- 
panying photograph of one of that firm’s window 
displays of bath room fixtures will help to convince 
you of the logic of Mr. Lund’s theory. The Berkeley 
Hardware Co. carries a stock of bath room fixtures 
that amounts to about $300, which it turns over three 
and a half times annually. This turnover is ob- 
tained primarily by the use.of attractive window 
displays, and, of course, the regular salesmanship 
inside the store. 

The accompanying photograph shows a window 
display used by the firm recently which was trimmed 
by A. R. Gossard, the window display designer of 
the store. The floor of the window was covered with 
black tar paper, and the background was black 
beaver board, to which, as may be seen, the fixtures 
were attached. The use of black as a background 
for white porcelain and glass fixtures was very strik- 
ing and attracted a good deal of attention. On the 
floor of the window, to heighten the effect Mr. Gos- 


sard sprinkled some powdered moth balls, so as to 
relieve the density of black. 

During the period that this display was in the 
window sales were increased in the neighborhood of 





75 per cent. Bath room fixtures are always on dis- 
play inside the store of this firm and special con- 
centrated window displays, similar to this, are ar- 
ranged frequently. 





Careless Mailing Costs $125,000 Yearly 


TATISTICS compiled by the Post Office Depart- 
~ ment at Washington show that during the fiscal 
year ended June 30, 1924, 21,618,168 letters 
were received at the dead-letter offices and that of 
this number only 4,243,678 finally reached the ad- 
dressees. This means that 19,238,548 letters never 
reached those for whom they were intended. A large 
number, is it not? And nearly all could have been 
delivered if the senders had only been careful in 
writing the addresses legibly and completely. 
Many of these were important, indeed, for there 
were among them 1,014,926 letters that contained 


money, drafts, money orders, commercial papers 
and similar articles of importance or value. Aston- 
ishing how careless some will be with their valu- 
ables! 


Inclosures of money found in dead letters 
amounted to $125,997.59, and of this amount $70,- 
473.63 was restored to the owners. This means that 
$55,523.96 could not be returned simply because 
the senders failed to give their return addresses. The 
nominal value of drafts, money orders, checks, etc., 
was $3,546,842.54. 
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On the “Guarantee Evil” 


Some Thoughts on the 
**Unconditional Guarantee’’ 


ses EFERRING to your editorial en- 

titled “The “Unconditional Guar- 
antee’” Must Go,’ the writer has some 
thoughts on this subject which are based 
on a careful study of the ‘Unconditional 
Guarantee.’ 

“This letter naturally will be written 
from the viewpoint of the jobber and con- 
sequently, I refer first to next to the last 
paragraph in your editorial— 

‘It is time for some concerted action with 

a view of definitely limiting the meaning 

of the term Guarantee, but in the long 

run the elimination of this evil is up to 
the individual retailers.’ 

“The writer feels that the elimination of 
the ‘Unconditional Guarantee’ is no more 
up to the individual retailer than is hard- 
ware distribution. There are three factors 
to be taken into consideration—namely, 
the manufacturer, the distributor, the re- 
tailer. 

“T might say that it has been the writer’s 
privilege to endeavor to inject a new prin- 
ciple in the handling of so-called defective 
merchandise by the wholesaler, but up un- 
til now the writer has been unsuccessful in 
obtaining any concerted action. 

“Following the natural course of distri- 
bution, the writer believes that, firstly, the 
manufacturer should define CLEARLY 
just what his guarantee means. At the 
present time the jobber’s salesman sells 
merchandise to the retailer in good faith 
and says, “This merchandise is absolutely 
guaranteed.’ The retailer in turn passes 
on this guarantee to the consumer. 

“Now, reversing the procedure—the con- 
sumer brings back the so-called defective 
piece of merchandise and we will take, for 
instance, a defective tool. ‘The dealer 
doesn’t stop to analyze the situation—he 
doesn’t give thought to the fact that this 
tool may have been abused, but simply re- 
membering the jobber’s guarantee and in 
order to hold his customer, he replaces the 
tool. 

“On the next visit of the jobber’s sales- 


man, the dealer requests that the salesman 
exchange the tool. In due time the tool is 
brought back to the jobber’s warehouse 
where it is usually kept until a sufficient 
quantity for return is accumulated. Then 
what happens? 

“The manufacturer receives this ship- 
ment, and lo! and behold! he sees an as- 
sortment of so-called defective tools, many 
of which are not even made by him; sec- 
ondly, he finds in the shipment tools that 
are not defective in manufacture but have 
been abused or have outlived their use- 
fulness. This manufacturer then gives 
thought to what kind of a jobber has re- 
turned these tools. If that jobber be a 
good customer, the manufacturer as a rule 
would exchange that merchandise without 
question; not giving thought to the fact 
that he is encouraging the “Unconditional 
Guarantee’ on tools, which adds to the cost 
of manufacture and distribution. 

“It is needless to go into the abuse of 
the ‘Unconditional Guarantee’ but the 
writer feels that it is high time that a policy 
be adopted by all channels of distribution; 
namely, the manufacturer, the jobber, and 
the retailer—that the consumer should be 
requested to forward the defective article 
direct to the manufacturer asking that the 
article be examined and if really defective, 
the manufacturer should exchange it direct 
to the’ consumer. 

“If, on the other hand, the manufacturer 
finds that this article is not really defective, 
wouldn’t it be better for the manufacturer 
who has technical knowledge as to why the 
article is not covered by the guarantee, to 
explain in letter form to the consumer just 
why a rejection or refusal to exchange is 
made? In this way it doesn’t embarrass the 
retailer to say ‘No’ to his customer and 
likewise relieves the jobber of the respon- 
sibility to pass on a guarantee with which 
he is not thoroughly familiar. 

“The writer believes that by having the 
Manufacturer stand back of his Guarantee, 
which should be printed and included in 
the packing, it will eliminate the abuse of 
this ‘Unconditional Guarantee’ and will 
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also cut down the cost of Distribution 
greatly. 
“(Signed) K. R. Maspack, 
“Managing Director, Masback Hardware 
Co., New York, N. Y.” 





The Guarantee—A Timely Topic 


-” OUR editorial in the February 19th 

issue of Hardware Age entitled 
‘The Unconditional Guarantee Must Go’ 
has interested us very much. Permit us 
to compliment you upon taking up this 
important subject, and we believe that a 
great deal more publicity could be given 
it to the mutual advantage of the retailer, 
jobber and manufacturer. 

“The next to the last paragraph of your 
editorial particularly interested us, and we 
believe that the retailer could cooperate 
to great advantage with the manufacturer 
by returning to the manufacturer any 
articles upon which he has had a claim, 
thereby permitting the manufacturer to 
examine the returned article in detail and 
advising the retailer whether the claim was 
just and should be adjusted. Of course, 
we, like many other manufacturers, will 
replace merchandise which is known to 
have been abused or .else has not proved 
defective in any sense. This, however, does 
not help the retailer or any other of the 
factors in the distributing system. 

“Let us say again that we think your 
editorial is taking up a very timely subject, 
and we would like to see more of it. 

“(Signed) Wart R. Foss, 

“The Wooster Brush Co., Wooster, 

Ohio.” 





Abuse of Guarantee Must Stop 


GET considerable pleasure, and I know 
some benefit, from reading the various 
articles in your magazines, and always been 
particularly glad to see statements regard- 
ing the evil of abusing guarantees on tools. 
One of these appeared in last week’s num- 
ber, and it struck me that this article would 
have been improved if the author had put 
a little pressure on the justness of having 
tools returned to the manufacturer for his 
adjustment before making replacements to 

the customer. 
I think this is the only proper way to do 


if there is any chance for doubt in the mind 
of the hardware salesman. ‘The manu- 
facturer of a tool can nearly always tell 
whether it broke from defect or misuse, and 
I am sure tools are frequently replaced to 
the hardware dealer free of charge because 
the hardware dealer has already made a 
replacement on his own initiative, and will 
naturally feel put out if the loss is not stood 
by the manufacturer. 

I also think the evil of replacing tools 
regardless of how they become broken is a 
real evil as it results in the unconscientious 
or unscrupulous mechanic “getting away 
with murder” while the conscientious man 
goes back and buys a new tool. In other 
words, it encourages fraud. Making re- 
placements free of charge regardless of con- 
ditions may be considered by dealers as a 
necessary evil, but it is certainly a real evil 
just the same and can only be overcome by 
concerted action by all dealers so that they 
will all be in the same boat. 

(Signed) W. Drew Forp, 
C. Drew & Co., 
Kingston, Mass. 





Why Stress Your Guarantee? 


‘*WN my seventeen years of selling cut- 

lery in a territory which extended 
from northern Michigan west to the State 
of Washington, I have often stood at the 
cutlery show case to hear the selling points 
of the man behind the counter in the sale 
of pocket knives and invariably the first 
words which come from him are “This is 
a guaranteed knife ahd if not satisfied with 
it bring it back and we will give you a new 
one.” 

“The most prominent impression left 
with the buyer are the words GUARAN- 
TEE AND BRING BACK and the most 
important factor in the sale, which should 
be QUALITY is entirely left out of the 
transaction. With the GUARANTEE 
AND BRING BACK so forcibly incul- 
cated into his mind little does he care about 
the quality and the care of the knife. 

“I am pleased to write, however, that the 
pocket knives returned for replacement 
due to abuse are getting less and less and 
this has been brought about by educating 
the hardware merchants of the necessity of 





(Continued on page 109) 
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Put Mr. “Store 
News” on your pay 
roll. He will prove 
one of your star 
salesmen 
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AVING read the previous articles on 

H how to prepare your mailing list, it is 

assumed that you now have your list 

in good shape to be used for your Spring 

Clearance Sales, which should begin as early 
in the month as possible. 


What Is a Store News? 


It is a little paper published by any store 
for the purpose of carrying your message 
direct to the homes of prospective buyers, 
and which, if rightly used, never fails to 
persuade plenty of people to purchase your 
product at a profit. 

Store News is today being issued monthly 
and weekly by some of the largest and most 
progressive stores in the country, as well 
as by the smaller stores. The size naturally 
depends upon the size of your store, and to 
some extent upon the season. The most 
popular size is 12 x 18 in., as this size cuts to 
advantage. 


Make Uncle Sam 
Your Partner 


Ve A ‘‘Store News’ Will 
a Get Big Results 


By Mark McGhee 


The paper can be of new stock, super 
stock, offset or any other paper. However, 
the cost is so small that it pays to use a fairly 
good quality of paper rather than the 
cheaper news stock. 12 x 18 size folded once 
gives you four pages, size 9 x 12. When 
printed in two colors, the Store News is very 
effective. And we know of cases where the 
two-color effect produced 22 per cent more 
than did the one-color job. 


The Printing 


That, of course, can be done by any local 
job printer. As a matter of fact, Store 
News is decidedly a local proposition. That 
is, the store should edit its own paper if the 
greatest results are to be obtained. A stock 
proposition—that is a Store News printed 
out of town for Tom, Dick and Harry is all 
right for general publicity, but unfortunate- 
ly there is too much of this kind of adver- 
tising being done. People want something 
specific. They know that you have articles 
from 10 cents to 100 dollars, but they want 
to know what you can offer them at a cer- 
tain price. This is one of the big secrets of 
the success of the mail order house. You 
never saw Sears Roebuck advertise goods 
any other way, did you? No, and you never 
will—because they know that it does not 
pay. 

Feature either individual items or an 
assortment of individual items at one price. 
Make your copy newsy and _ interesting. 
Talk facts and avoid superlatives. Run 
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local columns in your Store News, and don’t 
try to list everything you have in your store. 
Find out how ‘other stores put out their 
Store News and get on their exchange list 
for ideas. 


The Cost 


Well, that depends. I know of concerns 
that issue a Store News at a cost of 2%c. 
per copy, including postage. I know of 
other stores where the cost runs up to 5c. per 
copy, including postage, but the average 
cost is around 4c. ‘The cost to some extent 
depends upon the quantity and the quality. 
However, for argument’s sake, let us put 
the cost high! Say, 5c. per copy, for in- 
stance. And I wish you would tell me of a 
better advertising proposition for 5c. than 
an attractive Store News which is absolutely 
exclusive; which has no competitive adver- 
tisement bidding for attention at the same 
time your advertisement is being read. Do 
you know of a better proposition? 

Wish I had about ten pages here so I 
could tell you about the remarkable results 
that are being obtained by merchants who 
depend almost entirely upon this medium, 
but there is room for only one instance. 


$7,000 in a Week 


Not a big amount in dollars and cents, to 
be sure, but wait till you’ve read the rest of 
the story! In a little town with a popula- 
tion of less than 300 people, the father, who 
was owner of the store, had done little or no 
advertising. The son, seeing a great oppor- 


tunity, prevailed upon the father to let him 
do a little advertising. After a hard battle, 
consent was finally obtained.’ ‘The young 
man decided that he would put on an anni- 
versary celebration and, as there were no 
newspapers in the town, he got out a Store 
News, with the result that all selling records 
were broken by the sale of $7,000 .in one 
week. os betula | 
Also, in order to realize what the‘sale of 
$7,000 means, just picture to yourself ‘a: 
little store in a little town of less than 300° 
population, located near a summer resort, ~ 
and occurring during the month of October, 
when the resort was practically closed... 

The Store News is absolutely the best... 
friend that a merchant can have, and it is a . 
surprising thing to know how few merchants | 
are taking advantage of the great oppor- 
tunity the Store News offers. ‘This is prob- 
ably due to the fact that the untertaking is 
erroneously looked upon as a “big job,” 
while, to the contrary, it is a very simple © 
matter for any merchant in any town to get 
out an attractive and inexpensive Store 
News which, as an advertising medium. 
ranks first among the “go-getters.”’ ) 


Act Now 


Get out a Store News for your Spring 
clearance sale. Mail it under one cent post- 
age or by permit. Send it to your entire 
mailing list; five days later follow it with a 
good sale letter, then watch the results. 
Next article will probably be on collection 
letters. 
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Hardware Age—an Institution 


Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 


Dear Sir: 


In our opinion the HARDWARE AGE has come to be something more than a mere maga- 
zine—it is really an institution, a source of knowledge—dependable information, with- 
out which we would be sadly at a loss to know where to turn for the information and 
assistance we get from the perusal of its pages. 

We have no criticism to offer, but can only commend you for the consistent progres- 
siveness of your publication. We have pleasure in inclosing our renewal subscription 
for two years together with check for $4 to cover. 


Yours very truly, 


(Signed) 


W. L. BRINKLEY, General Manager. 
Public Hardware Co., Durham, N. C. 
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The Evolution of the Jobber 





By Saunders Norvell* 


started as a small retailer. As his town and 

country grew in population, he developed. He 
became a large retailer. On account of the increasing 
volume of his purchases, he bought his goods from 
manufacturers at their prices to jobbers. He started 
in a small way selling to other retailers. He sent out 
one or two salesmen in a nearby territory. Soon he 
was both a jobber and a retailer. There were marked 
and definite stages in his development. Some jobbers 
stopped development at one stage while others con- 
tinued. The real jobber continued to develop and 
finally gave up his retail business. He became an 
exclusive jobber. Many of these jobbers continued 
doing a local jobbing business—a business tributary 
to their city. A few jobbers, however, developed their 
business to national importance. They became the 
mighty national jobbers, selling goods in many States, 
reaching out into far-away territories. 

These national jobbers, in my opinion, reached their 
highest development and their greatest strength and 
glory just before the breaking out of the World War. 
They enjoyed unusual opportunities and these oppor- 
tunities developed a number of merchants of out- 
standing ability among the national jobbers. 

Among these opportunities was, first and foremost, 
the opening up of the West. There was a period of 
tremendous railroad building. New towns all over 
the newer parts of the country were springing up 
over night. The development of these towns and the 
opening up of this country meant a demand for enor- 
mous supplies, such as were sold by the national hard- 
ware jobbers. In most sections, the local jobber was 
either a large retailer or he was just developing into 
the stage of the retail jobber. His education had been 
along retail, and not jobbing, lines. Both his capital 
and his ideas were small. The national jobbers car- 
ried very big stocks of goods. They filled orders 
quickly and they filled them completely. They went 
into many lines and carried great varieties of mer- 
chandise. The retail dealer in the West, through these 
national jobbers, could buy goods in a great variety 
in moderate quantities. By buying often, he could do 
an extensive business by frequent turnover. 

This was all before the days of mail order houses 
and chain stores and the printing of prices. The re- 
tailer’s profits were very large and he was not espe- 
cially interested in buying his goods at low prices. In 
the majority of cases, what he wanted and what he 
needed most was long credits. 


jr- jobber has been an evolution. Usually he 





*Letter intended for Mr. Norvell may be addressed to his new 
rem, 31 Union Square, 16th Street and Broadway, New York 
ity. 


The national jobber devoted much of his time and 
attention to developing sales and salesmen. The com- 
pensation of salesmen in those days on profit-sharing 
arrangements was very large. The rewards of sales- 
manship were so satisfactory that some of the highest 
grades of men were attracted to the calling of sales- 
man. Many of these intelligent, energetic, high-grade 


‘men afterward became active as the leading men in 


the organizations of the national jobbers. Hardware 
jobbers in New York, Philadelphia, Chicago, Louis- 
ville, St. Louis and other cities had an army of sales- 
men selling thousands of customers in many States. 

Just pause and think of the selling power of one of 
these national jobbers. Several of them had more 
than 250 trained hardware salesmen constantly sell- 
ing goods. Suppose each of these salesmen called on 
five customers per day. This would mean that one of 
these national jobbing distributors had a daily con- 
tact through their salesmen with 1250 retail mer- 
chants. Figuring 25 working days to the month, this 
would mean that the salesmen of one house contacted 
31,250 retail merchants in a month. 

These national jobbers spent vast fortunes on com- 
plete hardware catalogs. These catalogs, wonderfully 
illustrated and describing the entire line of hardware, 
and many lines not strictly hardware, were placed in 
the hands of the retail merchants of the country. By 
using these catalogs intelligently, a small retail mer- 
chant could take many special orders for goods that 
it would not pay him to carry regularly in stock. 
These special orders from these comprehensive ency- 
clopedias of hardware meant a very lucrative mail 
order business that was enjoyed by these national 
jobbers. 

These national jobbers were prosperous. They 
built up colossal institutions. The fact that failures 
among them were practically unknown is one of the 
best evidences, not only of their integrity, but also 
of their business judgment. It is my opinion that 
these national hardware jobbers gave great and neces- 
sary service to the country and to the retail hardware 
dealer. The United States was developing so rapidly 
that it was necessary to have quick and comprehensive 
distribution of merchandise. No system that could 
have been devised to supply this want could have been 
better than that of the national jobber. Let me re- 
peat that, in my opinion, the national jobbers grasped 
their opportunity and made fortunes but, at the same 
time, rendered a service to the country that I do not 
believe is fully appreciated. 

It would have been impossible for the retail mer- 
chant to have existed and developed without these 
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national jobbers. Not only did towns spring up over 
night, but retail merchants without any general knowl- 
edge of the hardware business were also made mer- 
chants over night. Thousands of farmers, tinsmiths, 
mechanics and clerks went into business for them- 
selves without any business knowledge. The sales- 
men of the national jobber selected their opening 
stocks, the houses in many cases gave these new mer- 
chants a line of credit and, as a matter of fact, these 
merchants made their living out of the business while 
they were learning it. Conditions were such that even 
with their lack of training and experience, the ma- 
jority of these merchants prospered. 

These national jobbers also were of service in the 
fact that they set the pace for the local jobbers. They 
were the pioneers in developing sales methods. They 
were the first to employ salesmen on a profit-sharing 
basis and to place salesmen in their territories with 
their headquarters in the center of these territories. 
The salesmen of these national jobbers became valua- 
ble citizens in the communities where they sold goods. 
They became taxpayers and active in all the civic 
work for the development of these communities. 

The local jobbers, as they prospered, were not slow 
in learning the successful methods of the national 
jobbers. Many of the salesmen of the national job- 
bers either established local jobbing houses of their 
own or became actively associated with these local 
houses. The local hardware jobbers in the past twenty 
years have constantly grown in strength. They have 
erected buildings in which they could conduct their 
businesses efficiently. They have put more capital into 
their businesses. They have adopted modern and up- 
to-date methods of handling salesmen. It was a con- 
siderable effort, but they slowly drew away from the 
shackles of their retail training. They realized that 
retailing goods is one thing while distributing as a 
jobber is an entirely different matter. 

The local jobbers have many advantages in conduct- 
ing their businesses. In the first place, they have the 
advantage of being in the closest touch with their 
territory. They naturally know the conditions in their 
immediate territory better than the national jobbers 
do. They can be in the closest possible touch with 
their customers, as they are concentrated in a com- 
paratively limited area. While the national jobbers 
depend upon their salesmen to keep up the personal 
touch with their trade, the heads of the houses of the 
local jobbers are on a personal footing with almost all 
of their customers. This is a very important advan- 
tage when properly used. 

Such, in a general way, were the jobbing conditions 
of this country when the war broke out in Europe. 
At first, we remember there was a widespread depres- 
sion in business. This affected not only the hardware 
line but all other lines. Then, about 1916, business 
began to boom. There was a great scarcity of goods. 
There were numerous advances in prices. Profits, by 
reason of the increase in the values of inventory, as 
well as the fact that the same percentage of profit 


was being earned on higher values, made all lines of 
business very profitable. What I mean by this is that 
if an item sold at $6 per dozen and the profit was 
25 per cent, it equaled $1.50. If, on the other hand, 
this item advanced to $10 per dozen and the profit 
was still 25 per cent, it means $2.50—a very much 
larger gross profit simply on account of the advance 
in prices. In the beginning, the cost of doing business 
did not advance. Large profits were made, both by 
national jobbers and by local jobbers, on account of 
these conditions. 

Following the war, when almost every other line of 
business was suffering on account of the decline in 
prices and losses on inventories, there was an enor- 
mous building boom all over the United States. This 
boom in building came exactly at a time when it was 
most needed by the hardware trade. It meant huge 
sales of builders’ hardware, tools and other items in the 
hardware line. The hardware business, therefore, in- 
stead of suffering along with other lines in the period 
of liquidation, continued to enjoy a prosperous busi- 
ness even through the disastrous years of 1920, 1921 
and 1922. | 

Reviewing the course of the hardware business for 
the past fifteen years, one cannot help but be im- 
pressed with the fact that the hardware jobber has 
been peculiarly favored by good fortune. He has had 
every opportunity to do a good business at very satis 
tory profits. Judging by the earnings of both na- 
tional hardware jobbers and the leading local hard- 
ware jobbers, we believe that the hardware merchant, 
with his usual good, common, practical sense, did no. 
fail to grasp his opportunities. However, at the sam) 
time,, we wonder whether these gentlemen take unt» 
themselves all of the credit for their prosperity or 
whether they are willing to admit that they have been 
favored by Dame Fortune to an unusual degree! 

In this article, we have attempted to rapidly sketch 
in a very broad way, without going too much into de- 
tail, the evolution of the hardware jobbing trade of 
this country—the separation of jobbers into national 
distributors and local wholesale houses; the very good 
service rendered, not only to the country, but to the 
retail trade, both by the national jobbers and the local 
jobbers; and the very strong position now held by 
these hardware jobbers as a result, not only of their 
own efforts, but of the great prosperity that has come 
to them as a result of conditions, these conditions be- 
ing, in a measure, what might be termed good luck. 

If what I have outlined above is borne out by the 
facts, the question naturally arises: “If the hardware 
jobbers of this country have enjoyed such great pros- 
perity; if they have had unusually good luck; if con- 
ditions have played into their hands; if they them- 
selves are thinking seriously about present conditions, 
should they not feel their responsibility to take a very 
active hand in adopting practical means to help their 
retail customers, who are their distributors, meet 
some of the new competition that is bearing down so 
heavily upon them?” 

In the following articles we will attempt to discuss 
this phase, and others, of the jobbing and retail hard- 
ware situation as it exists in the United States today. 
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Where the Store’s Missionary gets in—the peddler doesn’t 


| Publicity Is Answer to 
“Peddling Evil” 


A Stores’ Cooperative House-to-House Missionary 
Will Help Route Tax-Free Itinerant 





HE first detail which we wish to deal with and 

stress is that of cooperation. This is of the 

utmost importance, not only because the neces- 
sary campaign of education would be too expensive 
for the individual merchant to undertake, but because 
an individual effort-wouid be liable to be misunder- 
stood. If a single merchant undertook to tell about 
the services he performed, he would immediately 
arouse prejudice on the ground that he was simply 
engaged in a program of self-advertisement. Such an 
accusation will have no weight in the case of united 
action by all the merchants of the town, and particu- 
larly so if such action is taken through the Chamber 
of Commerce, or whatever similar organization may 
exist in your city. 


Get Ad Men on Job 


Having agreed upon united action, the next step 
should be the drawing up of a series of advertisements 
by a committee of the cleverest advertising men in 


the town. These advertisements should set forth in 
simple and brief messages the case for the merchant 
as I have outlined it above. It should tell what the 
merchants have done for the town and therefore why 
they deserve the confidence and support of its citizens. 
In my judgment they should deal frankly and wholly 
with the charge of undue profits, and should show that 
the retailer operates on a smaller margin of profit 
than any other class of business men in the country; 
that his risks are greater than most, and that his 
failure is an almost irretrievable disaster. 

These advertisements should run in all the local 
papers, appearing at very frequent intervals, and 
diversified sufficiently to prevent monotony. 

The second step would be the preparation of a num- 
ber of envelope stuffers containing the meat of the 
advertisement, which should be supplied to individual 
merchants in wholesale lots at cost prices, for in- 
clusion in their monthly statements and in every pack- 
age of merchandise. 
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help can be obtained in this direction by the mer- 
chants appealing for cooperation on the part of cus- 
tomers who are also their friends. Such customers 
should be asked to report immediately any instance 
coming to their knowledge of peddler swindlers, with 
information which will lead to the identifying of the 
offender. This plan has been adopted by more than 
one town with excellent results. After an arrest has 


The third move would be an organized effort to ob- 
tain the cooperation of the newspapers and police de- 
partment in driving out of town peddlers who are 
engaging in fraudulent practices. The organized 
merchants of any town will find little difficulty in get- 
ting action from either the chief of police or the news- 
paper editors. The former official should give orders 
to his men to interrogate every peddler, examine his 
credentials, and on any Suspicion of fraud or mis- 
representation place him under arrest. Very valuable 


been made, the cooperation of the editors will come 


into play in seeing that their papers give the fullest 
page 111) 


(Continued on 





One Town to Please 





The ent retail store has only one town to 
please, but it must please the people of that town! In 
every service the retail store renders, merchandise you 
pay for and the many accommodations provided without 
direct cost to you, the retail merchant has a customer to 
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Now, the out-of-town concern selling by canvasser 
or agent, door-to-door, has the whole country to work 
on If the methods, or merchandise, or service of the 
concern doesn't please you—in Salt Lake City—the cus- 
tomer in Vermont or in Alabama may still buy! 


Are you satisfied with “one kind” service? Isn't it 

true, rather, that you prefer to shop where you have a 
variety to select from? Then you can judge values and 
actually choose your merchandise. With only one kind, 
one grade, one quality, without the chance to exercise 
your natural judgment in selection-how do you know 
you are getting good value for your money? 
When you buy from the peddler at the door, how do 
you know you are getting value received, except if you 
take the peddler’s word; and you may never see him 
again! 

We feel that Salt Lake City is being served better— 
you are building for the future—when you patronize 
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Welcome, Prosperity! 


P ROSPERITY for most people means employment. 

_ It is fine to have the people of Chicago, of St. 
Louis, or some other city fully employed, bnt. frankly, 
we partienlarly want Salt Lake City men and women 
fully emploved 


To welcome prosperity in 1925 we must think 
about our own people. Because to a large extent the 
uther follow's job here depends upen us and also—your 
job depends Upon him. ; 


All signe point to a goml vear for this city amd 
state. We have an abundance of water for irrigation. 
The mines and emelters are working almost to ca- 
pacity. ‘National and state clections are over, People 
are 1D a more optimistic frame of mind. It looks good 
that 1925 will be Utah's big year. 


When the agent for the out-of-town concern rings 
your doorbell, tell him that you are buying from local 
firms. When the mail-order catalog is delivered, 
think about the Salt Lake Merchants and their em- 
ployees who are bere to serve you. For the same elass 
of merchandise the Prices are as good or better, and 
you are guaranteed satisfaction. 

Many loyal Salt Lakers are finding that they can 
not only do better locally—but ther are serving their 
own best interests by patronizing only local merchants 

“Prosperity, 1925" 
answer 
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TO THE HOUSEWIVES 
OF SALT LAKE CITY 


AN OPEN LETTER. 


“Buy goods rou KNOW from merchants sou KNOWI” 
Isn't that a safe rule? Why gamble buying merchandise from 
out-of-town concerns, after solicitation at the door, or from sam- 
ple at the hotel, merchandise that may or may not be good, at a 
price that may or may not be fair? What proof have you that tt 
will be even as good as the sample? Of what value is the ‘guar: 
antee"’ made by the canvasser or agent, who likely is not respon- 
sible, and whose word may not be made good by his out-of-town 
headquarters. You have no direct and quick comeback if you are 
for any reason dissatisfied, except long correspondence. After 
waiting two weeks or longer for the order to be delivered, most 
women prefer to forget the transaction and take their Joss. 


Doubtless you have seen the educational campaign we have 
been conducting through newspaper advertising and elsewhere, 
urging the people of Salt Lake City, for their own good, par 
tronize the PERMANENT retail store rather than the door-to- 
door peddler and the hotel show-room itinerant. 


The success of a retail store ix built upgn its reputation for 
fair dealing, as to quality, service and price. Delivery service, 
charge accounts and the many personal aceommodations and con- 
veniences provided without cost to vou, are all part of store ser- 
viee; and they are made possible only by the sales over the coun- 
ter. That's clear, isn't \t? 


Now for our final thought. No institution made up of human 
beings can always be right. Errors oeenr and misunderstandings; 
but you always have direct recourse to the manager, who has 
the authority to make any reason- 
able adjustment. This is part of re 
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HIS publicity prepared by the Retail Merchants Bureau of the Chamber of Com- 

merce, Salt Lake City, Utah, in its fight against the “Glorified Peddler” is prov- 

ing a potent means of educating the householder on the dangers attendant on buy- 

ing from irresponsible, tax-free itinerants. This materia] should be of service to you in 

preparing similar educational publicity for your community, and is part of a large as- 

sortment of bulletins prepared by the progressive merchants of Salt Lake City. Other 
bulletins will follow. 
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‘Waste’ and ‘‘Glorified Peddler” 
Discussed at New Britain 


Veteran Members Attend Twenty-Second Annual Convention of Connecticut 
Hardware Ass'n, Held at New Britain, Conn., Feb. 19-20 


in retail store operation; methods of com- 

batting the “Glorified Peddler,” and other 
pertinent problems of hardware retailing were 
discussed at the twenty-second annual conven- 
tion of the Connecticut Hardware Association, 
held at the Hotel Burritt, New Britain, Conn., 
on Feb. 19 and 20. There were 93 present at the 
annual banquet. It is interesting to know that 
this hotel was financed and is owned by a hard- 
ware man operating in New Britain. 

One of the most interesting and human side- 
lights of this convention was the attendance and 
greeting from two veteran members. W. G. 
Church, formerly a retailer at Derby, one of the 
founders of the association, and its second presi- 
dent, told the members that he was 82 years old 
and was still an active hardwareman, as he now 
travels the State of Connecticut representing a 
hardware manufacturer. Eli Birdsuey, also a foun- 
der and a former retailer in Meriden, said that his 


Ts elimination of waste and extravagance 


age was the same as Mr. Church’s. He urged the 
members to include a program for ladies in sub- 
sequent conventions. 

Allyn Fuller, Canaan, was elected president to 
succeed retiring president R. G. Church, Meriden. 
Alfred Rosenberg, Rockville, was selected first 
vice-president, and Fred T. Blish, South Man- 
chester, was chosen second vice-president. Secre- 
tary, Henry S. Hitchcock, Woodbury, and treas- 
urer, George W. Stevens, Stafford Springs, were 
reelected. 

Directors for one year are: William P. Jor- 
dan, Willimantic; George S. Phelps, Thompson- 
ville; George R. Stannard, Branford, and W. L. 
Thorpe, North Haven. Directors for two years 
are: P. A. Cawley, Bristol; S. A. Griswold, Bran- 
ford; Donald A. Hallock, Derby, and G. H. Pond, 
New Haven. Directors for three years are: R. G. 
Church, Meriden; A. H. Abbe, New Britain; 
E. P. Jones, Hartford, and B. H. Morrison, Tor- 
rington. 


In his annual address President | Mr. Church commented on the fact! and better place to do business. 





Church told the members how he in 
company with Vice-President Fuller, 
toured the State, and visited 100 mem- 
bers. This investigation proved that 
Connecticut hardware dealers were 
very keen in their association activities. 





that he found very few women selling 
goods in Connecticut hardware stores. 
He expressed the opinion that a woman 
is very valuable in a housefurnishings 
department and that her presence in 
a hardware store makes it a cleaner 





The president urged members to im- 
prove their stores and said that every 
good business should have a respectable 
and attractive office, even though in a 
remote location. Commenting on the 
education of clerks, Mr. Church said 
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that the clerks in any store reflect in 
their own degree of efficiency the effi- 
ciency of their proprietor. In this trip 
it was found that only a few Con- 
necticut hardware dealers had taken 
on radio and in every case such a de- 
partment had proven profitable. 


Welcomed by Andrews 


Joseph R. Andrews, president, New 
Britain Chamber of Commerce, wel- 
comed the convention to “the largest 
hardware manufacturing city in the 
world.” 

Retailers were urged to communicate 
freely with national manufacturers as 
a means of effecting mutual economies 
and progress, by Arthur G. Kimball, 
president, Landers, Frary & Clark. 
Mr. Kimball urged dealers to select 
standard lines as a means of increasing 
turnover and as a step toward identi- 
fication in a community. He expressed 
the opinion that national advertising 
is helpful to dealers, provided the ad- 
vertising cost on an individual sale is 
very small. He also said he believed 
there was an enormous waste in dis- 
play material and circulars, and said 
that the same money could be invested 
more wisely. In regards to the waste 
in the preparation and distribution of 
dealer helps, Mr. Kimball said the deal- 
ers were partly responsible, because it 
was very difficult for manufacturers to 
get the dealers’ reaction as a guide 
in making up such materials. The 
speaker urged that every clerk in every 
store be given some responsibility as 
a spur to his ambition. He scored the 
one man business and said that such a 
type could never expand. 


Hardware Man and Electrical Goods 


In part Mr. Kimball continued: “We 
believe the hardware man is the best 
man in any community to distribute 
electrical merchandise, particularly of 
a household nature. We have found 
the hardware merchant stands for 
something in his community. He is 
naturally a merchandiser, and his 
credit is good. It has been our experi- 
ence with electrical heating devices, 
that sales have greatly increased in 
hardware channels, where they have 
decreased in strictly electrical and 
other channels.” 


Peddler a Nuisance 


Mr. Kimball said he believed there 
was a great feeling on the part of 
the public that unaffiliated canvassers 
working from house to house were both 
a nuisance and a menace, and that the 
merchant with his more legitimate and 
ethical basis will continue an impor- 
tant community factor. He urged 
dealers to consider the advisability of 
handling time payment business as a 
means of building up a large volume. 

Secretary Hitchcock reported all 
dues paid to date; eight new members 
and a present membership of 154 deal- 
ers. Mr. Hitchcock read a page from 
the Hartford Times of March 25, 1903, 
which contained a news item regarding 
the formation of the Connecticut Hard- 
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ware Association, which started with | 


49 members meeting at New Britain. 
He told of the secretary’s conference 
in Indianapolis, and continued in part 
as follows: 

“Llew Soule has been very successful 
in stirring up a realization of the 
peddler menace, but I believe that 
legislation will be ineffective because 
it may be difficult to discriminate be- 





Alfred Rosenberg, 
First Vice-President 


tween peddlers and legitimate affiliated 
canvassers. This subject will be taken 
up in full at our question box dis- 
cussion.” Mr. Hitchcock told how 
Hamp Williams has added clothing and 
groceries to his line as an answer to 
other retail trades who have en- 
croached on hardware departments. 
The secretary terminated his report 
urging members to curb waste and 
study merchandising. 


National President Gray Speaks 


Quoting from Russell Conwell’s 
story, “Acres of Diamonds” George M. 
Gray, Coshocton, Ohio, president, N. R. 
H. A., told the members that there 





Fred T. Blish, 
Second Vice-President 


were many opportunities so close and 
so easily available that they are often 
neglected. In part Mr. Gray con- 
tinued: “Referring back a number of 
years when the automobile was coming 
into its own, there was a call at the 
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hands of the retail hardware craft for 
automobile accessories. This call was 
unheeded by many retailers and. as a 
result a large volume of business, that 
rightfully belonged to the retail hard- 
ware trade, has gone to the garages, 
and many other profitable lines have 
gone to drug stores and dry goods 
stores. 

“As a passing suggestion, it may be 
observed that we who are in the retail 
hardware business, who pay the most 
attention to remodeling our stores with 
adequate equipment and up to date 
fixtures, are likely to secure the in- 
dorsement and patronage of the public, 
especially the women and children. 

“T am thoroughly convinced that the 
arrangement of stores has, and can be 
made the means of increasing sales. 
Last week at the Indiana convention 
I was impressed with the optimistic 
views of scores of retail hardware men 
who had remodeled their stores and 
placed in them up to date fixtures and 
display tables.” 

In closing, Mr. Gray scored the 
wholesalers who sold at retail, and also 
manufacturers who sold direct, in com- 
petition with their own customers. He 
urged further simplification and pre- 
dicted flourishing business conditions 
for intelligent business men. 


Salesman’s Angle by Sears 


Seymour Sears, vice-president, Tuck- 
er Co., founder and first Chief Booster, 
Hardware Boosters (New York), and 
frequently referred to as the dean of 
traveling hardware salesmen in the 
East, gave an instructive talk based 
on his observations in many hardware 
stores. In opening Mr. Sears said: 
“Our relations today are reversed, for 
today I stand behind the counter and 
you are in front.” He said that it had 
been his experience that some of the 
smaller stores made the most money; 
that the hardware industry had some 
of the highest grade men who were 
paid low wages. Mr. Sears also said 
“I have" been reading the “Glorified 
Peddler” articles in HARDWARE AGE, 
and believe as time goes on the peddler 
is going to have a tougher time. 

“Your worst competitor is the manu- 
facturer who sells in your own town, 
who calls on and sells your best cus- 
tomer. The peddler is only a piker, 
compared with this direct selling fac- 
tory who goes after the largest orders 
in your town. 

“We must get our own wives to buy 
in town, and must ourselves participate 
in community buying, as well as in 
community selling. 

“New fixtures are not the only 
schemes for making more profit. A 
certain class of trade does not like high 
grade fixtures, but if you are selling 
to women new fixtures are vitally 
necessary. It is nice to have new fix- 
tures, and you will find that with them, 
your business is more easily operated. 

“You should be glad to see the 
traveling man come in your store, and 
should be worried if he doesn’t come 
in, for if the traveling man does not 

(Continued on page 114) 
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38 Firms Exhibit at Virginia 
Convention 


W. T. Pace Elected President of Virginia Retail Hardware Ass’n 
at Richmond Meeting, Feb. 10-11—Succeeds W. T. Tillar 


dent. Secretary-Treasurer Thos. B. Howell and 
Assistant Secretary R. A. Frayser, both of Rich- 
mond, were reelected. 

The executive committee selected includes .Q. 
A. Eller, Chilhowie; C. W. Vaughn, Richmond; 
W. W. Hill, Lynchburg; B. R. Roberts, Chase 
City, S. E. Rice, Charlottesville; J. F. Small, Nor- 
folk, and W. N. Neff, Abington. 


HE sixth annual convention of the Virginia 
Retail Hardware Association was held at 
Richmond, Va., Feb. 10, 11 and 12. It was 
a very successful get-together. At the exhibit 
thirty-eight firms were represented. 
W. T. Pace, Franklin, was elected president, to 
succeed retiring President W. T. Tillar, Emporia. 
H. B. Price, Norfolk, was selected as vice-presi- 





President W. T. Tillar, Emporia, Va., 
called the convention to order Tuesday 
morning. The Rev. P. M. Hank deliv- 
ered the convocation. In his annual re- 
port President Tillar praises the officers 
for their cooperation which has made 








possible the growth of the association. 
Mr. Tillar’s report showed that the or- 
ganization had made _ considerable 
progress during his term of office. 

A gain of nine new members was an- 
nounced in the annual report of Secre- 
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Members attending the 





tary-Treasurer Thomas B. Howell, 
Richmond. The secretary also an- 
nounced that there were no delinquent 
members. Finances were found in a 
healthy condition. Mr. Howell’s report 
in part follows: 


- 
- _— 
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sixth annual convention of the Virginia 
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“We have held during the past year 
four group meetings having an aver- 
age attendance of about 35. 

“Your secretary wishes to call your 
attention to a very important joint 
meeting held in Richmond on Aug. 19 
1924, by committees from Virginia fou 
Carolina Associations in joint confer- 
ence with many representative jobbers 
of these three States. The object of 
this meeting was to as far as possible 
work out a mutually interesting prob- 
lem of distribution, far reaching in its 
effect to both factions. It was a meet- 
ing full of much constructive discus- 
sion, harmonious endeavor, and out of 
it has come a closer coordinating spirit 
between jobber and retailer. We were 
gratified with the attendance of our 
Virginia jobbers. This conference was 
well worth while and justified both time 
and expense. 

“Your secretary cannot too strongly 
commend for your serious consideration 
the value of group meetings. They can 
only be successful in proportion to in- 
terest and attendance shown. When 
you are notified of these meetings, re- 
member our slogan, “Let’s Help the 
Other Fellow,” lay aside your job for 
one day or night and contribute your 
share toward the building of better 
merchants. There was never a time in 
the history of the hardware business 
when you so needed the counsel, help 
and friendship of your fellow merchant. 


Distribution Conditions 


“IT am sorry to be unable to report 
to you further progress looking toward 
elimination of certain evils existing 
for so many years in our State. The 
matter of distribution is becoming a 
more serious and complex problem 
every day. Shrinkage of profits, in- 
creasing overhead, slow turnover, lack 
of volume, all these things contributing 
to the demoralization of general busi- 
ness. It seems hard for all agents of 
distribution to mutually understand 
that for the retailer to function prop- 
erly, render a high type of service, 
show a profit and punctually meet his 
obligations, that he must enjoy a cer- 
tain amount of protection, that he must 
have the counsel, guidance, support and 
encouragement from the source from 
which he draws his supplies. This 
problem and its means of solution now 
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has a national scope, and it is hoped 
that through a mutual, conciliatory un- 
derstanding between all sources of dis- 
tribution we may be relieved of 
this eternal question; that we may con- 
duct our business, feeling assured that 
in all matters of trade and contact we 
will retain the confidence of our cus- 
tomers and friends. 

“TI would call your attention to a fast 
growing menace that has entered in 
thousands the field of distribution: the 
peddler, or house-to-house canvasser 
who comes into your town unheralded, 
solicits the business of your customers, 
oittimes without proper license or per- 
mit. We have laws in the State of 
Virginia on this subject, making it a 
heavy penalty to peddle or solicit with- 
out proper license.” 

Frank Cassell, vice-president of Bel- 
knap Hardware & Mfg. Co., Louisville, 
Ky , gave an interesting merchandising 
talk entitled “The Master Key,” which 
was full of valuable ideas and sugges- 
tions for hardware men. 

The importance of training salesmen 
as a means of obtaining fatter profits 
was stressed by E. G. Weir, Dowagiac, 
Mich. 

The Tuesday question box was con- 
ducted by W. N. Neff and Harry B. 
Price with the subject, “What, if any- 
thing, is wrong with the hardware busi- 
ness?” Discussions included the meet- 
ing of competition, stock arrangement, 
treatment of employees and other perti- 
nent angles. 

Business which is now sent out of 
the State could be kept in Virginia 
with closer cooperation of jobber and 
retailer, it was decided at the Wednes- 
day question box, conducted by W. T. 
Pace and J. F. Small. 

R. W. Hatcher, Milledgeville, Ga., 
vice-president N. R. H. A., outlined the 
work of the national organization, its 
scope and its constructive activities, 
which he said were greater than the 
work of any kindred trade organization. 
Mr. Hatcher complimented the Virginia 
association on its progress. 

Members were urged to attend group 
meetings in a question box discussion 
led by S. E. Rice and Guy W. Hamil- 
ton. 

In an address, “Tomorrow and the 
Hardware Business,” B. Christianson, 
field secretary Wisconsin Retail Hard- 
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ware Association, held a bright ray for 
the retailer who is up-to-date in the 
management of his store, and who has 
a sales force which is efficient. 

Robin A. Frayser, Richmond, assist- 
ant secretary, gave an instructive talk, 
urging members to consider a radio de- 
partment, which he said was a big op- 
portunity for hardware men. Mr. Fray- 
ser’s talk, in part, follows: 

“Many hardware merchants through- 
out the country have been watching the 
‘radio craze,’ as it has been called. 
They have pondered the question, 
‘Should I add this line?’ for the past 
two years. Many have decided affirma- 
tively and they have not regretted their 
action. There is a merchant in New 
England who last year turned his stock 
twelve times. Radio paid him hand- 
somely, and is still making good profits 
for him. 

“Virginia and the Carolinas have 
not been struck by the mad rush for 
radio, due to the fact that there are 
no local broadcasting stations to stim- 
ulate business. The buyers of radio 
today are those that can afford a higher 
price set and people that like to keep 
up with the time. Think what it will 
be when you get a local broadcasting 
station and a man can buy one of those 
small crystal sets for about $7. Of 
course, he will be unable to hear the 
stations out of the city, but this set 
gives him the desire to have a better 
set to hear~towns one to 2000 miles 
away with more volume than the little 
set brought it in. Then you will begin 
to do like the New England merchant. 
But just as it is now with sets ranging 
from $35 up, there is a wonderful busi- 
ness. Many of the Virginia and Caro- 
lina towns have added broadcasting 
stations lately and the merchants in 
those towns should get busy and get 
their portion of sales. 


Radio Clean-Cut Business 


“Many hardware merchants have 
been waiting for stabilization in the 
radio industry. Well, stabilization has 
come. You can now do a business on a 
clean-cut basis in radio, just as you 
have been doing in hardware for years. 
It was to be expected that with such a 
large public demand parasites and gyp 
merchants would get into the field. It 

(Continued on page 108) 





Retail Hardware Association, Richmond, Va., Feb. 10, 11 and 12 








74 HARDWARE AGE 


March 5, 1925 











Frank Burke, 


A. W. Morse, 
Retiring President 


New President 


J. A. Van Nattan, 
New Vice-President 


P. M. Mulliken, 
Assistant Secretary 


L. D. Nish, 
Secretary 








Important Trade Topics 





Discussed at Chicago 





A. W. Morse Succeeds Frank Burke as President of Illinois 
Retail Hardware Ass’n, at Meeting in Chicago, Feb. 17-18 


ITH the largest attendance in its history, 

the Illinois Retail Hardware Association 

made its twenty-eighth annual convention 

and exhbit a real success. More than the mem- 

bership were present. Nearly ninety firms were 

represented at the exhibit. The convention was 

held at Chicago, Feb. 17, 18 and 19, with head- 
quarters at the Hotel Sherman. 

Various retail problems were discussed at the 

sessions. Several exhibitors reported that the 


-exhihit was a success beyond expectations. 


A. W. Morse, Chandlerville, was elected presi- 
dent, to succeed retiring President Frank Burke, 
Waukegan, who presided at the various sessions. 
J. A. Van Nattan, Springfield, was selected as 
vice-president. Secretary-Treasurer Leon D. 
Nish, Elgin, and Assistant Secretaries R. Y. Wal- 
lace and P. M. Mulliken, both of Elgin, were all re- 
elected. The two new directors elected were C. G. 
Gilbert, Oregon, and S. J. Claridge, Chicago. 


The invocation was delivered by | store of the future would be what the | and to his community he could expect 


member E. M. Mulliken, Humboldt. | individual dealer was. 


If he were will- | to prosper; if not, the chances were 


Secretary-Treasurer Leon D. Nish read | ing to fulfill his obligations to himself | that he would fail. 


his report on the association’s progress 


On Tuesday afternoon Paul J. Stokes, 





and financial status, which proved very 
satisfactory. 


President Burke’s Message 


President Burke, in his message to 
the members of the association on 
Tuesday morning related the service 
which had been performed by officers 
during the past year and admonished 
each one to avail himself more than 
ever of the different services offered to 
the members, especially the value of 
group meetings. 

Vice-President Morse gave an idea 
of the possibilities which the future 
holds in store, stating that it was up 
to the individual dealer, through help 
of the association, to determine whether 
or not the hardware business would con- 
tinue to grow and prosper. He called 
attention to the fact that few of the 
members in the past had been willing 
to cooperate with the other members 
of the association to their own ad- 
vantage, predicting that the hardware 











R. Y. Wallace, 


Assistant Secretary 


manager of the research service of the 
National Association, emphasized (1) 
that the rapid changes and conditions 
which have been made during the past 
ten years have made necessary the 
study of business conditions and their 
effect on the hardware trade; (2) that 
the relation between business condi- 
tions, hardware prices and hardware 
sales have been determined, enabling 
retailers to adjust their own operating 
conditions to meet the fluctuations oc- 
curring in general business. This 1s 
a safeguard to profits. (3) The fluctua- 
tions in sales which result from sea- 
sonable changes exert a considerable 
influence upon the average dealer’s 
profits. Many lose money because of 
the small sales volume in January and 
February. (4) The outlook for busi- 
ness during the next six months is 
good. Moderately higher prices and 
a larger volume of sales are in pros- 
pect for this period. (5) That the re- 
ports of the research services are now 
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available to all association members 
who are willing to cooperate with the 
national office to the extent of submit- 
ting their monthly sales records on spe- 
cially provided forms. (6) That changes 
in hardware prices follow general com- 
modity prices from six to eight months 
on a rising market, and six to eight 
months on a declining market. It will 
be October before the average dealer 
will show much profit. 

On Tuesday evening at the annual 
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chants. Mr. Gallaher also stated that, 
due to changing conditions, it is the 
duty of modern business men to ac- 
quaint themselves with some business 
service, and that it was as much of a 
duty to acquaint themselves with the 
changing conditions as it was to carry 
insurance on their stock. 

On Wednesday afternoon, the time 
set for Saunders Norvell’s speech was 
devoted to group meetings, wherein 
many problems of vital interest to the 
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H. P. Sheets, secretary-treasurer, 
N. R. H. A., said in part: 

“Hardware retailers, individually and 
collectively, must study distribution 
process to determine whether or not 
there are excess costs, and, if so, who 
is responsible. Real progress in the 
trade can come only through collective 
action. The spirit of service and an 
understanding of their public obliga- 
tion are now animating business men 
more than ever. The association is to 








Ross’ Creed for Salesmen 


The following creed for 
salesmen was presented at the 
twenty-eighth annual conven- 
tion of the Illinois Retail 
Hardware Association by J. 
Charles Ross of Edwards & 
Chamberlain Hardware Co. of 
Kalamazoo, Mich., and was 
well received: 

“T Am RESOLVED 

“(1) To treat each custo- 
mer with the courtesy that 
springs from genuine friend- 
liness and respect. 

(2) To have more thought 
for the customer’s final satis- 
faction than for the amount 
of the immedate sale. 

“(3) To know my stock 
and to be accurate in the 
statements about the mer- 
chandise. 

““(4) To be as attentive to 
the purchaser of an inexpen- 
sive article as to the one 


whose needs are more elab- 
orate. 

“(5) To be patient with 
the customer who is provoked ; 
prompt with the customer 
who is hurried; sympathetic 
with the customer who is puz- 
zled; considerate with those 
who are difficult to satisfy, 
and hospitable to those who 
are strangers in my store. 

““(6) To seek a clear under- 
standing of the customer’s 
requirements, that I may pre- 
sent merchandise which is 
precisely the thing desired. 

“(7) To be friendly, but 
not familiar; cheerful, but 
not boisterous; to give infor- 
mation, not advice. 

“(8) To keep my service 
up to the standard of my mer- 
chandise. 

“(9) To increase my sales, 
not by means of persuasion or 


trickery, but by making cus- 
tomers feel that this is a store 
in which they are served 
pleasantly, capably and 
promptly, so they will wish to 
do as much of their buying 
here as their needs permit. 

(10) To be loyal to my 
employer, considerate toward 
my associates, and thereby 
keep true to myself. 

“A man’s ability to in- 
grate himself with a _ cus- 
tomer is a measure of his 
success as a salesman. 

“If you can’t stand being 
called down, don’t make mis- 
takes. 

“Tardiness may do in fash- 
ionable society, but not in 
business. Be prompt, and, 
above all, be prompt in the 
morning, for an hour in the 
a. m. is sometimes worth two 
in the p. m.” 








banquet Senator Kessinger gave an ex- 
cellent address, firmly impressing on 
the human mind the theme of “The 
Folly of Theory.” 

The discussion on_ simplification 
(Wednesday morning) brought out the 
established fact that simplification 
means “freed from duplication.” Fred. 
Giessing, East St. Louis, stated that at 
least 25 per cent of the stock of the 
average hardware dealer could be re- 
duced without decreasing his annual 
sales volume. The discussion brought 
out that the best method to procure 
simplification was cooperation with the 
jobber and the manufacturer. Several 
items were suggested which could be 
simplified, and the members of the as- 
sociation can rest assured that the pro- 
gram of simplification is just beginning. 


A Turnover Goal 


E. B. Gallaher, editor, Clover Busi- 
ness Service, emphasized to the mem- 
bers that, in order to qualify as busi- 
ness merchants, they must buy and sell 
merchandise. He also advised them to 
set a goal for the number of turn-overs 
of their stock, suggesting that a sched- 
ule be had for buying, and believed it 
was time for them to qualify as mer- 





retailers were discussed. Considerable 
disappointment was expressed when it 
was learned that Mr. Norvell could not 
be present, due to illness of his wife. 

On Thursday morning, Mr. Van Nat- 
tan brought out that, while the old 
slogan was “competition was the life 
of trade,” the new form is “cooperation 
is the life of the retailer,” emphasizing 
that every association member should 
practise cooperation (1) with the retail 
dealer; (2) with his community; (3) by 
keeping seasonable supplies; (4) with 
the State and national association 
officers. 


Ross on “Organization” 


“Organization is the foundation upon 
which every successful business is 
built,” said J. Charles Ross, Edwards 
& Chamberlain Hardware Co., Kalama- 
zoo, Mich. “It is the keystone of 
achievement.” Mr. Ross said the eight 
essential points of organization were: 
Selection of men; training and study; 
assignment of work; organization loy- 
alty; developing initiative; setting 
proper example; testing efficiency, and 
eliminating inefficiency. Mr. Ross of- 
fered his 100 per cent creed for retail 
salesmen. 





its members what the church is to its 
members.” 

Mr. Sheets was followed by Charles 
Henry Mackintosh, Chicago, who en- 
tered into a thorough discussion on 
how to sell more hardware, holding the 
attention of the members for an hour 
with his very inttresting speech. Elab- 
orating on the value of satisfied cus- 
tomers, he stated that those who be- 
come dissatisfied in the community 
cause a great deal of harm to the 
dealer. He also dwelt on the advan- 
tages of mass production and mass dis- 
tribution and high-powered salesman- 
ship. He explained that companioned 
items in window displays should be 
given attention; for illustration, if a 
washing machine is put in the window, 
electric irons, washboards and other 
accessories used in the washroom 
should also be displayed. “Help mate- 
rial” that comes from the trade papers 
and manufacturers to promote the sale 
of merchandise should be used for dis- 
play and selling purposes rather than 
be put into the waste paper basket. 

Banquets, dances, theater parties and 
other social features were provided for 
the visiting ladies. 
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of Pasha Association 


Important Trade Topics Discussed at 24th Annual Meeting of Pennsylvania and 
Atlantic Seaboard Hardware Ass’n at Philadelphia Meeting, February 16—20 


ware distribution were discussed at the 
twenty-fourth annual convention and ex- 
hibit of the Pennsylvania and Atlantic Seaboard 
Hardware Association, held Feb. 16 to 20, at 
Philadelphia. Hotel Benjamin Franklin was head- 
quarters. The exhibit, at the Philadelphia Com- 
mercial Museum, drew a total of 85,500 visitors. 
In resolutions the association disapproved of 
the installment plan of financing paint sales, 
through finance corporations; opposed circulari- 
zation on postal cards to the trade which bore 
excessive alleged profits in the lines so advertised; 
requested manufacturers to establish list prices to 


\ / ARIOUS problems pertinent to retail hard- 


Executive members are Frank A. The Hon. 
Hegner, Sewickley, Pa.; Theodore Ro- 


Frederick Landis gave 
an address entitled 


eliminate necessity of adding percentage to de- 
termine a price; indorsed simplification of rub- 
ber hose and indorsed adoption of %-in. hose as 
standard. There was also a resolutiqn advocat- 
ing paint simplification to 24 inside colors. 

John A. Ditz, Clarion, Pa., was elected presi- 
dent to succeed retiring president, B. Frank An- 
trim, Camden, N. J., who presided. Robert J. Mur- 
ray, Honesdale, Pa., was chosen first vice-presi- 
dent; Harry D. Kaiser, Philadelphia, second vice- 
president, and George C. Brown, Puxsutawney, 
Pa., third vice-president. Secretary-treasurer, 
Sharon E. Jones, and field secretary, W. G. Pearce, 
both of Philadelphia, were reelected. 


“Economic conditions are distinctly 


“Inspiration in favorable to business improvement. 


maine, Hackensack, N. J.; W. H. Blan- 
ning, Lykens, Pa.; R. P. Gilmore, Over- 
lea, Md.; Louis Hartig, Jr., Washing- 
ton, D. C., and John H. Laird, Wyland- 
ville, Pa. 

Delegates to the national convention 
are William F. Powell, Clearfield, Pa.; 
W. McK. Reber, Bloomsburg, Pa., and 
Walter L. Hewes, Darby, Pa. 

Singing was led by Arthur Manser, 
Summit, N. J., president of the North 
Jersey Hardware & Supply Associa- 
tion. The Rev. Thomas C. Pollock of 
Philadelphia delivered the inovoca- 
tion. The address of welcome was given 
by Harry D. Kaiser, president, Retail 
Hardware Association of Philadelphia. 


Business” and was followed by Capt. 
Irving O’Hay, whose subject, “Philoso- 
phy of Life,” proved very human and 
interesting. 


Business Outlook Favorable, Says 
Antrim 


In his annual address President B. 
Frank Antrim said in part: 

“The outlook for business continues 
to be favorable. Although the rate of 
improvement may have slowed down in 
some sections during the past three or 
four weeks, due to winter weather, 
there is nothing in the present situa- 
tion which indicates an approaching 
reversal of the upward trend. 


The money and credit situation is ripe 
for business expansion. An abundance 
of credit is available at unusually low 
rates, with a return of confidence, in 
the future this might quickly become 
an effective factor. The present and 
prospective large volume of construc- 
tion work should prove a maintaining 
influence. 

“The greatly improved agricultural] 
situation resulting from the rise in the 
prices of farm products assures a larg- 
er purchasing power on the part of the 
farmers than has existed for several 
years. The buying power of industrial 
communities is probably less than it 
was a year ago, but it is likely to im- 
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’ prove as industrial activity increases. 
“Furthermore, an increased demand 
from European countries for American 





George C. Brown, 
Third Vice-President 


agricultural products and raw ma- 
terial appears probable during the en- 
suing months. 


Membership Gain of 300 


“Our association made great strides 
in its membership campaign, adding 
more than 300 new members. I urge 
that the greatest effort to increase our 
organization strength should be con- 
tinued until every eligible hardware 
retailer in our territory is made a 
member. 

“The Associate Membership was in- 
augurated about two years ago. This 
new venture has met with a ready re- 
sponse from the “Traveling Mission- 
aries,” it is proving a great success. 
Two hundred and fifty members have 
enrolled in this rank and the member- 
ship is still growing. 

“We appreciate the good work they 
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have done, and the fine words they 
have spoken in our behalf. They have 
been of great service and valuable as- 
sistance to our active members. 

“To many of you, who like myself, 
were not members of this association 
in its younger days, and did not share 
in its early trials and responsibilities, 
but all are now sharing in its success, 
we owe a debt of gratitude to those 
pioneers to whom it is impossible to 
give adequate recognition. It is our 
duty to pledge ourselves to maintain 
and carry on the work they started to 
the end that our association may main- 
tain its leadership in trade organiza- 
tions and bring to pass the dreams of 
those whose hearts and souls were 
wrapped up in its success.” 


Praised Jones and Pearce 


President Antrim praised very high- 
ly the work of  secretary-treasurer 
Sharon E. Jones and field secretary W. 
G. Pearce. 

Sharon E. Jones made his annual re- 
port as secretary and treasurer. The 
pertinent facts were printed on cards 
for distribution to members. Mr. Jones’s 
paper covered various association activ- 
ities and work of the national office. 

Field Secretary W. Glenn Pearce 
also made his report. 

“The average American family is 
living in luxuries undreamed of by 
their ancestors,” the members were told 
by Norman H. Johnson, economist and 
secretary of the Southern Wholesale 
Dry Goods Association. Mr. Johnson 
continued in part: 

“We cannot act or think as we used 
to. Pre-war records are no good. We 
are living in a new line of thought. 
The business man today must be a 
student. Goods used to stay at the 
same prices for a long time. Now 
prices change every 30, 60 or 90 days. 

“During the last seven months pro- 
duction has been phenomenal, but will 
have to slow up some this July on ac- 


ey ee 
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count of overproduction. Future fluc- 
tuations will not be as violent as in 
the past, but there is no reason why 





Robert Murray, 
First Vice-President 


business up to July 1 should not exceed 
in volume and profits that of any other 
year. After that it is somewhat specu- 
lative. 

“The point of least resistance now is 
to go forward. We must anticipate 
for at least 45 days your requirements. 
Retailers should have foresight to an- 
ticipate community requirements for 
60 days.” 

Upon the opening of the question 
box, the chair called on Llew S. Soule, 
editor, HARDWARE AGE, to outline the 
work of the peddlers, which are now 
covering the country selling house to 
house many items regularly considered 
as hardware stock. Mr. Soule briefly 
sketches the seriousness of this menace 
and suggested that Mrs. K. C. Roberts, 
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CURRENT NEWS 








Nutmeggers Elect Officers and Directors 


Officers and directors of The Nut- 
meggers were elected at the second 
regular meeting of that organization 
held at the Hotel Burritt, New Britain, 
Conn., Feb. 18, the night preceding the 
convention of the Connecticut Hard- 
ware Association. Leon Schwartz pre- 
sided. 

Officers elected were: president, 
Leon Schwartz, Patterson-Sargent Co.; 
first vice-president, C. B. Veit, Yale & 
Towne Mfg. Co.; second vice-president, 
Robert B. Skinner, Skinner Chuck Co.; 
secretary-treasurer, Linford C. White, 
Standard Tool Co. 

Directors chosen were: Seymour 
Sears, Tucker Co.; E. G. Swift, Manu- 
facturers’ Agent; W. P. Ross, Stand- 
ard Tool Co.; R. M. Sarles, Bronson & 
Townsend Co.; E. D. Jameson, Eagle- 
Picher Lead Co.; J. M. Tracy, Russell 
& Erwin Mfg. Co.; John Watrell, Man- 
ufacturer’s Agent; F. W. Colburn, 
Graton & Knight Mfg. Co., Fred. W. 





Lowe, the Ruberoid Co., and E. J. 
Morton, Sargent & Co. 

Salesmen covering, at least, in part 
Connecticut, selling or representing a 
house selling hardware and kindred 
lines for resale are eligible providing 
that house does not maintain a retail 
department. Interested prospective 
members should communicate’ with 
secretary Linford C. White, P. O. Box 
1029, Waterbury, Conn. 

The president announced 46 paid 
members. There were 20 present at 
the supper meeting on this date. Sey- 
mour Sears said he believed the organ- 
ization would bring the standards of 
hardware salesmen to a much higher 


plane. 

Fred Rackliffe, Rackliffe Bros. Co., 
New Britain, retailers, and himself a 
member of the state assembly, was late 
visitor for a few moments. Mr. Rack- 
liffe said he, as a buyer, was glad to 
see the organization founded and he 
was sure it would develop higher stand- 
ards as Mr. Sears stated earlier. 





National Cash Register Sales- 
men Return from Edu- 
cational Trip 


Four hundred and fifty sales agents 
and salesmen of the National Cash 
Register Company from all parts of 
the United States and Canada have re- 
turned from a trip to California which 
is said to be the biggest trip ever given 
by an industrial organization to its 
salesmen as a reward for good work. 

The trip was awarded only to those 
members of the selling force whose 
sales in 1924 were in excess of their 
yearly quotas. In three special trains, 
with all expenses borne by the com- 
pany, the party traveled from Chicago 
to Denver, Salt Lake City, San Fran- 
cisco and Los Angeles, returning to 
Chicago via the Santa Fe route with a 
one-day stopover at the Grand Canyon. 





Unique Advisory Board 
Formed by Masback 


The Masback Hardware Co., Inc., 80 
Warren St., New York City, hardware 
jobbers, has organized an advisory 
board composed of both inside execu- 
tives and outside salesmen. The 55 
outside salesmen elected 12 members, 
one from each district to represent the 
sales staff on the board. These men 
with 12 inside executives appointed by 
the officers of the corporation comprise 
the advisory board. 

Members of the advisory board for 
1925 are: J. J. Armstrong, D. H. Ber- 
ger, N. B. Carlberg, W. Clair, E. Cook, 
A. Deichelmann, C. M. Dewey, K. S. 
Durham, Wm. Jenning, D. Gottschalk, 





S. Hoffman, S. L. Jones, F. S. Kline, 
F. Lewis, A. Maher, G. Marwede, E. 
R. Masback, H. E. Masback, Wm. D. 
Morrow, C. Oakman, L. Tripp, D. 
Wacker and M. H. Wergelies. Miss F. 
Ratner will act as secretary. 

The functions of the board are to 
pass on new merchandise, to get the 
salesmen’s viewpoint, to formulate 
ways and means of assisting the retail 
hardware dealer, to work closer as a 
body than is usually possible at a reg- 
ular sales meeting. 

Officers of the Masback Hardware 
Co., Inc., are: R. J. Masback, presi- 
dent; Edwin R. Masback, vice-presi- 
dent, treasurer and managing direc- 
tor, and John J. Armstrong, secretary 
and director of purchases. 





Supplee-Biddle, Distributors 
for Osborn Brushes 


Christian Steenberg, district mana- 
ger in eastern Pennsylvania and met- 
ropolitan New York of the Household 
Brush Division of the “sborn Manufac- 
turing Company, Cleveland, announces 
the appointment of the Supplee-Biddle 
Company, Philadelphia, as authorized 


distributors of Osborn household and 


personal use brushes in that district. 

As authorized distributors Supplee- 
Biddle will at all times carry an ade- 
quate stock of all Osborn brushes, in- 
cluding assortments, in order that deal- 
ers may receive prompt service. 

In cooperation with Mr. Steenberg 
Supplee-Biddle salesmen will work very 
closely with the hardware trade in the 
development of the market. 

The Osborn line is distributed ex- 
clusively through retailers. 








E. R. Galvin Has Resigned 
From du Pont Co. 


E. R. Galvin, manager, sporting pow- 
der division, E. I. du Pont de Nemours 
& Co., Wilmington, Del., has resigned 
his position with that company. 

“Buck” Galvin, as he is known to his 
friends, has been with the du Pont or- 
ganization for nineteen years, and is 
well known to the hardware trade. _ 

He acted as chairman of the sporting 
goods group meeting at several conven- 
tions of the American Manufacturers 
Association, and was otherwise promi- 
nent in the association work. 

Mr. Galvin has not announced his 
plans for the future. 





Unusual Variety of Toys 
Shown at New York Fair 


Hardware dealers from every state 
east of Chicago have come to the Met- 
ropolis to visit the 1925 Toy Fair of 
New York, now drawing to a close. 
These hardware men came to add new 
playthings to their toy stocks; to in- 
vestigate new items; to prepare for 
the big selling season which opens in 
the fall and continues to grow and 
reach its high peak at Christmas time 
and to order the many all-year toys, 
which have helped so many hardware 
merchants increase their aggregate 
profits and sales. 

At press time exhibitors and those 
who have attended the fair said it was 
the greatest exposition in the history 
of the toy industry. A feature of the 
fair has been the wide variety of ex- 
hibits. Displays have been very at- 
tractive and many merchants saw dis- 
play ideas, which they will carry home 
for local adoption. 

Nearly 500 firms are represented in 
the four main exhibit buildings, which 
are the Hotels Breslin and Imperial, 
The Fifth Ave. Bldg. and the Bush 
Terminal Sales Bldg. 

The second annual banquet in con- 
nection with the toy fair was held 
Feb. 23, at the Hotel Astor. It was 
much larger than the first a year ago. 
It is generally agreed that the annual 
banquet will be a leading factor in 
bringing together members of the in- 
dustry. 





W. W. Ezell Has Bought 


C. S. Price Business 


W. W. Ezell has bought half inter- 
est of C. S. Price of Owensboro, Ky., 
in farm equipments, field and garden 
seeds, hardware, etc. Mr. Ezell at one 
time was in the same business at 
Bowling Green, Ky., but moved to 
Owensboro several years ago and for 
a time was in the wholesale grocery 
business and for the last five years 
was associated with the Owensboro 
Wagon Co. 
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New Factory Being Built by 
National Mfg. Co. 


The National Mfg. Co., Sterling, III., 
hardware manufacturers, are building 
a new factory addition which will ad- 
join their main factory building. 

It is planned to make the new fac- 
tory a model of industrial construction. 
It is designed for both manufacturing 
and warehouse purposes and will house 
departments of the shops and ware- 
houses that will permit of about a fifty 
per cent increase in the company’s 
working equipment when it is com- 
pleted. 

The new building will adjoin the 
main factory building on the west, 
facing Wallace street. It will be 110 
x 120 feet on the ground floor plan and 
will have six working floors, including 
the basement and five stories. The 
basement will come out flush with the 
ground in the rear. The structure 
will be of reinforced concrete, as near 
fireproof as it is possible to make it. 





Thompson Bros. Celebrate 
Their Fiftieth Anniversary 


Thompson Bros. Co., Muscatine, 
Iowa, hardware dealers, celebrated 
their fiftieth anniversary the first week 
in February, by inviting their friends 
and patrons to visit them. The Mus- 
catine Journal and News-Tribune, rec- 
ognized the event appropriately by re- 
producing the photes of four members 
of the Thompson family who had been 
factors in the growth of the business. 
These were the late R. T. Thompson, 
the late Wm. L. Thompson, Theron 
Thompson and Maynard L. Thompson, 
the latter two being the active execu- 
tives at the present time. 

Large newspaper advertising space 
announced the fact of fifty years ser- 
vice to the community. 


du Pont Co. Consolidates 
Paint and Cellulose Divisions 


The paint department and the cel- 
lulose products department of the du 
Pont Company have been consolidated 
to form a new organization to be 
known as the paint, lacquer and chemi- 
cals department. William P. Allen, 
who has been general manager of the 
cellulose products department, becomes 
head of the new organization, with 
William Richter as assistant general 
manager. 

E. C. Thompson will assume the 
duties of division manager of the acids 
and heavy chemicals division, vice Wil- 
liam Richter. 

J. W. Elms will assume the duties of 
division manager of the paint division, 
vice E. C. Thompson. 

J. J. Moosmann will assume the 
duties of division manager of the chem- 
ical products division, vice J. W. Elms. 

Hunter Grubb, who was head of the 
paint department, has been assigned to 
special duties. 








Peerblow Has Consolidated 
with Hunt-Lasher 


The consolidation of the Peerblow 
Manufacturing Company of Leets- 
dale, Pa., with the Hunt-Lasher Com- 
pany of Boston, Mass., has recently 
taken place. The factory at Leetsdale 
is going to be maintained in operation, 
also the factory in Boston, until such 
time as it is possible to place the man- 
ufacture of all the products of both 
factories under one roof. 

The Hunt-Lasher Company is to 
function as sales and trade division, 
and all orders, inquiries and anything 
appertaining to sales, should be ad- 
dressed to the Hunt-Lasher Company, 
Boston, Mass. 

Alcohol torches and aluminum 
solder are among the hardware items 
manufactured by this organization. 








B. MARTIN, elected 


newly 
second vice-president of the 
Ohio Hardware Association, 
whose portrait was received too late 
for inclusion in the convention report 


W. 


appearing last week. Mr. Martin is 
president of the Martin Hardware Co., 
Mansfield, Ohio, and is well known to 
readers of HARDWARE AGE because of 
his association activities and progres- 
sive merchandising policies. 





Luetkemeyer Building Dam- 
aged by Fire 


The old Luetkemeyer Building, which 
for many years housed the offices and 
warehouse of the Luetkemeyer Co., 
Cleveland, Ohio, hardware jobbers, was 
guttered with fire recently. The com- 
pany was sold about a year ago to W. 
Bingham Co., Cleveland, and the build- 
ing would have been torn down shortly 
to make way for Cleveland’s new 
Union Station. 

Newspaper reports 
total loss at $75,000. 


estimated the 





Avoid Speculation—Keynote 
Penna. Jobbers’ Spring 
Meeting 


Cautious preparation for better busi- 
ness was advocated by the speakers 
who addressed the twenty-fourth 
spring meeting of the Pennsylvania 
Wholesale Hardware & Supply Asso- 
ciation at the Hotel Astor, New York 
City, Feb. 26 and 27. 

All the officers were reelected for an- 
other year. These are: President, 
Herbert N. Breese, Eastern Penn. 
Supply Co., Wilkes-Barre, Pa.; first 
vice-president, Howard Pelchior, Bright 
& Co., Reading, Pa.; second vice-presi- 
dent, U. Grant Barr, Reilly Bros. & 
Raub Co., Lancaster, Pa.; sergeant-at- 
arms, Henderson Gilbert, Henry Gul- 
bert & Son, Harrisburg, Pa.; treasurer, 
George D. Krause, Geo. Krause Hard- 
ware Co., Lebanon, Pa., and secretary, 
Earl L. Raudenbush, Eastern Penn. 
Supply Co., Wilkes-Barre, Pa. 

There were 36 members at the busi- 
ness sessions and Friday lunch discus- 
sion. At the theater party there were 
60, including members and their wives. 

The membership agreed with the 
spirit of the speakers who warned 
against super-optimism, and against 
speculation, and said the worst thing 
that could happen to the hardware 
business would be a boom. Those on 
the program were Roy F. Soule, editor 
Hardware Dealers’ Magazine; H. A. 
Wagner, Bethlehem Steel Corp.; Harry 
S. Lockwood, American Steel & Wire 
Co.; George F. Wiepert, Sargent & Co.; 
Roy Hoff, Johns-Manville, Inc.; A. B. 
Peck, American Screw Co., and J. Nel- 
son Jacobs, Pittsburgh Steel Co. 





Conferences in 18 Cities on 
Partial Payment Plan 


for Painting 


Under the direction of the Save-the- 
Surface Campaign, there will be held 
in eighteen cities, general conferences 
to discuss the “Partial Payment Plan 
for Painting,” which has been devel- 
oped by the campaign organization, in 
the belief that it will be an aid to in- 
crease paint sales for retailers, paint- 
ings jobs for contractors and help the 
house owner finance painting. 

The plan in its entirety will be out- 
lined at these eighteen meetings. Man- 
ufacturers are urged to invite their 
executives, salesmen, jobbers, contrac- 
tors and retailers to participate in 
these discussions. 

The first meeting will be held at the 
Congress Hotel, Chicago, March 12-13. 
The second meeting will be at the Kan- 
sas City Athletic Club, Kansas City, 
Mo. Dates of other meetings will be 
announced later. Other cities on the 
schedule are: Boston, New York 
City, Philadelphia, Richmond, Atlanta, 
Cleveland, St. Louis, New Orleans, 
Dallas, Minneapolis, Denver, Salt Lake 
City, Seattle, Portland, San Francisco, 
and Los Angeles. 
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sixty-Eighth Congress Makes 
Fairly Creditable Record 


Economy Observed in National Expenditures-—Tax Burdens Lightened, 
but No Tariff Changes—Misbranding Bills Rejected 


(Washington office of HARDWARE AGE) 
Y the time this issue of HARDWARE 
AGE raches its readers the Sixty- 
eighth Congress will have passed 

into history. While the business men 
of the country will breathe more freely 
it is hardly fair to say that the expir- 
ing Congress will be wholly unhonored 
and unsung. 

As a maiter of fact the Sixty-eighth 
Congress has made a fairly good rec- 
ord. It has done some things it should 
not have done and it has left undone 
a good many things that it should have 
done; nevertheless many Congresses 
have made a poorer showing. 

On the score of national economy 
alone the dying Congress is entitled to 
a hearty vote of thanks. It has re- 
duced the annual expenditures for the 
maintenance of the Government from 
$5,500,000,000 to $3,250,000,000 and in 
the picturesque language of Senator 
Capper of Kansas it has “set the peg 
for a three billion dollar budget next 
year.” 


Big Cut in National Debt 


Incidentally, and with the skilful as- 
sistance of Secretary Mellon and ‘the 
splendid backing of President Coolidge, 
it has pulled down the national debt 
some five billion dollars, although a 
part of this laudable performance 
should be credited to its predecessor, 
the Sixty-seventh Congress. 

The retiring Congress is also entitled 
to credit for lifting the current tax 
burdens of all the people. Individual 
income taxes have been whittled down 
from 25 to 40 per cent and a basis laid 
for a further reduction in the very 
near future. 

Most of the nuisance taxes have been 
repealed and an example has been set 
that will probably result in the wiping 
out of the remainder early in the new 
Congress. The vicious excess profits 
taxes have been relegated to a deep 
grave from which neither bolshevist, 
House nor Senate will ever be able to 
resurrect them. 

The Sixty-eighth Congress has not 
monkeyed with the tariff. It has been 
strongly urged to make changes in 
schedules and in administrative fea- 
tures, but it has steadily refused, be- 
lieving that the Fordney-McCumber 
Act has not been on the statute books 
long enough to properly test the wis- 
dom of its provisions. 

Among the measures which the Six- 
ty-eighth Congress wisely refused to 
enact is the so-called Barkley mis- 
branding bill and its substitute the 
Merritt bill. These bills would have 
invaded the police powers of the States 
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to punish petty frauds; they would 
have burdened the Federal courts with 
cases properiy within the jurisdiction 
of State tribunals and ultimateiy they 
would have necessitated the raising of 
another army of minor office-hoiders 
for their enforcement. 

It is an interesting fact that nearly 
every offense denounced by these bills 
is now a crime or misdemeanor under 
State statutes or the common law; 
hence Federal legislation on the sub- 
ject would have meant merely duplica- 
tion of work and an addition to the tax 
burdens of the people. The demand 
for the enactment of this type of leg- 
islation comes largely from those who 
look to the Federal Government for a 
cure-all for every ill and who advocate 
legislature to meet every little emer- 
gency that may arise without regard 
to the ultimate consequences. 


No Price Protection Legislation 


One of the important things the Six- 
ty-eighth Congress might well have 
done, but did not do was to provide a 
carefully framed statute legalizing con- 
tracts between manufacturers of trade- 
marked or otherwise identified mer- 
chandise and their distributors for the 
maintenance of resale prices. 

Advocates of price protection legis- 
lation have been greatly disappointed 
over the failure of the House Commit- 
tee to grant hearings on the pending 
bills, but the committee leaders defend 
their course with the assertion that it 
would have been folly for the dominant 
party to bring forward legislation 
which it could not hope to enact be- 
cause of its inability to control the nec- 
essary majority. 

The leaders in the movement for this 
legislation are very hopeful that the 
new Congress will take up the subject 
early next winter. The dominant party 
will control both houses by a comfort- 
able working majority and will be able 
to enact almost any legislation that can 
be favorably reported by important 
committees. 

It is hoped also to have the National 
Chamber of Commerce lined up for this 
legislation in the new Congress. Con- 
ferences with officials of the chamber 
are now being held, with the expecta- 
tion that a strong working committee 
of the chamber will cooperate with the 
veterans in this campaign in demand- 
ing early hearings on this important 
subject. 


Pullman Surcharge Retained 


Many business men have noted with 
regret the slow progress in Congress 
of the movement to abolish the 50 per 





cent Pullman surcharge on _ berths, 
seats, etc. They will learn with deeper 
regret that in the closing days of the 
session both Senate and House refused 
to wipe out this impost. 

A strong minority of the House com- 
mittee took occasion to go on record on 
this subject in a brief but pungent re- 
port which will no doubt be echoed by 
many business men who have chafed 
under the Pullman surcharge. 

‘“‘We object to the imposition of this 
extra charge upon the traveling public 
and favor its removal,” said the minori- 
ty report. “The larger portion of this 
surcharge revenue is received by roads 
that are being paid under contract with 
the Pullman Company for hauling their 
cars and a very considerable portion of 
this surcharge revenue is being re- 
ceived by roads that are earning more 
than the fair return fixed under ex- 
isting law. 

“It is nothing short of a penalty 
upon the requirements of nature when 
a passenger, after having paid the 
road for transporting him and the 
Pullman Company for lodging him, is 
required to pay the railroad company 
an extra amount for the priviledge of 
buying from the Pullman Company 
the accommodations which it provides.” 

One of the reasons why the sur- 
charge was retained, was the claim 
made by representatives of certain 
railroads that the cost per mile of 
hauling a sleeping car was greater 
than that for a day coach. The minor- 
ity in the House committee challenged 
this statement sharply and cited facts 
which indicate that the boot is on the 
other leg. 

It is safe to say that this interesting 
question will be brought forward early 
in the new Congress. It is one of those 
problems that will never be settled un- 
til it is settled right. 


Postal Pay and Rate Bill 


One of the things which the Sixty- 
eighth Congress might well have 
ignored was Postmaster General New’s 
recommendation for increased postage 
rates to meet the department’s plan for 
boosting postal salaries all along the 
line. The conference report on this 
bill was adopted by the House last 
Wednesday. 

It might have been rejected by the 
Senate but for a rumor credited to the 
White House that if the postal salary 
increase bill failed to pass the Presi- 
dent would veto the increase in sal- 
aries of Senators and Representatives 
voted by Congress a few days ago. To 
avoid this embarrassment the Senate 
sat up very late on Thursday night and 
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ry the measure by a vote of 69 
to 12. 

The bill, as it was finally agreed to 
in conference committee, represented a 
decided victory for the House. The 
postage rates on the people’s reading 
matter are raised somewhat, though 
not to the extent proposed in the de- 
partment’s original bill. The service 
charge of two cents per package on 
parcel post was adopted by the confer- 
ence committee and accepted by both 
houses after a sharp fight. . 

The bill as finally passed is, of 
course, a temporary measure to be 
superseded by a much more carefully 
considered project to be framed by a 
commission authorized to sit during the 
recess and to report to both houses 
next December. The prospect for the 
early reconsideration of the whole sub- 
ject gives special point to the results 
of a nation-wide referendum just an- 
nounced by the Chamber of Commerce 
of the United States. 


Results of National Chamber’s Refer- 
endum 


The vote taken by the National 
Chamber was overwhelmingly in sup- 
port of an adequate increase in postal 
salaries wherever justified but against 
a flat general increase, applicable 
throughout the country, for all classes 
of postal employees. The Chamber 
holds that such increases as those of 


License Plates Furnished 
with Auto Wheel Coasters 


A real license plate, just like those 
on real cars, is being furnished with 
each new Auto-Wheel coaster wagon 
made by the Auto-Wheel Coaster Co., 
Inc., North Tonawanada, N. Y. The 
plates will be registered at the com- 
pany’s office and will be made up in 
official colors for each State. 

The company has introduced a new 
model speeder which has full-floating 
auto-type roller bearings, carrying 
double steel disc wheels, curved, easy- 
to-control steering handle with double 
bound support and clip to prevent 
handle dropping to ground. An in- 
destructible running gear, axles are 
electrically arc-welded to channel steel 
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bolsters, thus entirely eliminating axle 
breakages. A _ roller-brake which is 
easier on tires, is another feature of 
the new Auto-Wheel Speeder. 





New Bantam Shovel 
Made by Skelton 


The Skelton Shovel Co., Inc., makers 
of solid shank, one-piece shovels and 
spades in “Bantam,” “Fox,” and “Bull 
Dog” brands, are now using special 
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which its members have approved can 
be made without material alteration in 
the postal budget and without neces- 
sitating any increases in postal rates. 

Four questions relating to the postal 
service were submitted in the refer- 
endum. These were: 

1. That the Post Office should be 
brought up to a high state of efficiency 
and that the attainment of efficiency 
should be the first consideration in the 
financial program of the postal service. 

Adopted by a vote of 2123 to 47. 


Efficiency First Consideration 


2. That any revision of postage rates 
should be based upon a scientific deter- 
mination in which efficiency is the first 
consideration and _ consideration is 
given, in addition to cost of operation, 
to the portion of fixed charges that 
should be met otherwise than through 
rates. 

Adopted by a vote of 2070 to 66. 

3. That the postal salaries should be 
readjusted by proper classification on a 
differential scale rather than on a uni- 
form nationwide basis. 

Adopted by a vote of 1977 to 151. 

4. That an adequate emergency fund 
should be made available to the Post- 
master General to use in increasing 
salaries in communities where the Civil 
Service Commission certifies eligibles 
cannot otherwise be obtained. 

Adopted by a vote of 1770 to 371. 





analysis steel in all their shovels and 
are heat treating them all over the 
blade. This is said to make a very 
durable shovel. 

The “Bantam” is a recent addition 





to the line. It is a light weight shovel 
weighing about forty-eight pounds per 
dozen. This light weight shovel was 
made possible by reason of the develop- 
ment of the special analysis steel and 
the heat treatment which enable the 
manufacturers to roll the blade of the 
shovel thinner without sacrificing 
strength or durability. The “Fox” and 
“Bull Dog” shovels, which have been 
on the market for some time, are regu- 
lar weight goods and are now made 
from the same special analysis, heat 
treated, steel as the “Bantam.” All 
three brands of Skelton shovels have 
the same solid shank, one-piece con- 
struction, the principal advantages of 
which are claimed to be as follows: 
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Announcing the results of the refer- 
endum the Chamber says: 

“A review of the reports of the Civil 
Service Commission shows clearly that 
the only urgent needs for increases in 
salaries in the postal service are for 
clerks and carriers in cities having the 
largest postal revenues, that is, annual 
revenues of $8,000,000 or upwards. 
The system of substitute service ac- 
counts for some of the difficulties in 
these localities but, over and beyond 
that, employment conditions are un- 
satisfactory in most of these ten cities. 
There are approximately 40,000 postal 
clerks and carriers in these cities,— 
that is, about 12 per cent of the em- 
ployees in the entire postal service. 

“If these 40,000 employees were 
given the increase of $300 per annum 
contemplated in the pending bill, the 
cost would be approximately $12,000,- 
000. Three million dollars more would 
cover the appropriate increases to 
clerks and carriers in cities of smaller 
size where conditions, although not 
serious, may be held to justify some 
increase. 

“As the budget of the Post Office 
Department for the year beginning 
with July 1 next shows an expected 
surplus of a little more than $10,000,- 
000, Congress could, without any 
changes in the present postage rates 
and without materially altering the 
postal budget, meet the requirements 
of the present situation.” 


They are rolled from bar steel, all 
one-piece, no welding. The metal is 
distributed in the blade so as to allow 
for thick center or wearing surface. 
The shank or neck is solid steel up to 
the first rivet in the socket. 

There is no opening for water or 
moisture to gather and so rust and 
weaken the blade where strength is so 
essential. The solid construction gives 
great strength and provides for stress 
and strain where it is most required. 

A straight handle is used in the 
Skelton shovel. The bend is in the 
metal. This makes it very easy to re- 
handle the shovel. 

The D handle shovels are equipped 
with the, improved patent split D 
handle. he stem is split at one end, 
chucked at the other. The grip is 
shaped to the hand and turned so that 
the grain of the wood runs horizon- 
tally, not vertically as in the old style 
wood D. The grip and forks are held 
compactly together by a rivet running 
through the grip. The fork ends are 
reinforced by patent steel caps. 





Painting Contracts Financed 
on Time-Payment Basis by 
Devoe & Raynolds Co. 


Devoe & Raynolds Co., Inc., New 
York City, has placed in the hands of 
its agents and salesmen throughout the 
United States the plan under which it 
will offer property owners the conveni- 
ence of time-payments on painting con- 
tracts. 

The “Devoe Home Improvement 
Plan,” as it is called, will be operated 
exclusively through Devoe agents, to 
whom all painters and property own- 
ers who avail themselves of its advan- 
tages will apply. The features claimed 
for the Devoe plan are simplicity of 
operation and low carrying charge. 
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Hardware Prices Firm; 
Suburban Trade Good; 
February Sales Satisfactory 


ARDWARE prices generally are very firm. Further 
advances are expected by wholesalers in the several 


market centers. 


Jobbers report February a very 


good month, due to radio sales and advanced orders on 


spring goods. $ 


Rural and suburban retail trade is fairly active, but 
city business is not very satisfactory at the present time. 
Jobbers say that dealers are placing well assorted orders, 


but in limited quantity. 


Retailers are now accepting deliveries on spring mer- 
chandise, and early indications suggest a banner season 
on steel goods, lawn mowers, garden hose, freezers and 


other spring lines. 


The general expectancy is for gradual but continued 


improvement in business. 





Northwest Trade Optimistic 


Jobbers and dealers in the Twin 
Cities hardware market area are very 
optimistic on the spring outlook. Sea- 
sonal merchandise is moving in a very 
satisfactory volume, and dealers are 
accepting delivery for these lines. 





Seasonal Lines Active in 
Cleveland Area 


Cleveland jobbers are booking a good 
volume of business in seasonal and 
stable merchandise in most lines al- 
though there is not the rush of orders 
that there was during January. Steel 
goods and other spring merchandise 
have become more active. Prices are 
firm but the upward tendency appears 
to have been halted. Retail business is 
slow but about normal for this period 
of the year. 


Further Price Advances 
Expected in Pittsburgh 


A slight decrease is observed in the 
hardware business in the Pittsburgh 
area. There are at least two plausible 
explanations. One is that too many 
pin their hopes and fashion their ex- 
pectations from the expressions of the 
ultra-optimists, and expecting very 
busy times naturally regard as dull a 
market that is nearly in the transitory 
state common to the between seasons 
period. The other explanation lies in 
the fact that the retail demand for lines 
seasonal to the winter is very well sat- 
isfied, while it is early for much of the 
retail buying of spring goods. Price 








changes are few but they generally de- 
note a firm market. New prices for the 
next sixty days on rope have just been 
announced and show an advance of 3c. 
per lb. over those for the sixty day pe- 
riod ending with February. Jobbers 
have begun to adopt new resale prices 
on wire products in harmony with re- 
cent mill advances. Slightly higher 
prices appear ahead in bolts and nuts, 
makers of which have announced the 
abandonment of the freight allowed 
method of selling and have announced 
the continuance of present discounts 
f.o.b. Pittsburgh, Cleveland and Chi- 
cago. There will be some inorease in 
the price to jobbers, in that they will 
have to pay some freight as soon as 
their present contracts are worked out. 
Collections in this district could be bet- 
ter but they also might be worse than 
they are. To say that they are about 
fair states the case. 





More Price Advances Than 
Declines in New England 


Another week finds more advances in 
New England hardware prices than de- 
clines. Vacuum bottles and food jars 
have appreciated slightly in price, 
while lathe tools, copper rivets, cap and 
set screws cost about 10 per cent more 
and one kind of expansion shield about 
15 per cent. On the other hand drop 
shot is 10c. a bag cheaper, the decline 
being due to the reduction in the cost 
of pig lead, and one make of lunch kits 
has depreciated 10 per cent in value. 
Thus it appears that we are still in a 
major upward movement of prices, 
with just enough reductions to make it 
somewhat irregular. 





Huge Potential Demand for 
Electrical Appliances 


J. S. Tritle, manager of the mer- 
chandising department of the Westing- 
house Electric & Manufacturing Co., 
recently said that there was a poten- 
tial demand for electrical merchandise 
in the United States aggregating 
$130,000,000 to $135,000,000 a year. 

He further states, sales of battery 
chargers for radio use will reach $1,- 
000,000 for the present fiscal year, while 
farm lighting equipment sales will 
amount to $1,500,000 next year at the 
present rate of demand, compared with 
$750,000 in the present year. These 
sums represent the wholesale prices 
for these products. Three years ago 
farm lighting sales were valued at 
$150,000 wholesale. Sales of electrical 
irons constitute 33% per cent of the 
total heating appliance business of the 
country today. 


Few Price Changes in 
Chicago Market 


Business conditions in Chicago are 
about the same as last reported. Local 
jobbers have revised their prices on 
galvanized ware, showing a slight ad- 
vance. Glass advanced one _ point. 
There has been a decline of 2%c. per 
gal. in the price of denatured alcohol. 

The balance of the items remain the 
same as last reported. 





New York Prices Steady 
Upward Tendency Noted 


Hardware prices in the New York 
market show upward tendencies. Re- 
tail sales are better in suburban and 
nearby smaller towns. Consumer de- 
mand in the city has not been very sat- 
isfactory. Jobbers report that Febru- 
ary was a very excellent month, and say 
that retailers made well assorted pur- 
zhases in fairly good quantities. 





Magnavox New Price on 
Radio Tubes 


The Magnavox Co., Oakland, Calif., 
announces: a new retail price on Mag- 
navox, type A, vacuum tubes. The 
new price is $3.50 each, effective Feb. 
20, 1925. 





Fada Builds New Plant to 
Make Phonograph Panels 


The F. A. D. Andrea, Inc., 1581 Je- 
rome Ave., New York City, manufac- 
turers of the Fada radio receiving sets 
and parts has established a new plant 
for the exclusive manufacture of 
phonograph panels. This move was 
necessitated by the large volume of 
business in this phase of the industry. 
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Northwest Wholesalers Look for Good Spring 
Business—Building Boom to Help Sales 


(Minneapolis office of HARDWARE AGE) 
HERE are indications that this year will see the re- 
sumption of trade throughout the Northwest to an 
extent that has been unequalled since the beginning 
Realty sales, it is estimated, 
will be the best since 1919, and the architects are re- 
ported as having more than the usual amount of work on 


of the series of poor crops. 


AXES.—Sales are fair, with ample 


stocks on hand. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 
base weight, $14; 
base weight, $19. 


BATTERIES.—Interest in radio has 

not diminished any as yet, and sales 

are still very numerous for radio bat- 

teries. Stocks are turned rapidly, and 

some sizes are difficult to keep in as- 
sortment. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. ignition 
type dry cells, case lots, 29c. each; 
Radio “B” batteries, unit package 
rm wr No. 766, $1.30 each; No. 
64, $1.14 each; No. 767, $2.44 each; 


4 each; No. 770, $3.09 
No. 771, 39c. 


Single bit axes, 
double bit axes, 


No. 772, $2.4 
each; “C’’ batteries, 
each. 


BOLTS.—Stock orders are still being 
shipped for spring business. Present 
retail sales are somewhat light and 
prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 

BRADS.—Sales are showing some in- 
crease, but the demand is not great so 
far. Stocks are well filled and prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

CHURNS.—Sales are still light, but 
there is an indication that there will be 
a good demand during the spring. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from list. 


COPPER RIVETS AND BURRS.— 
Demand is fair, with ample stocks on 
hand. Shops and automobile repair sta- 
tions are buying better than for some 
time past. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10-5 per cent from list. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales to sheet 
metal contractors are still light and 
stocks are well filled. Prices are steady 
and strong. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 


joint single bead, 5 in., 29 ga., at 
$5.25 per 100 ft.; 3 in., 28 ga., conduc- 
tor pipe, $5 per 100 ft.; 3 in. con- 


ductor elbows, $1.73 per doz., net. 





FIELD FENCE.—Demand in a retail 
way is still very light and stocks are 
well filled. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Grade L, 26-in. 
hog fence at 930.38 per 100 rods. 

FILES.—Stocks are full, with spring 
orders being shipped out at a fair rate. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per eent; second grade of 
files, 60-10 per cent from standard 
lists. 

FREEZERS.—Stocks for dealers are 
being shipped out to some extent, al- 
though the heavy movement will not 
begin for a few weeks. Jobbers’ stocks 
are well filled and prices are steady. 
from jobbers’ _ stocks, 


White Mountain 
4 qt., $4.13 and 


We quote 
f.o.b. Twin Cities: 
ice cream freezers, 
8 qt., $6.75 each. 

GALVANIZED WARE.—Stocks are 
heavy and shipments are being made 
in fair quantities to the dealers. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard galvan- 
ized pails, 10 qt., $2.55; 12 qt., $2.90; 
14 qt., $3.20; stock pails, 16 qt., $4.50; 

18 qt., $5.20; standard tubs, No. 1, 
$6.85; No. 2, $7.75; No. 3, $8.95; heavy 
tubs, No. 1, $12; No. 2, $13.25; No. 
3, $14.50 per doz. 
GLASS AND PUTTY.—Sales show a 
decrease in a retail way, due to the 
passing of the severe weather. Build- 
ing demand has not yet started to any 
on extent. Prices show no changes. 


obbers’ stocks, 
innesota prices, 


quote from 
top Twin Cities: 
single strength, 83 per cent, and 
double strength, 85 per cent. Strict- 
ly pure putty, 50 Ib. steel drums, is 
uoted at $4.85 cwt., and 25 Ib. steel 
rums, $5 cwt., net. 


HAMMERS AND HATCHETS.—Tool 
sales are still light, but showing im- 
provement in the retail stores. Whole- 
salers are shipping out for the opening 


of spring building business. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Maydole ag 
No. 11%, $12.60; Plumb, No. F81 
$10.50; Riverside, No. 611% $10. 50; 
Plumb broad hatchets, No. 3, $12. 
shingling, No. 2, $11.20; claw, No. 7 
$12.50 per ol 


HOSE.—Some inquiries from  con- 
tractors have been noted by retailers, 


and jobbers are sending initial stoeks 
out. Prices are steady. 


their tables for this time of the year. 
ing is heavy, and with even a fair proportion of the pro- 
posed buildings to be erected actually under way during 
the first half of the year, there will be good business for 
those who are connected with construction work. This 
may be regarded as a gage of the conditions over almost 
the entire Northwest. 





Projected build- 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition % in. 
hose at 9c.; Good Luck % in., 6 ply, 
lic.; Bull Dog, % in., 7 ply, 13%c.; 
Tiger, % in., 6 ply, 12c. per ft. 

LAWN MOWERS. — Movement of 
spring stock is fair, with jobbers well 
provided. Prices are steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia style 
BE, 40-5 per cent; style A and C, 
35-5 per cent; style K, 35 per cent 
from lists. 

MILK CANS.—Sales are nominal and 
well up to the average for this time of 
the year. Stocks are full and prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans at $2.60 each; 8 gal. at 
$3.10 each and 10 gal. at $3.20 each. 

NAILS.—Since the change reported a 
week ago the market is quiet. Sales 
are still light, with full assortments on 
hand. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.45 per keg, base, and ce- 
ment coated wire nails at $2.85 per 
keg, base. 

OIL HEATERS.—tThere is a certain 
amount of call for oil heaters in the 
spring, when the exodus to summer 
homes begins. Dealers are preparing 
for this call, and stocks are ready. 
Prices show no changes from those last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters 
at $3.66 each, and No. 016 heaters at 
$5.32 each. 

PAINTS AND WHITE LEAD.—Inte- 
rior finish is receiving considerable at- 
tention at present. Painters and deco- 
rators are urging this work, in coopera- 
tion with the efforts of the national 
campaign for winter painting. Stocks 
are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $3.10 per gallon; second 


grade house paints at $2.25 per gal- 


lon and white lead in 100 lb. con- 
tainers at $14.74 cwt., net. 
PAPER.—Building paper is moving 


slowly as yet. Some small jobs are be- 
ing opened up, but the real building 
movement has not started. Stocks are 
well filled and prices steady. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin building 


paper in a, 25 and 30 lb. weights at 
$3.25 cwt 
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PLANTERS.—Dealers are preparing 
for the corn and potato planter de- 
mand, and are ordering their stocks. 
Prices are steady as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme potato 


planters at $9.75 and Acme corn 
planters at $9.75 doz. 


POULTRY NETTING.—Sales in a re- 
tail way have not begun to any extent, 
but jobbers are shipping stocks freely. 
Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 


poultry netting at 50 per cent from 
lists. 


PYREX OVENWARE.—Sales are still 
very good, with ample stocks on hand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 197 casseroles 
at $1.17; No. 202 pie plates at 50c.; 
No. 210 pie plates at 67c.; No. 212 
bread pans at 60c.; No. 231 utility 
pans at 67c.; No. 12 tea pots at $1.67; 
No. 24 tea pots at $2 and No. 36 tea 
pots at $2.33 each, net. 


REGISTERS.—Call is showing signs of 


improving, with full stocks in jobbers’ 


hands. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel or 


wrought steel registers at 40 per cent 
from list. 


ROPE.—Sales are fair, with full stocks 
in jobbers’ hands. Price changes are 


expected. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. Ib., base, and best 


grade sisal rope at 18%c. Ib., base. 


SANDPAPER.—Sales to contractors 
are still light, with fair call from shops 
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and _ factories. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade No. 1, 
sandpaper at $6.65 per ream, second 
grade No. 1 at $6 per ream, and 
garnet paper No. 1, $16.50 ream, net. 
SASH CORD AND SASH WEIGHTS. 
—Sales are still light at retail, with 
stocks going forward at a fair rate to 
dealers. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Silver Lake sash 
cord, No. 8, 8lc. Ib., braided cotton 
sash cord, No. 8, 49c. lb., and cast 
iron sash weights at $2.35 cwt., net. 

SCREEN DOORS AND WINDOWS.— 
While retail sales will not start for 
some time yet, dealers are preparing 
for a good business in this line. Prices 
show no changes. 

from jobbers’ stocks, 
Cities: Common screen 
6-8, $1.82 each; fancy 
screen doors, 2-8 x 6x8, $2.16 each. 
Sherwood adjustable 24 in. window 


screens, $7.40 doz., and Wabash ex- 
tension 24 in. screens, $6 doz. 


SCREWS.—Dealer stocks are being 
shipped in preparation for the coming 
season. Stocks are well assorted and 
prices unchanged. 


We quote 
f.o.b. Twin 
doors 2-8 x 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood ere, 80 per cent; round head 
blued at 75-5 per vs flat head brass 
at 70-10-5 per cent; and round head 
brass at 70-5 per cent. 


SOLDER.—Demand is light at present 
and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 37 cents per pound, 
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strictly half and half solder at 39% 
cents per pound, and Dutch Boy sol- 
der in 100-lb. lots, 39% cents per 
pound. 


STEEL SHEETS.—Sales are still slow, 


with full stocks in jobbers’ hands. 
Prices are steady as quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Black steel sheets 
at $4.75, base (28-gage), and galva- 
nized steel sheets at $5.85 cwt., base. 


TIN PLATE.—The same _ conditions 
prevail here as with sheets. Retail 
call will start with the beginning of 
spring work. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28 tin at $14.25 box, and IC, 20 
x 28, 8 lb. coating roofing tin at $14.60 
box, net. 


WIRE.—Demand is slowly increasing 
as from dealer to jobber, with the real 
call from the consumer still to come. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o:b: Twin Cities: Painted barbed 
hog wire at $3.39 per 80 rod spool; 
painted barbed cattle wire at $3.1 q 
er 80 rod spool; why ewe barbed 
og wire at $3. 60 per 80 rod spool; 
galvanized barbed cattle wire at $3. 37 
per 80 rod spool; annealed black 
smooth wire at $3. 45 base, and an- 
nealed galvanized smooth wire at 
$3.80 cwt., base. 


WIRE CLOTH.—Shops are _ taking 
some quantity of wire cloth for their 
work and dealers’ stocks are, on the 
average, in place for coming spring 
business. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, at $2 per 100 


, & ene alvanized wire cloth. 
12 x 12 mesh, $2.50 per 100 sq. ft 








Variety and Display Secret of Selling Bird Cages 


PRING is the time to sell bird cages, because it is the most favorable time of the year 


for displaying them to advantage. 
nine times out of ten they should be handled as novelties. 


To a large extent bird cages are novelties, and 


Such has been the ex- 


perience of the George A. Lowe Co., Ogden, Utah. This firm carries in stock throughout 


the year twenty-four different styles of bird cages. 
Yet it is able to turn its complete stock of bird cages two and a half times a 


each style. 
year. 


There are two reasons for this: First effective display, and second novel styles. 


But it only carries half a dozen of 


The 


latter is probably more important than most persons would think. The largest buyers 


of bird cages are women. 


Women like things that are different. 


Consequently they 


favor as many different styles.as they are cages, and the George A. Lowe Co. has found 
it profitable to carry a wide assortment. 


There are only twenty-four cages on display, however, in this store. 


A sample of 


each style of cage that is carried in stock is shown, and the balance of the stock is kept 
so that it can be wrapped easily, the minute a customer has selected the type of cage de- 


sired. 


In this way too much room is not taken up with this line, but the cages are well 


displayed in the housefurnishing department in the basement, and help to decorate that 


section of the store. 
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Wholesale Business Active in Cleveland— 
Prices Firm and Collections Good 


(Cleveland office of HARDWARE AGB) 


HE volume of wholesale business continues good 
although not as heavy as in January when sales 
Taking the month as a 
whole, February business was about normal for that 
month. Jobbers are booking a fair volume of orders for 
seasonal merchandise for fall delivery. Sleds particularly 
Builders’ hardware is 
not active, but this was expected because of the large 
volume of business placed early in the year, and retailers 
are taking in all the stocks they contracted for. 


were unusually large. 


have been moving in fine shape. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Jobbers report an improve- 
ment in tire sales with the approach of 
spring. Accessories are quiet. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls, No. 
145 jacks, $4. ." Reliable jacks, No. 

$2.33; No. $3.33, in lots of 12 
Derf. spark nines 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for less 
than 100 and 41c. each for over 100; 
Champion regular, 53c. each for less 
than 100, all sizes; 50c. each ~~ over 
100; Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—New prices which are slightly 
higher have been named for axes for 
next fall delivery. The extra on axes 
weighing over 42 lb. per dozen has been 
increased 10c. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled, 
doz.; unhandled, $15.20 
bronze finished, handled, $19 per doz. : 
unhandled, $14 per doz.; double 
bitted, $5 per doz. additional for all 
ypes; 60c. increase for dozen lots 
weighing 42 to 48 lb. and similar ad- 
vance for each 6 Ib. additional 
weight increased. 


BATTERIES.—Radio batteries continue 
to move in good volume. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 


No. 766 B batteries, $1.30 each for 
one pacnages and $1.40 for small lots. 


ignitiom Type dry cell bat- 
teries, 29c. each. 
BOLTS AND NUTS.—Bolt and nut 


manufacturers have abandoned the plan 
recently placed in effect of selling bolts 
and nuts at delivered prices within 
zone limits and are now quoting f.o.b. 
factory the same prices that have been 
made recently delivered to jobbers and 
consumers. While it is not yet defi- 
nitely decided, it is probable that tire 
and stove bolts will continue to be 
quoted on a delivered basis. As the 
change does not affect cost to local job- 
bers, their prices will probably not be 
changed. The demand is fair. 


Jobbers quote f.o.b. Cleveland : 
Large machine bolts, cut threads, 
50 and per cent off list; small 
rolled threads, 60 and 10 per cent off 
list ; Ro ay bolts, large and small, 
cut ‘th reads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list; hot 
pressed nuts, $4 off list; small rivets, 
65 and 5 per cent off list. 


HAN DLES.—Agricultural tool handles 

are moving in fair volume for early 

spring delivery. Prices are unchanged. 
Jobbers quote f.o.b. Cleveland: 





A good 


Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and 
No. 7, 90c. per doz.; 
hickory, $1.50. 

Ha Fork Handles. 
chucked and bored, XX, 4% ft., $3.75 

per doz.; 5 ft., , per doz.; bent, 
ren ft., $4, 15 per doz.; 5 ft., $5.10 per 
doz.; - 4 bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 


Hammer §WHandles.— 
finest growth 


— Straight, 


Manure Fork Handles.—Bent XX, 
} ft., $3.90 per doz *}. +h $4.25 per 
doz.: X, bent, 4 ft, per doz.; 
4% ft., $2.90 per doz. 


Garden Hoe ing gm 4% ft., 
$. 30 per doz.; No. 1, 4% ft., $1. 50 per 


OZ. 
Garden Rake ag of eo 6 ft., 
$6.25 per doz.; No. $2.65 per doz. 
Shovel Handles.—Regular pattern 
XxX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3. 75 per doz. : D handle, $5.60 per 


doz. 
P Spade Handles.—X grade, $5.40 per 
OZ. 


INCUBATORS AND BROODERS.— 
Brooders are in good demand but sales 
of incubators are pretty well over for 
the season. The incubator business this 
year has been much heavier than a 
year ago. 


NAILS AND WIRE.—Sales are rather 
light at present, but more activity is 
expected in the early spring. A recent 
advance of $2 a ton on wire products 
covers all items except coated nails. 
These are moving very slowly at pres- 
ent, as most of the spring business has 
been placed. Prices are firm at the re- 
cent advance. 


Jobbers quote as 
stock: 

Nails, less than car lots, $3.35 per 
keg ; Oo. galvanized wire, $3.25 


follows from 


per 100 lb.; No. 9 annealed wire, $3.25 
per 100 Ib.; ; cement coated nails, 2.60 
per +4 lb.; polished fence staples, $4 
100 Ib.; galvanized fence staples, 
341 15 per 100 lb.; miscellaneous nails 
wg Os wire brads,, 70 and 10 per cent 
oO 
Barbed wire, 100 Ib. spools, gal- 
vanized, $4.05; 80-rod spools, Lyman 
4 point cattle wire, $3.61; same, hog 
wire, 3.88; American special hog 
wire, 70. 


OVENS.—A fair amount of business is 
being booked for spring shipment. 
Prices are firm at the recent advance. 


Jobbers quote f.o.b. Cleveland: 

Security ovens, two burners, plain 
door, 21-in., 85: same with single 
or twin glass door, $3; 13-in. for 
$2.85. burner, $2.15; with glass door, 


ovens, plain door, 21-in., 
$2.75; with glass deor, $2. 95: 13-in. 
single burner, plain door, $2.15; with 
glass door, $2.35. 


PAINTS AND OILS.—Mixed paint is 





year is expected in building activity, particularly in me- 
dium priced residences. 
for steel goods, garden hose and some other lines of spring 
merchandise from retailers who deferred placing orders 
early to fill in their stocks. 

Prices are firm, but have become better stabilized, with 
no further advances on important items. Consumers of 
steel show resistance to some of the recent advances in 
steel prices and round lot buyers have so far been able 
to place second quarter contracts at the old prices. 

Collections are fair but not as good as a few weeks ago. 


There is an increasing demand 


in fairly good demand for spring deliv- 
ery but early shipment orders are 
scarce. Linseed oil is lower. The differ- 
ential on boiled linseed oil has been 
increased from 2c. to 3c. per gal. 


Jobbers quote f.o.b. Cleveland : 
Mixed paints, regular shades. best 


grade, $3. per gal. for 1 gal. cans. 
Outside, white $3.30 per gal., in 1 gal. 
n 
Turpentine in bbls., $1.08; less tha 
bbis., $1.28 per gal. ‘ 
Linseed oil in bbls., $1.22; less than 


bbl., $1.37. Boiled, 3c. extra per al. 
White lead, in 100- ‘1b. kegs, 16%. — 
lb.; in 50 and 25-lb. kegs, 16%c. per 
lb.; in 12%-lb. kegs, 16%c. per Ilb.; 

in 500- lb. ot s, 10 per cent discount : 
other prices are net. 


PRUNING SHEARS.—Jobbers have 
enjoyed a very good volume of business 
in pruning shears and tree pruners, but 
the orders have commenced to fall off 
as the season’s buying is pretty much 
over. 

RADIO EQUIPMENT.—The demand 
is less active than a few weeks ago. 
Some price cutting is being done on 
radio sets, dealers apparently wishing 
to dispose of their stock in anticipa- 
tion of new models and perhaps lower 
prices. 


ROLLER SKATES.—The mild weather 
has oo sales, which have been 
fairly heavy. 

Jobbers quote f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5, $1.45; No. 6, 
$1.55; No. 3, children’s sidewalk 
skates, 78c. 

ROOFIN G.—Asphalt roofing is moving 
in good volume for early spring ship- 
ment, but steel roofing is slow. 


Jobbers quote f.o.b. Cleveland: 

Heavy weight asphalt roofing, $1.40 
to $2.40 per roll; medium weight, 
$1.30 to $2.10 per roll; light weight, 
medium grades, 98c. to $1.50 per roll. 


SHOVELS.—The demand is about nor- 
mal for this time of year and prices 
are firmer. 


Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
th per doz.; less than full bundles, 

11 per doz. 

SKATES.—Prices have been announced 
on Alumo shoe skates for next fall de- 
livery. 

Cleveland jobbers uote standard 
Alumo skates at $7.25 per pair, an 
advance of 25c. and special at $5.50, 
the same as last year. new De 
Luxe model is quoted at $10. 


SLEDS.—The weather conditions have 
been good for the sled business this 
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winter and retail sales have been heavy 
and dealers’ stocks have been well 
cleaned out. Consequently, jobbers have 
been doing a good volume of business 
in orders for fall delivery and sales 
are pretty much over. 


Cleveland jobbers quote: 

Flexible Flyers, No. 1, $3.75 each; 
No. 2, $4.75 each; No. 3, $6 each; 
Junior racer, $5.25 each; Racer, $6.50 
each. Jobbers’ discounts are 33% per 
cent, f.o.b. Cleveland, for stock ship- 
ment and 35 per cent, f.o.b. factory, 
for factory shipment. 


STOVE ACCESSORIES.—Local jobbers 
have placed in effect new prices on 
stove boards. Other prices are un- 
changed. 
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Jobbers quote f.o.b. factory: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, in., : 
4 in., $3.16; 5 in., $3.37; 6 in., $3.60; 
7 in., $4.20. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.02; 4 in., $1.14; 5 in., 
eh 6 in., $1.38; 7 in., $1.88, all per 
OZ. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

_ Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz. ; 
28 in., $8.30; 30 in., $9.70; 32 JB. 


$11.45; same, wood line 


oblong, wood lined, 18 x 24 in., $ 
per doz.; 18 x 30 in., $12.50; 20 x 30 
in., $15.10; 24 x 36 in., $16.65; oblong, 
paper lined, 18 x 24 in., $6.45; 18 x 
30 in., $8; 20 x 30 in., $9.45; 24 x 36 
in., $10.10. 
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SYRUP CANS.—The maple sugar sea- 
son is under way and there is a demand 
for syrup cans. 


Cleveland jobbers quote square cans 
at 13c. each and oblong at 13%c. each 
in 100 can lots f.o.b. Cleveland. 


TACKS.— Following the recent ad- 
vance by manufacturers, jobbers have 
advanced prices. 


Jobbers quote f.o.b. Cleveland : 

American cut carpet tacks, No. 6, 
blued, % Ib. packages, 27c. per doz.; 
Nos. 8 and 10, 26c. per doz.; same 
in % lb. packages, 45c., 44c. and 43c. 
per doz., respectively; wire carpet 
tacks, No. 6, 15c. per doz.; No. 8, 15c. 
per doz.; No. 10, 14%c. per doz.; 
double pointed tacks, % lb. packages, 
No. 10, 29c. per doz.; No. 11, 27c. per 
doz.; No. 12, 26c. per doz. 


38 Firms Exhibit at Virginia Convention 


was also expected that a lot of worth- 
less apparatus would be manufactured. 
But the four years’ history of the in- 
dustry has seen vast changes. You 
can now demand, and secure, the grade 
of merchandise that you want, and you 
can get from the radio jobber and 
manufacturer the very finest coopera- 
tion and service. 

“T regard the hardware merchant of 
the small town and city as the most 
logical outlet for radio supplies. He 
can secure dependable merchandise, 
and his standing in the community will 
give him that public confidence that is 
necessary in the sale of radio more so 
than other hardware lines. If a hard- 
ware merchant can sell electrical sup- 
plies, sport goods, etc., then there is no 
reason why he cannot sell radio. In 
fact, he is better fitted, as hardware 
salesmen naturally have mechanical 
and electrical knowledge, and much of 
this is used in radio. 

“If the hardware merchant but knew 
it, he already has a long list of items 
in his stock that is sold every time a 
radio outfit is sold, such as rope, pul- 
leys, screw eyes and hooks, nails, gal- 
vanized wire, turnbuckles, dry batteries, 
etc. 


Demonstrations, Not Technique 


are selling more 
sales 


“Demonstrations 
sets today than the technical 


This Forged Steel Caster 
Guaranteed Against 
Breakage 
NUSUAL strength and durability 


are features claimed for’ the 
Forge-Steel Caster, made by the Key- 
stone Forging Co., Northumberland, 
Pa. This caster, which is uncondition- 
ally guaranteed by the maker against 
breakage and will be replaced if broken 
in service, is constructed of high qual- 
ity forging steel and is drop forged. 
Another of the reasons for its un- 
usual performance under extremely un- 
favorable conditions is its method of 
construction. It is built, for example, 
without the usual center pin, bolt, nut, 
rivet, or welded swivel. Instead, a 
staunch steel shaft is drop forged in- 








(Continued from page 73) 


talks that theoretically take a set apart 
and tell the customer about its con- 
struction. What the average customer 
wants to know is how simple it is to 
get stations, how loud will it get them, 
how far will it get them, etc. Always 
try and show them how easy it is and 
not how complicated. Don’t give them 
a whole lot of information that they 
haven’t any use for, just because you 
know it, unless it is asked for. 

“Service is the thing that counts in 
radio. What is meant by this service? 
you may ask. Well, when you sell a 
set have your man install it prop- 
erly. Then have him show the pur- 
chaser what the different dials and 
knobs are for; how to tune in a station; 
how to tell when the battery is run 
down; to caution him about forcing 
filament on tubes, ete. If anything 
goes wrong with the set within a short 
time and the purchaser cannot operate 
it, send your man up free of cost to 
locate trouble. If it was the fault of 
the set you make it good. If it was the 
fault of the operator, tell him so, and 
caution him not to do the same thing 
over, and make a minimum charge for 
what’s to be done. 

“Merchants have learned through ex- 
perience that too many different makes 
confuses both salesmen and customers; 
therefore, if you anticipate carrying 
radio it will be well for you to select 
two or three of the well-advertised 














lines, taking in consideration price and 
simplicity in tuning. 

“The past year’s radio business as 
mentioned hit the 400,000,000 mark, 
and 1925 promises to see a far greater 
business. The hardware merchant has 
a big place in the scheme of things if 
he wants to take it. Sales, satisfaction 
and real profits.” 


Help Your Fellowmen 


E. W. Duvall, Cheraw, S. C., talked 
on the modern hardware man. He 
stressed the need of service to the com- 
munity and various organizations in 
each community and said business men 
in the South have won a position of 
stability by “helping their fellowmen.” 

Wednesday evening the jobbers and 
manufacturers gave a banquet to the 
hardware dealers at the Chamber of 
Commerce. J. Scott Parish, president 
of the Chamber of Commerce, welcomed 
the dealers to the city in behalf of al- 
lied trades. R. McC. Bullington acted 
as toastmaster. Col. Leroy Hodges, 
secretary of the State Chamber of 
Commerce, gave a picturesque talk on 
Virginia and its needs. His talk was 
both interesting and _ constructive. 
Special comedians were on hand to put 
real life into the program by singing 
songs, using the names of some of the 
— R. W. Hatcher made a short 
alk. 


tegrally with the side frames. This 
important feature helps give the caster 
its great strength and eliminates the 
possibility of breakage when used over 
uneven surfaces, such, for example, as 
tracks, cobbles, and when drawn on 
and off of elevators, etc. As may be 
seen from the accompanying illustra- 
tion, it is of the ball bearing type. 





Devoe Elects New Directors 


At the annual stockholders’ meeting 
of Devoe & Raynolds Co., Inc., held on 
Feb. 11, the following men were elected 
to the board of directors: E. T. Gray, 
western district sales manager; Gay R. 
Harrington, superintendent Chicago 
factory; Martin F. Assmann, superin- 
tendent plant No. 4, Newark, N. * and 
Richard Boyd Ayer, chief chemist. 


Reading matter continued on page 88 
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TRADE MARK REG. 





Get Your Share of Profit 
These Quick-Sellers Yield! 


Authorities say that the average hardware store carries more than 
6000 items in stock. Only a few of these show you a quick 
turnover. 








HEELS 
& STRIPS 





TRADE MARK REG. 


are sure to prove one of the livest of your live ones. They are 
an improvement over any other soling material ever produced— 
more comfortable and durable. Outwear Best Leather 2 to I. 
Advertised from coast to coast in one of the most intensive ad- 
vertising drives ever put behind products of this kind. If you 
are not carrying Panco now—you’re overlooking sure profits! 
Consult your jobber—or write or wire us direct—today. 


All genuine Panco products are stamped Panco on every piece. 
Look for ite—don’t accept substitutes. 


\ PANCO CO. Chelsea, Mass 
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N. Y. Prices Steady; 


Advances Expected 
During March 


ARDWARE prices are very steady in the New York 


market. 


noticeable as jobbers adjust prices. 


In some lines upward trends are very 


Retailers say 


they expect considerable revision of prices during the 
month of March. Most of these changes are expected to 


show higher prices. 


Retail sales in the city are not very satisfactory. 


In the 


suburban districts and nearby smaller towns consumers 


appear to be buying in better volume. 


Average retail 


stocks are reported to be very light. 
Wholesalers report February a very satisfactory month 
and say that dealers are buying good assortments in fair 


quantities. 


There are a few price changes noted this week. 





Manila Rope Up 3 Cents— 
Sisal Advances 1 Cent 


Manila rope has been advanced 8 
cents, and sisal rope has been ad- 
vanced 1 cent, effective March 1. The 
prices given in the schedule below in- 
clude these advances, and will be in 
force for March and April. New prices 
will be issued May 1. 

Last minute demand prior to the 
advance March 1, was very heavy in 
the New York market. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Rope, No. 1 £Manila_ standard 
brands, 28c. per Ib.; No. 2 Manila 
standard brands, 26c. per Ib.; No. 1, 
sisal standard brands, 19c. per Ib.; 
No. - sisal standard brands, 18c. 

r Ib. 

Twine, 3-ply wrapping twine, No. 


1, 23c. per 1lb.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, 16c. per 
ib.; BB twine, fine dark, 22%c. per 
lb.; fine light, 24c. per Ib. 


1925 Freezer Prices 
Announced by Jobbers 


Metropolitan jobbers announce prices 
on Auto Vacuum and White Mountain 
ice cream freezers. It is believed that 
prices on other brands will be avail- 
able next week. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Auto Vacuum freezers, net price, 


er each, 1 qt., $3.33: 2 qt., $4; 3 at., 
5.35; and 4 qt., $6.67. 
White Mountain 

rices per each, 2 qt., 


freezers, net 
$2.83; ; qat., 
$5. 23: 8 qt., 

“'$10. 98; 15 qt., 


$12.80 and 20 at., $16.50. 


Revised Price Lists on Drain 


Pipe Cleaner 


New York jobbers announce down- 
ward revisions in Economy and Her- 
cules cleaners. Revised price lists fol- 


low. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Economy Plumber drain pipe 
cleaner, in 1 Ib. net cans, in lots of 
3 doz., $2.70 per doz.; in lots of 6 


doz., $2.60 per doz.; and in 12 doz. 
lots, $2.50 per doz 





A 


Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 


in lots of 2 doz.; in gross lots $1.90 
per doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in % doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 


$9 each. 





Prices on Spring Goods in 


Metropolitan Area 


We have added this week wheelbar- 
row, dahlia poles and grass catchers. 
limited space necessitates leaving 
out some items which will appear next 


week as a guide for spring buying. 


JOBBERS’ QUOTATIONS bb RE- 
TAILERS, F.O.B. NEW YORK 


Lawn Mowers 


Three-blade, plain bearings, 8-in. 
wheel, 12 in., $4.85; 14 in., $5.15; 1 
n., $5.50, and 18 in., $5.80 each. 

Same, with ball bearings, 12 in., 
$6.65; 14 in., $7; 16 In., $7.35, and 18 
in., $7.70 each. 

Four-blade, 9 in. wheel, ball bear- 
ing, 12 in., $8.25; 14 in., $8.55; 16 in., 
$8.85, and 4 in., $9.25 each. 

Same, with 10%-in. wheel, 14 in., 
$9.50; 16 in., $10; 18 in., $10.50; 20 in., 
$11.15 each 

Five-blade, 10%-in. wheel, ball 
bearing, 16 in., $12; 18 in., $12.70; 
20 in., $13.35 each. 

Same, with 10 in. wheel, 16 in., 
$15.35; 18 in., $16, and 20 in., $16.75 
each. 

Dahlia Poles 

Dahlia poles, 2 ft., 3%c. to 5%&c.; 

3 ft., 7 to 8c. 
Grass Catchers 
plain bottom, for 


Grass catchers, 
mowers 12 to 16 in., 60c. each. For 
16 to 20 in. mowers, 70c. each. 

With round back, made of heavy 
white canvas, with heavy galvanized 
perforated bottom, for 12 to 16 in. 
a ie 90c.; for 16 to 20 in. mowers, 

Wheelbarrows 


Canal barrows, $3.55 

each. 

Wheelbarrow, steel tray, wood 

frame, steel wheel, $5.70 each. 
Same with —- frame, $7.50 each. 
Dutchess den barrow, body 

width, 19% x orb is, $5.70 each. 


steel wheel, 
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Price Changes in 


New York Market 


Metropolitan jobbers are making 
some price revisions. Changes made 
this week include the following: 


Manila rope has been advanced 3c. 
per lb. for March and April orders. 

Sisal rope has been advanced Ic. per 
lb. for the same period. 

Jar rubbers have been quoted at 75c. 
per gross. 

Prices have been issued on ice cream 
freezers, wheelbarrows and grass catch- 
ers. As they have been received they 
are published elsewhere on this page. 
It is reported that these prices show 
some revision. 

Jobbers advanced heavy hammers 10 
per cent. 

Jobbers revised prices on universal 
goods with most of the changes show- 
ing an approximate 5 per cent advance. 

At press time it is believed wire nails 
will advance 15c. 

Jobbers quote American felt roofing 
nails, plain, at $7.85 per keg, and gal- 
vanized at $10.60 per keg. 

E. T. Rugg Co., Newark, Ohio, an- 
nounces price changes on new price list, 
which supersedes price list No. 369. 
Changes are effective at once and in- 
clude leather cow halters, chrome 
hame straps, and horse halters. 





Same, 21% x 19, $6.50 each. 
Same, 25 x 21%, $7.50 each. 


Sprayers 


Galvanized, 4 gal., $4.88 each; brass, 
4 gal., $7.50 each; bucket pump type, 
$2.75 each. Tin % pint, 23c. each. 
Tin, 1 qt., 3lce. each; brass, 1 qt., 
$1.15 each; galvanized, 1 qt., continu- 
ous, 88c. each. 


Hedge Shears 


Disston, plain, 8 in., $1.65, and 9 in., 
$1.78 per pair; 10 in., $1.90 per pair. 

Disston, notch, 8 in., $1.78; 9 in., 
$1.90, and 10 in., $2.02 per pair. 


Border Shears 


Without wheel, $2.95 each; with 
wheel, $3.50 each. 

Lawn shears, with two wheels, 
$3.50 each. 


Lawn Rollers 


nham waterweight type, No. 2, 
$9: No. 4, $10.70; No. 7, $15.35; No. 6, 
$13.35: No. 9, $17. 35 each. 


Pruning Shears 


S. Smith No. 0 Spiral spring, 9 in., 
$4.70 doz.; No. 21 Flat spring, 9 in., 
$8 doz.: No. 30 Volute spring, 9 in., 
$8.35 doz.; No. 40 Volute spring, 9 in., 
eo ms 0 per doz.; No. 130 Volute 
spring, ratchet nut, $9.70 per doz.; 
No 0 Volute spring, 9 in., N. ma 
ratchet nut, $16.35 per doz.; No. 4770 
— spring, 6 in., N. P., $12.70 per 

OZ. 

Disston’s Extra Quality.—No. 150 
Volute spring, full pol, 8 in., 
$24.75 per doz.; No. 250 Volute spring, 
half pol., 8% in., $21.50 per doz.; No. 
152 Hinge spring, full pol., 8% in., 
oat. 75 per doz.; No. 252 Hin e, half 
pol., 8% in., $21. 50 po doz.; No. 153 
pong spring, full pol., 8 in., "$24 doz.; 

253 Leaf spring, half pol., 8 in., 
$20. 75 per doz. 

Disston Pruning Shears.—No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2 Med., 
27% in., $2.17 pr.; No. 3 Heavy, two 
curved jaws, 27% in., $2.17 pr.; No. 5, 


handles 9 in., pol. blades, 3% in., 
$1.65 pr. 

Standard ee Pruners. — 6-ft., 
1.30; 8-ft., $1.4 40: 10-ft., $1.55; 12-ft., 
1.70 each. 


Basar wrt s Extra Quality Tree Pru- 
rs.—6-ft., $2.80; 8-ft., $3.05; 10-ft., 
$3. 35. 12- ft., $3.50 each. 
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AiR-Way Lets the Outdoors In 
—or Keeps the Outdoors Out 


| <Al AY> When the weather is warm and pleasant, sun rooms, sleeping 
porches and other rooms equipped with AzR-Way Multifold 
Window Hardware may instantly be thrown open to the bene- 


M, ultifold | fits of sunshine and fresh air. 


Window Hardware And when winter comes, or sudden summer rains descend, these 

| same rooms are quickly and securely sealed against the weather. 
The owner of a porch installation writes: “Now, when it rains, 
we have an enclosed room. And on pleasant days we have an 
open porch. While in winter we have a room which is easily 
kept warm.” 


That’s the notable advantage of AzR-Way. It either lets the 
outdoors in—or keeps the outdoors out. When open, AzR-Way 
provides an opening the full width and depth of the window 
frame. When closed, it is absolutely weather-tight and rattle- 
proof. And it operates without interference from either screens 





Prospective home builders or drapes. 

will appreciate it if you will ’ : 

ae ee aa AiR-Way is by far the most perfect enclosure for sun rooms 
a a See Oo ae and sleeping porches. It also is ideal for bed rooms, living 
ei a eee rooms, dining rooms and kitchens. Old-fashioned double-hung 
ware. windows may easily be replaced with AzR-Way. 


Exclusive manufacturers of “Slidetite”—the original sliding-folding garage door hardware 
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leaves something to be desired, 
reports of representative jobbers and retailers in 


this district. 


the general report is that business has been quiet. 
ever, dullness is rather a common condition at this time 
of the year which marks the interim between one season 
The retail business of both winter and 
spring lines is light at this particular time and this is 
So far as the outlook 


and another. 


naturally reflected in jobbing sales. 


is concerned, sentiment inclines to the cheerful side. 
course, those who drank heavily from the cup of over- 
optimism that was so rampant late last year and which 
incidentally found so much space in the daily press to 
sounder and saner views of the 1925 
business outlook, have been obliged to abandon expecta- 
tions of a boom, but those who kept fundamental condi- 
tions in mind and whose expectations were of the more 
moderate kind are looking forward to good business this 
The consumptive period simply has not yet been 


the exclusion of 


year. 


AUTOMOBILE ACCESSORIES.— 
While this area recently was favored 
with weather of a kind to encourage 
the use of automobiles, a sudden 
change late last week indicated that 
permanently good weather had not yet 
arrived. Business in accessories still 
is rather slow, but improvement is 
looked for in the next month, when de 
liveries of new automobiles should be- 
gin in earnest. 


AXES.—tThere is a fair demand, with 
prices firm at the levels recently an- 
nounced. 

We quote from Pittsburgh jobbers’ 
stocks: First quality unhandled axes, 
base group (3 to 3% Ib. or lighter) 
single bit, $14 per doz.; double bit, 
$19; No. 2 group (3% to 4% Ib.) 60c. 
per doz. advance over base; No. 3 
group (4% to 4% Ib.) $1.20 over base; 
No. 4 group (4% to 5% Ib.) $1.80 over 
base; handled axes, base group, sin- 

le bit, $18.25 per doz.; double bit, 

23.25 per doz. 

BOLTS, NUTS AND RIVETS.—It looks 
as though prices for the second quarter 
would be higher, as leading makers 
have abandoned the freight allowed 
method of selling and are continuing 
present discounts f.o.b. Pittsburgh, 
Cleveland and Chicago. Jobbers will 
have some freight to pay where hith- 
erto the prices included the freight. It 
will probably be well into the second 
quarter of the year before the change 
becomes fully effective, because job- 
bers still have considerable tonnage due 
them on contract for the first quarter 
of the year which was booked on the 
freight allowed basis. Local jobbers 
report demand upon them to be mod- 
erate. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
50 per cent off list; all sizes cut 


In reviewing conditions of the past 10 days 
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Consistent Demand in Pittsburgh Market— 
Look for improvement in Near Future 


(Pittsburgh office of HARDWARE AGE) 


J “ieaves so business in the Pittsburgh district still 


according to the 


How- 


Of 


basing points. 


45 per cent off list; stove 
tire bolts, 


threads, 
bolts, 75 per cent off list: 
40 and 10 per cent off list ; nuts, hot 
pressed blank or tapped, 3.25¢. off 
list: ec.p.c. and t. blank or tapped, 
3.35c. off list; rivets, small wagon 
and tinners’, 60 per cent off list. 
COASTER WAGONS.—tThere is a good 
demand on jobbers, but the growing 
popularity of wagons appears to have 
stimulated the manufacture of them, 
and it is reported that there is a very 
active competition among manufactur- 
ers for orders and some unsettlement in 


prices. 


CONDUCTOR PIPE. — Orders for 
spring delivery have been good, but 
current demands are light and there is 
some tendency to defer specifying 
against spring orders until there is 
some sign of actual needs. Prices are 
holding firm. 


We quote out of Pittsburgh ware- 
houses: Galv. Sheet Steel Pipe, No. 
28 gage, 3-in., $5.25 per 100 ft.; Cop- 
per pipe, 2 to 5 in., 16-oz., 32 per cent 
off list on direct mill shipments and 
28 per cent off list out of jobbers’ 
stocks. 

ICE CREAM FREEZERS.—Not much 
interest yet is observed in freezers, and 
it is the observation of jobbers here 
that demands in recent year have never 
amounted to much until really hot 


weather arrived. 


INCUBATORS AND BROODERS.— 
Demand still is very active, this being 
the season for good demand and job- 
bers expect to make a very complete 
cleanup of stocks before the season 
ends about April 1. 


MOWERS, ROLLERS, ETC.—Jobbers 
here are not yet getting many demands 
for lawn mowers, rollers, sprinklers, 
etc., but expect buying to improve ap- 
preciably in the next five or six weeks, 
when lawns will be getting a good deal 
of attention. 


Reading matter continued on page 92 





reached, but it will be within the next thirty days, and 
with the right sort of spring weather there is not much 
doubt that a good volume of spring goods will be moved. 
Orders for poultry netting have been on the rising scale 
in the past week, possibly because jobbers are notifying 
their customers of their intention to advance their prices 
to the levels dictated by the recent advances in mill prices. 

Prices for rope to rule for the sixty-day period begin- 
ning March 1 have been announced by leading manufac- 
turers and show an advance of 3c. a lb. over the prices 
for the sixty-day period ending with February. Bolt and 
nut manufacturers have advised the trade of the with- 
drawal of the delivered price method of selling. Present 
factory discounts are maintained, but they are based at 
Pittsburgh, Cleveland and Chicago, and prices to distrib- 
utors, as soon as their contracts expire, will be higher to 
the extent of the freight charge from some one of these 
Prices will be based at the point having 
the lowest freight to destination, and the increased cost 
therefor will not amount to much. Hardware collections 
still are best described as fair. 
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PAINTING MATERIAL.—Linseed oil 
has had another drop of 2c. a gal., and 
is now down 10c. a gal. from the recent 
peak. Other items under this heading 
are unchanged in price. Spring orders 
are large, but current demands are 
light. 

Prices to retailers: 

Ready mixed paints, best rece. 
$3.10 per gal.; lower grades, $2.5 
white lead, 16 \c. per lb. in 100 tb 
lots; 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.10 per gal. in barrel lots; 
linseed oil, $1.28 per gal. in barrel 
lots. 

POULTRY NETTING AND WIRE 
CLOTH.—Jobbers are notifying their 
customers of higher prices to match re- 
cent advances in mill prices. This 
means an advance of about 3 per cent. 
There has been a considerable expan- 
sion in orders for poultry netting, but 
wire cloth is moving only fairly well as 


yet. 


ROLLER SKATES.—A few days of 
spring weather has served to stimulate 
the demand for roller skates and job- 
bers lately have been making very 
heavy shipments. There is no change 
in prices. 

Jobbers’ prices to retailers: 


Roller Skates.—Union eee Co. 
line, No. 2, ; No. 3, 
75c.; No. 10, $1.05; "'s, $1.5 
_— line, No. 3816, $1. 50: No. 38 





ROPE.—Prices for the 60 day period 
beginning March 1 have been announced 
and are 3c. per lb. higher. Pure ma- 
nila rope now is priced at 28c. per lb. 
and sisal rope at 20c. per Ib. f.o.b. Pitts- 
burgh. 


SHEET METAL.—Prices are holding 
firm, although the demand lately has 
been rather slow. Permanently open 
weather will no doubt bring larger or- 
ders. 
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Disston No. 3 Bevel 


This bevel has patented Disston 
lock. It sets easily and stays 
set. A quarter turn of the 
thumb screw absolutely locks it. 
No slipping of the tempered 
steel blade. Stock nickel-plated. 





Here’s a Bevel 
any carpenter will buy 


This bevel bears a name _ of the Disston bevel is al- 
that means as much to a ways dependable. 
carpenter as any name 


that goes on tools. _A quarter turn of the 


thumb-nut releases the 
‘“The Saw Most Carpenters - blade. A quarter turn 
Use”’ has built a reputa- locks it so that it stays 
tion that makes it easy to _Iocked. 





Disston No. 1 Try Square. sell any Disston tool. . 
Pees aes No need for a screw-driver. 
Steel blade, blued. Brass When you give the Car- No additional tools are re- 
a ate. caretu - 
made, dependable tool penter, or anyone else, a quired to operate the Diss- 


chance to choose a tool ton bevel. 
marked ‘‘Disston,’’ both 


asin aii: tei of you benefit because the The blade is Disston-Made 


on jot sais ania whole world knows the Steel, and it is tempered. 
at an attractive — Has name ‘*Disston,”’ and what The 1ron stock 1S nickel 


the Disston djustment, 


Sule eqeanl aie soleus it stands for. Not only do plated. 
pane a Lo FP ag you make a quick sale at a 
profit, but you make a sat- 
isfied ‘‘come-again’’ cus- 
tomer. 





Refer to the Disston catalog 
for other Disston bevels, 
and for a full line of tools 
made to the Disston stand- 
The unusual locking device ard of quality. 


HENRY DISSTON & SONS, Inc. 


Makers of ‘‘ The Saw Most Carpenters Use”’ 
Philadelphia, U. S. A. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 





“The Saw Most 
Carpenters Use”’ 
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We quote sheet copper at 24c. per 
lb. from jobbers’ stocks and 23c. per 
Ib. on direct mill shipments; sheet 
zinc, 12%c. per lib. in loose sheets; 
11%c. in 100 Ib. casks; 11%c. in 
300 Ib. casks and 10%c. in 600 Ib. 
casks. 

SHEET STEEL.—Jobbers here have 
not yet reflected in their prices the mill 
advance of $2 a ton announced about 
the end of January by the American 
Sheet & Tin Plate Co. and a number of 
the leading independent manufacturers. 
The explanation is to be found in the 
fact that while these companies were 
advancing prices others were either 
holding to the old prices or making 
concessions, and the result is that the 
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advance of the larger producers has not 
become effective. Demands upon local 
jobbers are fairly good, but not espe- 
cially urging. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.75 
base per 100 lb.; corrugated No. 28 
gage, 2%-in., $4.87 per square; one 
wy cold rolled black, No. 28 gage, 
4.60 base per 100 lIb., all for lots of 
one to nine bundles. 

TIN AND TERNE PLATE.—Business 
in these lines is rather small propor- 
tioned. The season for roofing is not 
yet at hand and the active season for 
furnace builders is about over. Prices 
are holding at recent levels and there 





are no signs of an immediate change. 





Current News of the Trade 


Chambers Now in Charge of 
Amer. Bosch Field Survey 


On Feb. 1 A. K. Chambers, who has 
managed the Chicago Branch of the 
American Bosch Magneto Corporation 
during the past four and one-half 
years, became the personal field repre- 
sentative of the general sales manager, 
with headquarters at Springfield, Mass. 

Mr. Chambers is now head of the de- 
partment of field survey, and will spend 
most of his time in the field reporting 
general conditions to headquarters. 

He has been succeeded by O. H. 
Smith as Chicago branch manager, 
after spending a number of months in 
the main office at Springfield prepar- 
ing himself for his new work. 

Mr. Smith was formerly assistant 
sales manager of the Thermoid Rubber 
Company and has a varied range of 
merchandising and mechanical experi- 
ence. He has been associated with the 
Firestone Tire & Rubber Company, 
Thos. J. Northway, Inc., and the Doss 
Rubber & Tube Company of Atlanta, 
Ga. 


W. B. Bryan Elected Presi- 
dent Kentucky Rock 
Asphalt Co. 


Wiley B. Bryan, was recently elected 
president of the Kentucky Rock As- 
phalt Co., Louisville, Ky. Other offi- 
cers elected were first vice-president 
and sales manager, Wm. H. Tarvin; 
second vice-president, Lewis Apperson; 
third vice-president, W. J. Cunning- 
ham; secretary-treasurer, A. A. Her- 
mes, and assistant treasurer, Miss 
Brensinger. 

Mr. Bryan has been in the hardware 
business 36 years and was connected 
with Belknap Hardware & Mfg. Co., 
Louisville, Ky., for 27 years. He has 
resigned as treasurer of that company 
but will continue to be a member of 
the board of directors. 








Personnel Changes Announc- 
ed in du Pont Paint Div. 


F. A. Weaver of Lynn, Mass., has 
joined the sales organization of the 
Everett, Mass., office of E. I. du Pont 
de Nemours & Company, Inc., paint 
and varnish division. 


Mr. Weaver will 





act as trade sales representative in 
Essex County, Mass. 

A. J. Horton has become associated 
with the paint and varnish division of 
E. I. du Pont de Nemours & Company, 
Inc., with the Everett, Mass., office. 
Mr. Horton has been identified with 
the paint industry for twenty-five years 
and will devote his entire time as spe- 
cial representative on varnishes and 
specialties. 

T. C. Healey of the Everett office of 
the paint and varnish division of E. I. 
du Pont de Nemours & Company, Inc., 
has been appointed special represent- 
ative for industrial maintenance and 
upkeep business. Mr. Healey has a 
wide acquaintance among the superin- 
tendents and purchasing agents of the 
larger industries, especially the textile 
mills in New England. 





Pittsburgh Dealers Hear 
Prof. A. B. Wright 


The regular monthly dinner and 
meeting of the Pittsburgh Retail Hard- 
ware Dealers Association held at the 
General Forbes Hotel, Pittsburgh, Fri- 
day evening, Feb. 27, was featured by 
an interesting talk by Prof. A. B. 
Wright, formerly of the faculty of the 
University of Pittsburgh, on the need 
of a good business education for boys 
and the younger man in business. 


Russell, New England Mana- 
ger, Sherwin-Williams Co. 


H. D. Whittlesey, vice-president of 
the Sherwin-Williams Company, an- 
nounces the appointment of H. W. Rus- 
sell as sales manager of the northern 
New England sales division. Mr. Rus- 
sell will have the responsibility of han- 
dling the sales in Maine, New Hamp- 
shire and Vermont. He began his work 
with the Sherwin-Williams Company as 
salesman for their coal tar products. 


Chicago Office Opened by 
Yost Mfg. Co. 


The Yost Mfg. Co., Meadville, Pa., 
manufacturers of vises, anvils, and gas 
soldering furnaces have opened a Chi- 
cago office and warehouse at 25 South 
Jefferson St., with H. S. Huncke, in 
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We quote roofing ternes, 40-Ib.I-C 
$24 per box, 112 sheets, 20 x 28 in. 
from jobbers warehouses. Furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 


WIRE PRODUCTS.— Local jobbing 
prices on nails and barbed wire have 
not yet been changed, although some 
jobbers are planning to soon make an 
advance to meet the one announced a 
few weeks ago in mill quotations. 


We quote out of jobbers’ stocks: 


Nails, $3.15 to $3.20, base, per keg; 
No. 9 gage, plain galvanized wire 
2.95 per 100 Ib.; galvanized barbed 
-point cattle, $3.17 per 80-rod spool; 
2-point hog, $3.39; 4-point cattle, 
$3.38; 4-point hog, $3.66; special 2- 
point cattle, $2.38; woven wire fence, 
1047-11, $39.36 per 100 rods; 1047-9, 

















charge. A complete stock will be main- 
tained beginning March 1, 1925. 
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$55.20; 939-11, $35.22; 939-9, $48.85. 


| Display Stand for Orange 


Seal Products 


_ For the purpose of assisting retailers 
in the sale of its line of Orange Seal 
Chains and Accessories, the Bridgeport 
Chain Co., Bridgeport, Conn., has re- 
cently placed on the market an attrac- 
tive and sturdy display stand. The 
new stand is of steel, 32 in. deep and 
36% in. high. It requires only 384 sq. 
in. of floor or counter space. With its 
attractive sign, listing 73 uses for 
chain, it compels attention and should 
stimulate sales. 

_ The display stand is designed for use 
in connection with the following Orange 
Seal products: 500 ft. No. 00 Safety 
Chain; 500 ft. No. 0 Sash Chain; 350 
ft. No. 4 Brown Chain; 250 ft. No. 1 








Brown Chain; 175 ft. No. 2/0 Brown 
Chain; and 125 ft. No. 3/0 Triumph 
Chain. The accessories contents, in 
separate compartment boxes, are as 
follows: 60 pes. No. 101 Assorted N. P. 
Key Rings, 5 sizes; 20 pes. No. 102 
Shera. Eye Bolts, six sizes; 44 pes. No. 
103 Shera. Rings and Links, 17 sizes; 
100 pes. No. 106 “8” Hooks, steel afd 
brass, 16 sizes; 50 pes. No. 107 N. P. 
Snaps, 8 sizes; 50 pes. No. 108 “S” 
Hooks Shera., 15 sizes; 35 pes. No. 110 
Auto Accessories, 12 sizes; and 6 pairs 
No. 112 12 in. Transom chains, 2 styles. 

When all the chain contained on one 


or more reels is sold other reels to re- 


place them may be ordered, singly, di- 
rect or from the jobber. They are 
easily placed in position on the stand. 
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The Tape-Marker Is An 
Additional Salesman 
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You don’t see him, but he’s there 
in one of the strands throughout the 
entire length of every Columbian T'ape- 
Marked Pure Manila Rope. Less effort 
is required to sell the Columbian brand 
because the red, white and blue T'ape- 
Marker, containing the recognized 











Columbian guarantee, is continually 






working for you. 






Do not order your Spring Supply 
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of Rope until you learn more about 











the T'ape-Marker and how it helps you 
sell more Rope. Write for literature 






concerning Columbian Products and 





== 


ask for a sample of Columbian Rope 


— > 


showing the T'ape-Marker. 
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By lavitstion Member 





Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
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New England Retail Sales Increasmg— 


Wholesalers Look for Active 


buying is changing. Dealers are going in for new things 
more and more, and eliminating as fast as possible slow 
selling merchandise. 
into consumers’ hands in normal quantities, but the aver- 
age retail dealer is buying such stock in a hand-to-mouth 


(Boston office of HARDWARE AGE) 


LTHOUGH February sales by the shelf hardware 
A jobbing trade unquestionably will fall below those 
of January, and possibly be less than those for 
February, last year, New England retail hardware deal- 
ers the past few days have displayed more interest in 
In fact, there has been quite a spurt in whole- 
sale sales, if it really can be called such. Optimism pre- 
vails in the trade, however, and dealers are buying those 
lines of stock which have been allowed to run low. 
It is apparent that the general classification of retail 


supplies. 


ALUMINUM WARE.—Jobbers in quite 
a few instances are selling more alu- 
minum ware than ever before in their 
history, which suggests that more and 
more retail dealers are putting in such 


goods. 

We quote from Boston jobbers’ 
stocks: 

Aluminum W are—Cast, process 
hardened, tea kettles, Colonial, 10- 
pt., $3.57 each net: Puritan, $3.57. 
Coffee makers, Two-way, 4-cup, 
$4.27; 8-cup, $5.17; tall Colonial per- 
colator, $5.17; coffee pot, 7-cup, $3.37. 
Tea pot, $5.24. Round roaster, 12%- 
pt., $4.67. Water pitcher, 5-pt., 
$2.70. Sink strainer, $1.34. Gem 
pans, bread. stick $1.64: Griddle, 
wooden handle, $2.10. 


BOTTLES.—A slight advance in prices 
on the Universal line of vacuum bot- 
tles has been made by both manufac- 
turers and jobbers. New prices are: 


We quote from’ Boston jobbers’ 
stocks: 

Botties.—U niversal line, green, 
%-pt., $1.75 each list; pints, $2: 
quarts, $3. Nickel plated, plain, 
pints, $3; quarts, $4.25. Corrugated, 


pints, $3; quarts, $4.50. 
Fillers.—No. 00, “%-pts., $1 
list; pints, No. 01, $1.10; quarts, 
02, $1.75. 
Discount, 25 and 10 per cent. 


BRUSHES.—Retail dealers are buying 
house brushes in considerable volume, 


each 
No. 


both for immediate and spring re- 
quirements. They are taking good as- 
sortments. 

We quote from Boston jobbers’ 

stocks: 

House Brushes.—Wall cleaning, 


$1.25 each net; dry dust mop, $1.50; 
vegetable, 17c.; bottle, crank handle, 
27c.; a es refrigerator, 24c.; 
dust pan, " large bath, $2; 
medium, $1. 51: ek $1.34; nail, 84c. 


BUILDERS’ HARDWARE.—The de- 
mand for builders’ hardware is un- 
abated. It is quite evident the New 
England retail hardware trade is pre- 
paring for a big spring business. 





We quote from Boston jobbers’ 
stocks: 

Hinges.—Heavy strap, 4-in., $1.10 
per doz. pair net; 5-in., $1.53; 6-in., 
$1.87; 8-in., $3.12; 10-in., $4.78. Extra 
heavy T, 6-in., $2.27: 8-in., $3.88: 
10-in., $5.53; 12-in., $8.04. 

_Hasps. Common hinge, 3-in., 76c. 
single per doz.; 4%-in., 88c.; 6-in., 
$2.20. Safety hasps, with screws, 
3-in., $1, 25 single per doz.: 4%-in.., 
$1.55; 6-in., $2.20. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3%, 
24c. per pair net; 4 x 4, 32c. In less 
than case lots, 3% x 3%, sec.; 4x 4, 


37c. 
CARTS AND WAGONS.—Springlike 
weather conditions the past fortnight 
have greatly increased retail dealers’ 








manner. 


interest in carts and wagons. Jobbers 
maintain sales are well ahead of those 
for last year at this time. 


We quote from’ Boston 
stocks: 

Kiddie Kars.—Special, 
ton, No. 101, $2.25 each list; 


jobbers’ 


two in car- 
No. 102, 





$3; — 103, $3.75: No. 104, $4.50; No. 
105, $5. 

Kiddie Koasters.—One to carton, 
No. 605, $10.50 each list; No. 606, 
$11. 75. 

‘ial, ® n 201, $3 
each list; No. 202, No. 3, $5; 
No. 204, $6: No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—Two in carton, 
No. 801, $4 each; No. 802, $5; No. 
802B, $6. 

Discount—33! 6 per cent. 


COOKERS.—It now develops that dur- 
ing the local convention week quite a 
sizable business was booked by jobbers 
in pressure cookers. 


We quote from Boston jobbers’ 
stocks: 

Cookers.—Pressure, solid cast 
aluminum, No. 1, $24.75 each net: 
No. 2, $27.75; No. 3, $31.13; No. 4, 
$36.38. 


CROQUET SETS.—Orders for croquet 
sets, to be delivered later in the season, 
are beginning to come to hand, say job- 
bers. Initial orders compare favorably 
with the first of 1924. 


We from Boston jobbers’ 
stocks: , 
Croquet Sets.—Standard makes, 
5Y¥%-in. mallet, 4-ball, No. C, $1.75 
per set net; 8-ball, No. 0, $2.75; 8- 
ball, No. H, $3.10: 8-ball, No. B, 
$3.25; 6-in. mallet, 8-ball, No. N, $4; 
8-in. mallet, 4- ball, pres AAW, $4.50; 
&8-ball, No. ‘AA, $5.75 
FARMING TOOLS.—Shipments on or- 
ders placed some time ago by the re- 
tail trade continue on a liberal scale, 
say jobbers. Belated buying is re- 
ported, but it is mostly for small quan- 
tities of stock. 
We 
stocks: 
Forks.—Manure, four-tine, malle- 
able D-handle, $13.60 a doz. net; five- 
tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; five- 
tine, wood D-handle strapped, $21.35; 
six-tine, malleable D-handle, $18.55; 
six-tine wood D-handle strapped, 
$23.75. Stable fork, malleable D-han- 
dle strapped, $15.90; wood D-handle, 
strapped, $19.90. 
FLOWER BOXES.—Continued good 
bookings are being made by the retail 
trade. Sales are slightly larger than 
those for the corresponding period last 
year. 
We 
stocks: 


quote 


quote from Boston jobbers’ 


quote from Boston jobbers’ 
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Spring 


Standard merchandise is passing 


The heavy hardware business is running along fairly 
smoothly. The mill supply, on the other hand, is less 
active, and the trade is at a loss to account for conditions 
in view of the fact that industrial New England is slowly 
yet gradually growing busier every day. 


Flower Boxes.—Standard make, 24- 
n., $10.60 per doz. net; 30-in., $13.90; 
36-in., $20.90. 
FOOD JARS.—There has been a slight 
upward readjustment in manufacturers’ 
and jobbers’ prices on Universal food 
jars, the first change noted in several 
months. New prices follow: 


We quote from Boston jobbers’ 
stocks: 

Food Jars.—Nickel plated, pints, 
No. 811, $3.75 each net; quarts, No. 


812, $5.25. No. 711, pints, $3; No. 712, 
quarts, $4. 
Fillers.—No. 012, $2.50 each net. 


Discount.—25 and 10 per cent. 


GUNS AND AMMUNITION.—Jobbers 
have reduced prices on drop shot 10c. 
a bag and on Boy Scout air rifle shot 
10c. a case. Bull’s eye prices remain 
as heretofore. 


HAMMOCKS.—Couch hammock orders 
are coming into wholesale houses here. 
The buying cannot be called active, but 
jobbers nevertheless are encouraged by 
the showing so far. Contrasted with a 
year ago there is comparatively little 
change in the cost to the retail dealer. 


We from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, stand- 
ard makes, boxed mattresses, deep 
valance, No. 54, windshield and ad- 
justable head rest, $11 each net; No. 
84, windshield and adjustable ‘back 
and head _s rest, ou 50. Canopy, 
green and gray, $6.5 angle iron 
stand, $3.75; chain, $2.50 per 
doz. pair; 6-in., $4. 

Cotton.—Standard $35 to 
$100 per doz. net. 


HATCHETS.—The recent adjustment 
in prices on some makes of axes had 
no bearing on hatchet quotations. The 
demand for hatchets is running along 
about normal for this time of the year. 
We from Boston jobbers’ 


stocks: 

Hatchets.—Vaughan & Bushnell 
line, supersteel grade, No. E2, shing- 
ling, $1.33 each net; broad, $1.70; 
lathing, $1.33; claw, $1.44. Garden 
City blue grade, No. ‘G2, shingling, 
80c. each net; broad, $1.10; lathing, 
80c.; claw, 92c. Underhill pattern 
vanadium lathing, $2.14 each net. 


KNIFE SHARPENERS.—tThere ap- 
pears to be an unusually good demand 
for knife sharpeners at the moment. 
Retailers are not buying heavily, but 
often. 


quote 


vi 


makes, 


quote 


We quote from Boston jobbers’ 
stocks: 

we Sharpeners.—$12 per doz. 
net 


LATCHES.—There has been some real- 
ly good business booked in latches of 
late, retail dealers in some instances 
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Congoleum Turnover is 


“Quick and Clean” 


ee eh ee 


CFEARPER & McIN TIRE 
a. of Ottumwa, lowa, 
make no bones about call- 
ing themselves Congoleum 
‘boosters.’ Like many other 
hardware merchants they 
have discovered that Gold-Seal 
Congoleum Rugs make a highly 
proftable stock for “any hardware 


4+ Harper & McIntire Co., Ottumwa, 
lowa, display Congoleum Rugs 
prominently. Ottumwa (population 
23,000) is the trade and manufac- 
turing center of southern Iowa and 
is an important railroad junction. 


dealer carrying a line of stoves and 
household hardware.” middle of the floor in the front of the 


According ™ he Latter eelsiok store. Yet it does not crowd other 


accompanied the above photograph lines, for little floor space is needed 


of the interior of this company’s to display Congoleum Rugs. 


store, “every sale means another Just group on end a few of the 
satisfied customer... turnover is ost attractive patterns of different 


quick and clean—no remnants”; sizes and display a Gold Seal hanger 


and because of the demand already above or in front of them. 

created by Congoleum national ad- Let us tell you about this quick- 
vertising, the rugs are easily sold. selling specialty for hardware stores 
— Congoleum Rugs. 


CONGOLEUM-NAIRN INC. 
Hardware Division Headquarters, Philadelphia, Pa. 


Gold Seal a am 


This concern has located its Con- 
goleum Rug display “right in the 

















A Profit Tip 

There's a good opportunity for on-the-side profits from 
Nairn Linoleum. Keep an eye on the real estate news and an 
GO ear out for building gossip. You can secure profitable contracts 
for supplying this beautiful and serviceable flooring for use in 
new and remodeled office and public buildings. Write for 

details and suggestions — today ! 

RT-RUGS ‘4 Ss 


The Fastest Selling Floor-Covering in the World 
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evidently having found stocks low at 
the close of inventories. 


We quote from Boston jobbers’ 
stocks: 

Latches.—Rim night, No. 26, 67c. 
each, list; No. 29X : 


ay 42, 
$1. 2. 08: No. 44, $3.75. 
Disutent ‘20 and 5 per cent. 

Mortised Night Latches. — No. 66, 
$6.25 each, list; discount 20 and 5 per 
cent. 

Rim Lock.—-No. 2, $2.50 each, list; 
discount, 20 and 5 per cent. 


LATHE TOOLS.—tThe Armstrong Bros. 
Tool Co., Chicago, and The Ready Tool 
Co., Bridgeport, Conn., have issued new 
lists, effective March 2, on lathe tool 
holders, machine dogs, boring bars, high 
speed centers, etc., which show an ad- 
vance of something like 15 per cent, 
say jobbers. 


LAWN ACCESSORIES.—Jobbers have 
begun shipping out lawn mowers pur- 
chased some time ago by the retail 
trade. They are getting new business 
every day, not only in mowers, but in 
hose, rollers, rakes, etc. 


We quote from Boston jobbers’ 
stocks: 


Lawn Mowers. — Regal, 16-in., $32 
each, list; 18- os hs iy = re 14-in., 
$26; 16- -in., $28; Ambassa- 
dor, 16-in. , $2 ie bs: sige in. a2. 75. Lake- 
wood, 16 in., $17. 50: 18-in., $25. New- 
port, 16-in., $15; 18-in., $15.75. Colo- 
nial, 16-in., $16; 18-in., 16.75. Jewell, 
14-in., $12.50; 16-in., $13.25. Discount 
50 per cent. Hub, 12-in., $5 each, net; 
14-in., $5.25; 16-in., $5.50. 

Lawn Trimmers. — Popular makes 
$15 each, list. Discount, 50 per cent. 

Factory Shipments.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Rollers.— Water weighted, 
18-in. diameter x 24 in. long, $13.34 
each net; 24-in. diameter x 24 in. 
long, $15.34. 

Sprinklers.—Lawn, 
doz. net; fountain, half circle, $5.50; 
rooks, $8. Rain King, $2.34 each net. 

Lawn Rakes. — Wood, three-bow, 


fountain, $6 per 


$8.75 per doz. net; steel, $9. Two- 
bow, wood, $6.90; steel, $7.15. Hand 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 

Hose.—Garden, B & D, %-in., 9c. 
per ft. net; %-in., 10c.; % - -in., 10% c. 
Reading, %-in., 7%c.; &%-in., 7%4¢c.; 
%-in., 8%c. Bull Dog, %-in., 13c. 
Good Luck, %-in., mn Milo, %-in., 
11%c. Vim, %-in., 8%c.; %-in., 9%c.; 
%-in., 10%c. Pixon, %-in., TMc.; 
5g-in., 8%c.; %-in., 914c. 


LEVELS.—Almost every jobbing house 
here reports a highly satisfactory mar- 
ket for levels. Retailers are buying 
fairly sizable lots and good assortments 
of styles and makes. In addition to a 
sizable business booked some time ago, 
there is a steady flow of new business 
in wholesale channels. 


We quote from Boston jobbers’ 
stocks: 


Levels.—Aluminum, No. 24, $3.75 
each net; No. 28, $4.25; No. 30, $4.50. 
Masons ‘wood, No. 3A. 42- in. and 
48-in., $2.50 each net; brass bound, 
No. 7A, 42-in. and 48-in., $4. 


LUNCH KITS.—In contrast with the 
trend of prices on vacuum bottles and 
food jars, lunch kits are approximate- 
ly 10 per cent cheaper. The demand 
has been backward so far this year, 
and jobbers hope the new prices will 
stimulate business. 


We quote from Boston jobbers’ 
stocks: 


Lunch Kits.—Universal line, No. 
310, $2.85 each list; No. 320, $3.25; 
No. 410, $3. Discount 25 and 10 per 
cent. 


PLANES.—A good steady call for all 
makes and styles of planes is reported 
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by jobbers. Sales, they say, are run- 
ning a little stronger than last year at 
this time. 


tees quote from Boston jobbers’ 
sto 


Plianes.—Drop forged steel, No. 903, 
$3.30 each net; No. 904, $3.60; No. 
905, $4.10. Lincoln iron, No. 803, 


$2.65; No. 804, $2.90; No. 805, $3.30. 


POULTRY SUPPLIES.—This_ con- 
tinues one of the brightest spots in the 
wholesale hardware market. A goodly 
number of incubators already have been 
delivered to the retail trade and more 
are going forward, both on old and 
new orders. Brooders are in better de- 
mand than at any previous time this 
season. 


We quote from Boston jobbers’ 
stocks: 
incubators.—Buckeye line, oil and 
gas heater, No. 1, $26.25 each net; 
No. 2, $31.15; ; 
$47.60: No. 5, $74. ; 
No. 16, $19. 25; No. 17, $25.73. Queen 
K, No. 20, 70- -egg capacity, 
120-egge, $27.50; 
No. 22, =o -egg, $36.75; No. 1, 85-egg, 
$27.50; No. 2, 135- “eRe, $37. 50; No. 3, 
; 275-ege, $57.75; 
400-egz, 368: No. 25, 600-egg, 
5, 800-egg, $132; No. 45, 
1000- -ege, $157. Discount, 30 ‘per cent. 
Brooders.—Buckeye line coal No. 
18, $15.05 each net; No. 19, $18.55; 
oil burner, No. 20, $8.23; No. 21, 
$10.85; No. 22, $13.30; No. 25, coal 
burner, $21; No. 27A, oil burner, 
$12.25; No. 28A, $14; No. 29A, $15.75; 
Queen line, No. 1, 600-chick capacity, 
$21.50 each; No. 2, 1200-chick capac- 
ity, $26.50. Discount, 30 per cent. 
Fencing.—Blue Ribbon, in 10-rod 
rolls, 17-gage, No. 1424, $3.30 per roll 
net; No. 1736, $4.20: No. 2048, $4.95; 
No. 2360, $5. 85; No. 2676, $6.70. Square 
Deal, 14%-gage, No. 1548 $5 per roll 
net; No. 1760, $5.80; 151% - -gage, No. 
1636, $4. 40; No. 1948, $5.30; No. 2260, 


Staples. — Galvanized, from _ stock 
$6.85 per keg. From mill, in car lots, 
gt per keg, in less than car lots, 


PRESERVING ACCESSORIES.—In- 
itial orders for jar rubbers are in job- 
bers’ hands. It is believed these are 
the forerunners of a good demand for 
preserving accessories in general, al- 
though it is admitted that many retail 
dealers last season carried over con- 
siderable stock. 


We quote from Boston jobbers’ 
stocks: 

Preserving Accessories. — Rubbers, 
Good Luck and Mason, 75c. per gross 
in case lots. 

Kettles.—Aluminum, 4-qt., 95c. each 


net; 5-qt., $1.01; 6-qt., $1.18; 8-qt., 
$1.35. Cast iron, 4-qt., $1.37; 6-qt., 
$1.50; 8-qt., $1.87; 12-qt., $2.30. No 


covers included 


RIVETS. — Manufacturers of copper 
rivets have advanced prices about 10 
per cent, but local jobbing quotations 
have not been changed as yet. 


We quote from Boston jobbers’ 
stocks: 

Rivets. — Structural, button head 
in 200-lb. kegs, $4.10 per 100-Ib. 
base; for lots of less than 200 Ib., 
but not less than 100 Ib. an extra 
charge of 40c. per 100 Ib. is made. 
Iron rivets, small, 40 and 10 per cent 
discount. 


RUBBISH BURNERS.—As the time 
draws near for town regulations on 
fires to become effective, there appears 
to be a slightly better demand for rub- 
bish burners, according to jobbers. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
$2.40 each net. 


SANDPAPER.—In common with a 
very good volume of paint bookings 
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has come some activity in the move- 
ment of sandpaper out of jobbers’ 
stocks. 


We quote from Boston jobbers’ 
stocks: 

Sandpaper.—By the ream, 35 per 
cent discount; by the quire, 30 per 
cent discount. Emery cloth, in 
oe, 5 per cent discount; in quires, 
st. 


SAWS.—The demand for carpenters’ 
saws is classified as “very good” by the 
jobbers here. 


We quote from Boston jobbers’ 
stocks: 
Bucks.—Rigid, $4.50 per doz. net; 


yo No. 2, $4.80; folding extra 
Saws.—Disston line, 18-in., $19.70 
to $22.25 a doz. net; 20-in., $21.25 to 


$30.30; 22-in., $23.45 to $33.05; 24-in., 
ape to $35.90; 26-in., $26.10 to 


: a. — 32-in., 
$1 3 to $19; 30- in., $10. 


SCREWS.—Some cap po set screw 
manufacturing interests have moved up 
prices approximately 10 per cent, but 
as far as can be ascertained jobbers 
here have not revised their auotations. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright, 
72% per cent discount; flat head, 
blued, 72% and 5 per cent discount; 
round head, blued, 70 per cent dis- 
count; flat ‘head, brass, 70 per cent 
discount; round head, brass, 67% 
per cent discount; flat head galvan- 
ized, 57% per cent discount; fiat 
head, nickel, 60 per cent discount; 
round head, nickel, 60 per cent dis- 
count. 

Machine Screws, Etc. — Machine 
screws, flat and round, hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 70 and 10 per cent discount; cap 
screws, square and hexagon, 70 and 
10 per cent discount; lag screws, 40 
per cent discount. 


SHIELDS. — Super grip expansion 
shields have been advanced something 
like 15 per cent by the manufacturers, 
but no change has been so far in local 
jobbing quotations. 


SKATES.—Roller skates are selling 
better than they have before this sea- 
son. Judging from the size of the or- 
ders already placed those retail deal- 
ers who have bought have practically 
nothing in stock. 


SPRAYERS.—Some sprayers are be- 
ing booked by the wholehouse houses, 
but the buying lacks snap. Sprays, on 
the other hand, are going mighty slow- 
ly with a majority of the jobbers. 


We quote from Boston jobbers’ 
stocks: 


Sprayers.—Pints, $3 a dozen net; 


quarts, $4.20 to $6.80; compression, 
ee pump, $3.50. Knapsacks, $33 
a doz. 


STEP LADDERS.—Certain jobbers are 
doing fairly well in the matter of step 
ladder sales, with others are not. Busi- 
ness conditions are due to a disparity 
in prices quoted. 


We quote from Boston jobbers’ 
stocks: 

Step-Ladders.—Paris line, 3-ft., 
$2.70 each, list; 4-ft., $3.60; 5-ft., 
$4.50; 6-ft., $5.40; 7-ft., $6.30; 8-ft., 
$7.20; 10-ft., $9. Discount from store, 
33% per cent; from factory, - per 
cent. Two-In-One line e, 4-f $2 
each; 5-ft., $2.50; 6-ft., $3; 8-ft. $4.48. 
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The GRISWOLD 
Reversible Steel Spindle Damper 


insures easy, perfect installation 





This one feature will make the of the damper. The nickel-plated 
Griswold Reversible Steel Spin- wire-coil handle is strong and 
dle Damper anybody’s choice— forever cool. 
you can’t get it in wrong. The Griswold Steel Spindle Damp- 
one-piece cast iron plate is re- ers come in sizes 3 to 18 inches 
versible. Insert the spindle from jnclusive. Sizes 4 to 12 inches 
either side, and it will lock. The have the patented reversible fea- 
spindle is of one-piece solid ture. Also round and oval de- 
steel with a sharp point that will signs—sizes 4 to 8 inches. Send 


pierce any stovepipe. The hum :; 

of the euiis doens into = for bulletins and prices. 
notch in the plate by turning the THE GRISWOLD MFG. CO., 
handle either way, and insures a Erie, Penna., U. S. A. 
positive lock. The steel ferrule, _ Mokers of Extra Finished Cooking Utensils in 


Cast Iron and Aluminum, Waffle Irons, Food Chop- 


nickel lated 1 ce i pers, Reversible Stovepipe D , Fruit P 
Pp ) n loses the spring, Mail Boxes, Portable Bike Satan tae Mes Plates 


protects it from intense heat, pro- —«"¢ Electric Waffle Irons. 
tects its temper, prolongs the life THE LINE THAT’S FINE AT COOKING TIME 









Trade-mark 
Rega U. S. Pat. Off. 





Griswold Steel 
Damper Clip and 
Tail Piece. Non- 
breakable heavy steel 
plate and spindle. 
. An unsurpassed com- 


% a mo. bination! C awn b é 
a used with or with- 
ng out rivets, 

Stet a z 
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HARDWARE AGE 


March 5, 1925 


Heavy Movement of Seasonal Lines in Chicago 
—Builders’ Hardware Particularly Active 


(Chicago office of HARDWARE AGE) 

HERE has been very little change noted in market 
conditions during the past week. Jobbers report that 
the outlook is very favorable for an excellent spring 
business, but owing to unsettled weather conditions, re- 
Manufacturers are 
busy and report that purchases have been made, in many 
instances covering requirements for quite some time ahead. 
The movement of merchandise at this time is notable, as 
seasonable goods are being shipped out very rapidly. 

hardware are exceptionally 
heavy, and prospects are favorable for a continuation of 
the demand, owing to the large building program now 
under way. As manufacturers are slow in making deliv- 
eries, it would be advisable for dealers to anticipate their 


i) 


tail sales are not up to expectations. 
for builders’ 


Inquiries 


wants in this line. 


Reports from the steel mills show that there has been 


AUTOMOBILE ACCESSORIES. — A 
normal business for this season of the 
year is reported. Prices are un- 
changed. 


We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, $50c. each; 


from jobbers’ stocks, 


regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4lc. each; Cham- 
pion Blue Bo line, 53c. each; A. C. 
Titan, 58c. each; lots of 100, 56c. 
A. C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 


each. 


Jacks.—Reliable Jacks, No. 46, $2.50 


each: in lots of 10, $2.25 each; Ajax 
No. 6, 90c. each; National Standard 
No. 21, $1.20 each. 

Pumps.—Rose, 144 -in. cylinder, 


$1.55 each. 

Chains.—Non-skid, 
3314 per cent discount; 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 31%, $1.20 each: red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Good fall orders are being 
placed, although prices for the coming 
season are slightly higher than those 
prevailing last season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—tThere has been 
no change in price made; the demand is 
good. 


We 
f.o.b. 


dozen pair lots, 
50 pair lots, 


stocks, 
cut 


quote from jobbers’ 
Chicago: Carriage bolts, 
thread, 50 per cent discount: small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.--Manufac- 
turers are getting rather slow with de- 
liveries, and there is an inclination on 
the part of the trade to anticipate 
their requirements. Prices are being 
well maintained. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 





provement. 


this district. 


second quarter. 
are only fair. 


finish, $2.67 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, $3.63 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 
doz.; steel bit-keyed front door sets, 
$1.75 per set; wrought brass bit- 
keyed front door sets, $3.25 per set; 
cylinder front door sets, $7.50 per 
set. 


CHAIN.—Sales are improving; prices 
are firm. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
%-in. proof coil chain. 


$8.50 per 100 lb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% electric 


welded cow ties, $2.75 per doz. 
COPPER RIVETS AND BURRS.—The 
price is trending strongly upward. A 
steady demand continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


CUTLERY.—Current sales are good. 
Prices are strong, and higher prices 
on some items may result. 

DRAIN PIPE CLEANER.—tThere is 
nothing new to report in this line. 
Revised prices follow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: F 
Economy Plumber drain pipe 


cleaner, in 1 Ib. net cans, in lots of 3 
doz., $2.70 per doz.; in lots of 6 doz., 
$2.60 per doz.; and in 12 doz. lots, 
$2.50 per doz, 


Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 


Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 


Hercules boiler liquid, in 1 qt. 
ean. $3 each; in % doz. lots, $2.50 
each; in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. 
cans, $9 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Due to the increased cost of 
sheets, present prices are considered fa- 
vorable. Sales are improving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.;: corru- 
gated conductor pipe, 3-in., $4. 75 per 
100 ft.; plain ridge roll, 1%- in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No price changes; sales 
continue to be satisfactory. 


We quote from jobbers’ 
f.o.b. Chicago: 


stocks, 





a falling off in the number of orders received during the 
past ten days; unless there is an increase in the number 
of bookings made between now and the last of the second 
quarter, it would be impossible to maintain the present 
high rate of production. 
Also, the demand for structural steel is ex- 
ceptionally heavy. Structurals are firm at $2.20 per hun- 
dred pounds, with no shading by leading producers in 
It is expected that between twenty and 
thirty thousand tons of shapes will be placed at this price 
in the West within the next few weeks. 
nails also show an improvement, but this is accounted 
for by the new advanced price of $2 per ton for the 


Sales of pig iron show an im- 


Sales on wire 


Cash sales are not quite so heavy as usual; collections 


Electrical Merchandise.—No. 14 
rubber-covered wire, $7.90 per 1000 
ft.; in 1000-ft. lots, $7.65; No. 18 lamp 
cord, $14.50 per 1000 ft.; in 1000-ft. 
lots, $13.75; %-in. brush brass key 
sockets, 19c. each; two-way plugs, 
60c. each; in lots of 10, 49%c. each; 
one-piece attachment plugs, _§ 13c. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of 50, 
30%c. each; less than case lots, 34c. 
each. 

Radio Supplies.—Radio B mattorsee, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes.—Cunningham and R. C. A., 


$3 list. Discount, 25 per cent. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—An improvement is 
noted in the demand for this line. Pres- 
ent prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $30.38 per 
— rods; 1948-6-14%, $45.92 per 100 
rods. 


FILES.—Sales continue good. Prices 
are unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 


40-10-5 per cent off list. 
FISHING TACKLE.—A large amount 
of business is being booked for fishing 
tackle, both for future and current 
needs. 


GALVANIZED WARE. — There has 
been another upward revision in the 
price of galvanized ware made during 
the week. Sales are active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after-made water pails, gen- 
uine riveted ears, 10-qt., $2.30 doz.; 
12-qt., $2.50 doz.; galvanized wash 
tubs, No. 1, $6.25 doz.; No. 2, $7 
doz.; No. 3, $8.25 doz.; No. 8 gal- 
vanized wash boiler, wood grip and 
handles, $13.75 doz.; 1-gal. tin breast 
galvanized kerosene can, $2.35 doz.; 
1-bu. galvanized baskets, $6.50 doz.; 
1%-bu. galvanized baskets, $8.75 
doz.; 5-gal. galvanized oil cans, gal- 
vanized breast, $6.85 doz.; perpen- 
dicular corrugated light calvanieed 


stocks, 


ash cans, with cover, No. 55, $15 
per doz.; No. 66, $17.50 doz.; No. 77, 
$20 doz.; heavy galvanized after- 


made No. 171, $28.20 doz.; No. 191, 
$37.25 doz.: No. 201, $44. 15. doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales show a slight improve- 
ment. Prices are unchanged. 


Reading matter continued on page 100 
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By lewtwuon Member 


Logical Merchandising |©& . 


In Your Caster Sales— | 


Repteco Nigh Sanding 
NAME - PRODUCT POLICY 











—_ s €or 


Pays a profit! Carrying casters simply as an “accom- 
modation” item is unnecessary. Get down to brass 
tacks! Take a few minutes off and go through the 
recent inventory of your caster stock. Put in at a 
small investment, the Faultless Selected Sellers, a care- 
fully chosen line of casters that will meet ninety per 
cent of your calls. 








The Faultless Demonstrator showing the four kinds of 
wheels in the three necessary sizes, makes a demon- 
strating sale easy and quick. And the Faultless Caster 
Chart gives you the number of the proper caster to 
sell, at a glance. 


Cut out the spoilage, time lost, and “returns”—put 
the profit in your caster sales with efficient Faultless 











i Ne ee : merchandising! 
ay FAULTLESS CASTER COMPANY 
2 eer EVANSVILLE INDIANA 


NOELTING 


FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 








100 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, 
quality, molded hose, %-in., 
-in., 13c. per ft.; 


’ wrapped, %-in., 12c. 
-in., l4c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
ft.; %-in., llc. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Prices have 
moved up a point. Business continues 
on a satisfactory basis. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 87 per cent discount; 
single strength A, 34 to 40- in. 
bracket, 85 per cent discount; single 
strength A, all other brackets, 84 
per cent discount; double strength A, 


all sizes, 86 per cent discount. 

Putty, pure grades, $3.75 per 100 

lb.; commercial $3. 40 per 100 Ib. 
HATCHETS.—Sales are improving; 
prices are firm. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: First reg? hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 "hae , $14.45 
doz. medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—tThere has 
been no change in price since last re- 
ported. Higher prices are looked for. 


We quote from jobbers’ 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, AGRICULTURAL. — The 
demand is good; prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handiles.—Straight, 
— and bored, best grade, 4\,- 
$4.50 doz.; 5- ft., $5.50 doz.; XX, 
aig ft., $4 doz.: 5- ft., $4.80 doz.: X, 
41% -ft., $2.40 doz.: 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and red, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
ferrule and cap, 4-ft., we. 50 
4%-ft., $5. 75 doz.; xx’ bent, 

‘ 5-ft., $5.50 doz.; 
-s bent, 4% ft., $3 doz.; 5-ft., $3.40 
oz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.: XX bent, 4-ft., $4.15 doz.; 4%- 
ft., "$4.40 doz.; X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe Handles. —XX, 4\%-ft., 
$3.45 doz.; X, 4%4-ft., $2.40 doz. 


stocks, 


Garden Rake x andes. —XX, 5%- 
ft., $5.25 doz.; X 5%-ft., $3. 25 doz. 

Shovel Handles. —Regular pattern, 
XX 4%-ft., $5.90 doz.; X, 4%-ft., $3.90 
doz.; D ‘handle, best grade, $7.95 
doz.; X grade, $6 doz. 

Spade Handies.—D handle, best 


grade, $7.75 doz.; X grade, $6 doz. 
HANDLES, TOOL.—Sales are active, 
as local prices are very low. There 
has been a recent factory advance, not- 
withstanding. 


We auote 
f.o.b. Chicago: 

Axe Handies.—No 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest eeetes sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—An improvement is noted 


from jobbers’ stocks, 


in the sale of this line. No price 
change. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Sales are 
normal; prices are firm 


Reading matter continued on page 103 
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from jobbers’ stocks, 
White Mountain, 1- 
$5.65 list; 3-qt., 
38. 25 list; 6-qt., 
$13.50 list; 10-qt., 
” $21. 55 list; 15-qt., 


33.20 list; 25-qt.; 
42.60 list; Arctic, 1-qt., a t; 2-qt., 
$4.60 list; 3-qt., 5 list; 4- =f $6.80 
list; B -- $8. 60 list: 8- . $11. 10 list. 
All the above less 50 per cent dis- 
count. 


INCUBATORS.—The demand is excel- 


We quote 
. ag Chicago: 
1 85 list; 2-qt., 

list; sat. 


lent. Prices are unchanged. 

We oe from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent Pens» brooder stoves, 35 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


LANTERNS.—Current season is about 
over. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Dietz D-Lite, $13 
doz.: with large fount, $14.25 doz.; 
Little Wizard, $8.50 doz.; Blizzard, 
$13 doz. 


LAWN MOWERS AND GRASS 
CATCHERS.—Both jobbers and manu- 
facturers are shipping out orders taken 
earlier in the season. Indications point 
to heavy sales. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 11 in. wheels, $12.35 each; 
ball bearing, 4-knife, 10%4-in. 
$10 each; 16-in. plain bear- 
4-knife, 10%-in. wheels, $8.65 
; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 


each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21l-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 2l-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—A _ steady improvement is 
noted in the demand. Present prices 
are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$2.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
and longer; $2.50 for shorter than 

in. 


OIL STOVES.—No change in price has 
been made. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each ist; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list Superfex 2-burner, $36 each list; 


stocks, 


3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. ts of ten or 


more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—The only change 
in price noted in this week’s review of 
prices is a decline of 2%c. per gallon 
on denatured alcohol. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 


$1.27 per gal.; 5-barrel lots, $1.22 per 
gal 


Linseed Oil.—Boiled, barrel lots, 
$1.29 per gal.; 5-barrel lots, $1.24 per 


gal. 

ee lots, $1.05 per 
gal. 

Denatured Alcohol.—Barrel lots, 
63c. per gal.; steel drum, extra $6, 
returnable. 


White Lead.—100-lb. kegs, $16.75: 
50-lb. kegs, $8.65; 25-lb. kegs, $4.40; 
12%-lIb. kegs, ».* 

—~ Paste. ‘—Barrel lots, 7%c. per 

Shellac.—(4-Ib. soom). white, $3.50 
per gal.; orange, $3.20 per gal. 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
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PYREX WARE.—Sales are holding up 


well. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago 
Bread pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
Casseroles. —Round, No. 167 


doz.; No. 168, $14 doz. ; : No. 182, 
doz.; No. 184, $14 

Casseroles.—Oval, ~ 3 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. $6 doz.; No. 
203, $7.20 doz.; No. a9, $7.20 doz. 

Tea Pots.—2- -cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—Orders are being 
received in large volume. Prices are 
firm, and an advance is talked of by 
the manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Material 
costs are still rising, so higher roofing 
prices are expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.05 per 
square; best grade talc surfaced, 
$2.30 per square; medium talc sur- 
faced, $1.70 per square; light talc 
surfaced, $1.05 per square; red rosin 
sheathing, $62 per ton. 


| ROPE.—Manila and sisal fiber are ad- 


vancing, but there has been no change 
as yet in prices on rope. The market, 
however, is very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 23%c. to 25%c. per Ib.; 
No. 2 Manila, 22%c. per Ib.; No. i 
Sisal, 16%c. per Ib.; No. 2 Sisal, 
15%c. per Ib. 


SASH CORD.—A tendency in the price 
is upward. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: o 7  #4=standard 
brands, $10.55 per doz. hanks; No. 8, 
$12.10 per doz. hanks. 


SASH PULLEYS.—An improvement is 
noted in sales. Prices are firm and un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 


Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No.. 105, 62c. doz.; 
barrels, 48c doz. 


SCREWS.—The market is firm. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; round 
head blued, 76-10 per cent list: flat 
head brass, 76-5 per cent new list; : 
round head brass, 74-5 per cent new 
mei japanned, 72-10 per cent new 

st. 


SCREEN DOORS AND WINDOW 
SCREENS.—A satisfactory volume of 
business is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Screen Doors.—No. 266, 2-8 x 6-8, 


$22.80 doz.; 

doz.;: No. 3 
Wind dow Screens.—No. 

doz.; No. 2433, $6 doz. 


SOLDER AND BABBITT METAL.— 
Prices are unchanged. The demand 
continues good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $42 per 100 Ib.; medium, 45-55 
solder, se N per 100 Ib.; tinners’, 40-60 
solder, $40 per 100 Ib.: high speed 
babbitt Seated. $20 per 100 lb.; stand- 
ty No. 4 babbitt metal, $14 per 100 


No. 296, 2-8 x 6-8, $27 
1, 2-8 x 6-8 $32,10 doz. 
1833, $4.94 
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You don’t even have to hire 
this “Star” Hanger Salesman 


He Draws No Pay 


This “Big 4” star Hanger salesman is responsible for a good 

many thousand dollars worth of sales. He is a “go-getter” who 

produces profits in round, real dollars, and, unlike many star . 
salesmen, isn’t temperamental or erratic. When placed on a 

counter where he can work he makes sales day after day. 


He shows the fine, careful construction and efficient operation 
of the “Big 4” Flexible Door Hanger. He shows its flexibility; 
its smooth-running roller bearings; its heavy material and pro- 
tecting finish, and these features are what sell it. 


We know that this “star” salesman can increase your Door 
Hanger sales; he’s done it wherever he has gone. Give him a 
chance in your store. The National sales representative will be 
glad to see that you get one with your next National order. 


National Manufacturing Company 
Sterling Illinois 
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IKE a faithful friend, the New Im- 

proved Gillette fulfills the promise 

of first acquaintance. In addition to 

absolute comfort in the actual shaving, 

it leads toa perfectly groomed appear- 
ance, so necessary in today’s affairs. 


Four million men already know this— 
but more than twenty-seven million 
don’t. Many of these live in your com- 
munity—they are your customers. 


Tell them! Convince them of the THREE 
REASONS—and make a nice profit selling these 
New Improved Gillettes. 


GILLETTE SAFETY RAZOR CO. 
Boston, Mass. 


“The New Improved 




























Gillet 


SAFETY<<aj—- RAZOR. 


What are these three reasons? 
Your name on a postcard and 
you'll soon know the road to 
greater profit. No obligation 
whatever. 




















You Will Want to Sell Knives That 
Will Give Your Customers 
Satisfaction 








The name R. MURPHY stamped on a knife 
has been a guarantee of satisfaction for over 
75 years. 





A good profit to the dealer and a complete 
satisfaction to the user. If your jobber cannot 
supply you, write us direct. 

Catalogue showing our complete line mailed 
on request. 


Robert Murphy’s Sons Company 
Established 1850 Ayer, Mass. 











Hyco Brand Steak 

Knife, a knife for 

general utility work about the 
kitchen. Long sharp cutting 
edge. 


Here Is the Hyco Brand 
Steak Knife 


It typifies the high quality and workman- 
ship that marks the entire line Hyco Brand 
Kitchen Cutlery. A high grade steel blade 
especially adapted for its individual use 
plus a serviceable handle makes it a prac- 
tical investment for every housewife, 


Hyco Brand Kitchen Cutlery 


a complete line—10 tools in all 


A tool for practically every need in the 
kitchen. Each with stainless or carbon 
steel blades—and white or black glazed 
rubberoid handles. Blade and handle se- 
curely riveted together. 


This line is turning quickly for 
others—it will net you a faw 
profit. Write for particulars. 
Hyde Manufacturing Co. 
Southbridge, Mass., U. S. A. 
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(Veewalions Of a Culley Silesiim 


The Manufacture of Pocket Knives 


By JOHN CASSIN—A Man Who Knows 














OR a complete understanding of this article, the reader is referred to the issue of 
KF Feb. 19, in which the various processes of pocket knife manufacture are illustrated 
by charts graphically elucidating each step. 











BLADES 


then fits the tang for the required pat- 


Blanking LADES are blanked out from best siete ie the case of nail blades, the file is 
, B quality sheet crucible steel. They cut prior to their being hardened and 
Forging are then forged by being first tempered 
brought to a red heat and while in this eee 
Nail Mark condition are struck about ten blows PUNCHES 
, with a drop hammer. The nail mark is Punches are blanked out from best 
Inspection also sunk in this operation. During the quality sheet crucible steel and heated 
forging process frequent inspection is to approximately 1200 deg. Fahr., and 
made to see that the blades when forged Forming while at this temperature are “formed” 
conform to their patterns, and that the to the required shape. This heating 
nail mark has been sunk in its proper process produces the formation of scales 
location, etc. Pickling upon the surfaces, which are removed 
; During the forging the blades are un- by immersion in a proper solution of 
Annealing avoidably chilled, resulting in their being acid. This operation is known as the 
hardened. Because of this it becomes “nickling process.” ” 
necessary to anneal them by slowly in- Tangs After pickling has been accomplished 
creasing their temperature to approxi- Trimmed the tangs are trimmed and the punch is 
Tones mately 1200 deg. Fahr. and permitting hardened. At this stage they are passed 
eneitiie’ them to slowly cool. The tang sides are Hardening to grinders, whose duty it is to grind 
next laid upon a wheel to bring them to down the surfaces and bring up the 
a smooth and true surface. Grinding edges. 
Shapin The blades are now shaped to proper They are then tempered in a manner 
_ size and form by workmen known as not unlike that described for blades. To 
shapers, after which a notch is made in Tempering bring the tangs up to the thickness re- 
the shoulder of the blade to prevent quired by the particular pattern addi- 
obliteration of the blade kick during sub- tional small plates are cut and attached 
Choiling sequent grinding, and also to afford a to the tangs. Preparation of punches 
starting point for the blade edge. This from this point forward does not differ 
process is known as choiling. Tang Plates materially from that described for 
The blades are then brought to a tem- blades. 
, erature of about 1400 deg. Fahr. and 
Hardening et quenched in water to harden them. SPRINGS 
In this condition they are extremely Pocket knife springs are blanked out 
° brittle and break very easily. It is for Blanking in power presses from sheet steel and 
Tempering this reason that they must be tempered afterward leveled. Each spring is then 
to give them the required toughness to Drilling marked for the position of the hole and 
withstand unusually hard service. drilled. Next, they are cut to the re- 
Griadiog After tempering, the blades are side Lengthened quired length for the particular pattern 
ground and swaged, and the edge brought and the ends glazed. 
up thin by grinders. After close inspec- They are now _ bunched _ together 
tion those passed upon are now ready (usually about four dozen to each bunch) 
for the cutler. Hardening held securely together by wire. In this 
Tangs The tangs are next finished or pol- manner they are subjected to a tem- 
Polished ished in a manner not unlike that de- Tempering perature of about 1400 deg. Fahr., and 
scribed under the heading “Blade Fin- then quenched in oil. Next they are 
Mfrs. ishing”; after which the manufacturer’s tempered to a degree that will permit of 
Name and name and trade mark is stamped upon easy yet firm tension upon the blades 
Trade Mark them. The cutler locates the exact loca- Surfaces when assembled into the knife. After 
Tang Hole tion for the hole in tang and drills it; Polished tempering they are straightened to elim- 








Reading matter continued on page 105 
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AnchorBrand 


Stainless Steel 
Kitchen Set 


Delights Every Woman 


Few good housewives can 
resist this good looking 
Anchor Brand Kitchen Set. 
All three pieces have ebon- 
wood handles. Set consists 
of cook’s fork, slicer and 
kitchen knife; blades of 
Stainless Steel. 


There are so many lines 
of Anchor Brand Cutlery 
which can be _ profitably 
handled by every good 
hardware merchant that 
it will pay you to write for 
full particulars and prices 
at once. 


Sold by most good Jobbers 


LAMSON & GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 
















MAGNETIZED AUTO 

To Pick Up Needles MAGNETIC 
Besides being magnetized to Spring Shears 
pick up needles, our Auto No. 7500 


Magnetic Shears attract cus- 
tomers because their keen 


Blades Cut True > ~ 
Clear to the Points \ 


They are held in perfect alignment by 
a Patented Tempered Steel Spring. 


No adjusting necessary. Samples 
sent for inspection. 


Eversharp Shear Company. 
2000 Knowlton St., Bridgeport, Conn. 








Every customer for a knife is a cus- 
tomer for the 






Display them with 
your cutlery! 


ACE HARDWARE 
MFG. CORP. 


Philadelphia 
Chicago San Francisco 
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“HAMMER 


BRAND” ’\= 
POCKET KNIVES 


Our best Advertisement is our 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurried] ‘Ouali ty “fret. old-fash- 
ioned plan In 
“Hammer pond p< Baye you se 
the essential that makes 
knives possible—S KILLED 
WORKMANSHIP. 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
_ Helps we supply. 








NEW YORK 
KNIFE CO. 
Walden, 


New York 
U.S.A. 











Are YOU Earning Your 100% 


on Razors? 


NO MORE GVESS WORK IN RAZOR BV VANG. 


Must Make Good or We i 


The SALESMAN THAT GETS RESULTS 
for You on Straight Blade Razors 


The demand for this type of shaving instrument 
is daily increasing, due to the general dissatisfac- 
ion with the so-called Safety Razor. 

This Assortment Consists of 12 Genco 
Razors. Absolutely Guaranteed. Price to You, 
Mr. Dealer, $12. 

No charge for Cabinet. 


Sold Through Jobbers Only. 


GENEVA CUTLERY CORPORATION 
GENEVA, N. Y. 
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inate any possible warping during the 
hardening and tempering process. The 
inside surfaces of the springs are pol- 
ished preparatory to final assembling. 


BOLSTERS AND LININGS 


Nearly all bolsters are made from steel 
or nickel silver. They are blanked out 
through a die press from the sheet metal. 
After blanking they are dropped or 
stamped in a drop forge. The hammer 
of the forge is so drilled as to produce a 
peg-like formation on the under side of 
the bolster for riveting to the metal lin- 
ing. In this forging the top surface is 
rounded and whole brought up to shape. 
During this dropping process the tem- 
perature of the bolster metal is increased 
considerably so that it becomes unavoid- 
ably hardened. Because of this it is 
necessary that the bolsters be annealed, 
after which they are again dropped or 
stamped (but with not such severe im- 
pacts as before) to smooth all surfaces. 

The metal linings are stamped out in 


Materials 
Blanking 


Forging 


Annealing 


Metal 
Linings 


the rough from brass, steel or nickel 
silver. Holes are located at the ends and 
pierced through at these locations to re- 
ceive the bolsters. After the bolsters are 
riveted to the linings they are passed to 
a trimming press where the edges of 
bolsters and linings are simultaneously 
trimmed to pattern. Then holes in 
bolsters are located and drilled, the com- 
pleted product is now ready to have the 
covering matched to them and riveted 
into place. 

Center scales, always of metal, are 
gotten up in much the same manner as 
that described for knife linings. 

Iron or nickel silver wire is most com- 
monly used as material for rivets in 
pocket knives. In the case of nickel 
silver wire, it is important that its com- 
position be identical with that of the 
nickel silver bolsters in conjunction with 
which it is used. It is obvious that were 
this not done the rivets would show much 
too plainly after the knife has been sub- 
jected to service. 


Piercing 
Trimming 


Drilling 


Center 
Scales 


Wire 





“Main Street’ Merchandising OGurns Cutlery 
Stock 4 Gimes a Year 


able Chas. Brown & Sons, 871 Market Street, 

San Francisco, Cal., to turn over its cutlery 
stock, valued between $4,000 and $5,000, four times a 
year. 

The stock is displayed in a flat wall case that sep- 
arates the two aisles of the store. As you walk down 
the aisle past the cutlery department, near the store 
entrance, the display is on your right side, which is 
an important thing, because, as Llew Soule says, “the 
right eye is the trigger eye and in the average man 
focuses more quickly than the left.” The knives, as 
may be seen in the photograph, are mounted on green 
velvet panels, suspended by hooks. In back of the 
panels is the stock. 

A customer enters the store for a knife. He wants 
a jack knife, but is not exactly sure of the type that 
he desires. He tells a clerk what he wants, and all 
that the clerk has to do is to push aside one of the 
glass doors which protect the knives from dust and 
atmospheric conditions, take down one of the panels 
of jack knives and allow the customer to select the 
type that he wants. Beneath every knife is a button 
showing the number and price of the knife. Every 
knife is fastened to the panel by invisible wire. 

As soon as the customer has made a selection, in 
which he is always assisted by the clerk, who informs 
the purchaser about the different points of the va- 
rious knives, the clerk turns and takes down one of 
the boxes of knives from the shelf, disclosed by the 
absence of the panel, and opens it in front of the 
customer on the counter. 

He then inspects the knife, puts a drop of oil on 
the spring, at the same time explaining to the cus- 
tomer why he does it, and then polishes the blade 


1) ISPLAYS, demonstrations and special sales en- 


with chamois, collects the customer’s money, and 
while waiting for change shows him some razors, or 
carvers, etc., which frequently results in another 
sale. 

There is no indecision, no dilly-dallying around, no 
confusion. The customer is well served, he has an 
opportunity to inspect a large and assorted stock, 
and he is made to feel that he is receiving personal 
attention of a very high and satisfactory kind. 

When we mentioned demonstrations in connection 
with cutlery at the opening of this article, there may 
have been some who involuntarily raised their eye- 
brows. We will therefore explain that at regular 
intervals Chas. Brown & Sons arrange a window 
display, and a display inside the store, showing 
stainless steel knives in process of being tested. 
Some of the knives are immersed in a glass or in a 
test tube of vinegar, others are stuck into a lemon 
or an orange or an apple. Some are buried in mus- 
tard. Others are covered with a solution of acid. 
A display of this kind is easy to arrange, it is at- 
tractive and colorful, it looks interesting and unu- 
sual, especially in a hardware store, with a man in 
surgical apron standing beside the table, watching 
the knives, testing them, and explaining the nature 
of stainless steel to the curious ones collected 
around him. 

Whenever a display of this type is on, it is either 
accompanied or followed by a special sale of stain- 
less steel kitchen and pocket knives. Needless to 
say, it invariably results in a marked increase in the 
volume of business. 

Last year a special sale of this kind was held. 
Window displays were put in, displays in the store 
were arranged, advertisements which stressed the 

(Continued on page 112) 
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John A. Ditz, 


merchant of Oskaloosa, Iowa, tell how 
she had beaten the peddler at his own 


game, 

Mrs. Roberts told members how she 
got up early, went into the country, 
across the tields, over hill and dale, 
right into the farmers home, sold him 
equipment, household hardware, brush- 
es, in spite of weather conditions. 
When the weather became fair and the 
roads more comfortable the peddlers 
swarmed out to the small hamlets, only 
to learn that Mrs. Roberts had been 
there first and had sold the farmers 
and town folks to capacity on their cur- 
rent needs. This intrepid hardware 
woman charged hardware men with 
laziness and said that the peddler could 
be beaten with energy, ambition and 
hard work. 

Robert Murray, Honesdale, Pa., led 
a question box discussion on the ad- 
visability of selling goods on the in- 
stallment plan. It was generally agreed 
that on a $65 item, $2.50 down and 
$2.50 a month was poor policy. Other 
topics discussed at this time were: 
Should displayed goods have visible 
price marks? How can banks help 
finance merchants? Advantages of in- 
corporation, and Price Services. 

R. J. Atkinson, Brooklyn, N. Y., said 
price services should be paid for and 
free price services opposed. 

Harold W. Bervig, N.R.H.A., urged 
dealers to keep more accurate records 
so that they might easily and properly 
determine when and how much profits 
had been made. 

Hugh Riner, hardware retailer, ex- 
plained installment plan of paint sell- 
ing. One merchant reported spending 
$70 advertising this plan without a 
single response. Another dealer was 
in favor of the plan, and said that 
American people had been educated to 
buy on the installment plan and that 
he believed the public will come to deal- 
ers and ask for the installment paint 
plan. 

Hugh McKnight, Pittsburgh, said 
country has reached its saturation 
point for installment buying. George 
W. Sprowls said continuation of in- 
stallment buying will bring a panic. 
Mr. Murray advised dealers to tie up 
closely with local banks. Ernest Johan- 
nesen, Baltimore, Md., said the install- 
ment or financing plan made dealer 
lose his identity with customer. 

It was decided that small items usu- 
ally carried in five and ten cent stores 
were profitable to handle. 

One member called attention to a 
letter written by the Rice Hardware 
Co., Hammonton, N. J., to Liew S. 
Soule, editor, HARDWARE AGE, and pub- 
lished recently in that publication. 
This letter was a strong urge for hard- 
ware manufacturers to standardize 
catalog page sizes as a step toward 
economy and for the convenience of the 
trade. 

Insistence upon prompt payment of 
outstanding accounts was urged upon 
members by Frank J. Semple, sales 
pannene of Henry Disston & Sons, 
nc. 

“There are five cardinal weaknesses 
among retail hardware dealers that re- 
tard progress,” said Mr. Semple. 
“First. Injudicious buying of stocks 
that no one cares to purchase, or over- 
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buying. All dealers are carrying more 
goods than they need. Many dealers 
do not know their cost of doing busi- 


ness. They should buy sparingly and 
often. 
“Second. Loafing, or the tendency 


to apathy in allowing accounts to be- 
come long overdue. When an account 
remains unpaid ninety days all the net 
profits are gone. It is necessary to 
dun delinquent customers until they 
have paid, otherwise they will remain 
away from your store and purchase 
elsewhere. On the other hand, if you 
insist on immediate payment of an 
overdue account the customer will con- 
tinue to deal with you. 


Poor Salesmanship Drawback 


“Third. Keeping antiquated accounts 
that you cannot understand. Modern 
methods of bookkeeping provide means 
of determining at any time the condi- 
tion of one’s business. 

“Fourth. Poor salesmanship. In 
spite of the handicap of being stran- 
gers, hardware peddlers have been able 
to sell enormous quantities of goods 
because every canvasser is a thorough- 
ly trained salesman and knows the 
psychology of selling goods to suspi- 
clous and unwary housewives. 

“Fifth. Tone in the store. Do not 
call your clerks help. If they are sales- 
men, give them that title. If you can 
increase the self-respect of your sales- 
men, human nature will make them 
more zealous to sell your wares. 

“Retailers cannot hope for a let-up 
in competition. It will increase as time 
goes on. The next five years will see 
the chain-store idea undergo enormous 
expansion, and unless you get ready 
you will ‘lose out.’ I would suggest 
that you follow out the idea of depart- 
ment stores in making prominent dis- 
plays of bargain-price articles. Give 
interesting demonstrations, and if there 
is no annual fair in your town, start 
one.’ 


Watch on Opportunities 


George M. Gray, president ‘of the 
National Retail Hardware Association, 
said hardware dealers are failing to 
take advantage of opportunities that 
are presented to them, and they will 
never again have the same opportuni- 
ties. He cited automobile accessories 
as an example, saying that wher this 
business first started automobile own- 
ers looked to the hardware stores for 
accessories, but that retailers were not 
interested, with the result that special 
stores sprang up in all communities to 
cater to this enormous business. 

“The next five years will show rapid 
strides in business,” said Mr. Gray, 
“and the dealer who is not progressive 
will not survive the pace. No man is 
entitled to be successful unless he takes 
an interest in the community. A mer- 
chant’s code of ethics calls upon him to 
act as purchasing agent for the com- 
munity in which he lives. He must 
study the needs of the people and learn 
to anticipate their wants. 


Soule on Peddler Menace 


Llew S. Soule, Editor HARDWARE 
AGE, speaking on “The Glorified Ped- 
dler,” said in part: “He wants to be 
called a salesman, a solicitor, a repre- 
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New President Pasha Associatio 


sentative of some large organization. 
That word ‘peddler’ punctures his 
pride, and is the best possible weapon 
against this menace. Stamp the ped- 
dier with his true name. Educate the 
housewife to see him back of his veneer, 
as a peddler, and his sales will slump. 

“In the quiet leisure of their homes 
thousands of American women are 
turning over to peddlers millions of 
dollars which should go into the cash 
register of the retail merchant. The 
consumer usually pays more for the 
peddled goods than she could buy the 
same or better quality for at her local 
stores. 

“The modern peddler pays little or 
nothing toward the improvement or up- 
keep of the communities where he oper- 
ates. He lets his easy going merchant 
competitor pay the taxes, which build 
roads, operate schools, and furnish po- 
lice and fire protection to the citizens. 
He not only deprives the merchant of 
business, but he makes that merchant’s 
customers pay him for taking money 
out of the community. 

“The peddler has gained his growth 
because he started in a small way and 
we tolerated him. We became accus- 
tomed to him and let him grow. Now 
we find that he has grown into a real 
menace—that the few dollars he for- 
merly took from our towns has grown 
to millions. 

“Remember, every sale made by a 
peddler is a sale taken from some re- 
tail merchant. 


Peddling Economically Unsound 


“Peddling does not belong to the 
established order of merchandising. 
As a general system it is economically 
unsound. It places too heavy a burden 
on the consumer and the community. 
Consider the vast number of items 
needed in the average community. The 
hardware store alone carries 6000 
items. The other merchants’ each 
carry thousands of items. 

“If each separate item or line were 
to be sold only by canvassers it would 
require a thousand peddlers to serve 
the average community. Each peddler 
would make from 1 to 100 visits per 
year. 

“Can any intelligent person figure 
out how it would be more economical 
for a community to pay the expenses 
and salaries of a thousand peddlers 
rather than allow a reasonable profit 
to a few local merchants? What would 
happen if peddling became the general 
accepted system of distribution?” 

Mr. Soule recommended concerted 
action through a better business associ- 
ation comprised of all retail mer- 
chants in a community. He urged that 
such an association tell the housewife 
the facts, show her that she is bothered 
to death by peddlers, and educate her 
to admit no one who does not carry a 
card signed by the better business 
commission. He also suggested water- 
proof signs to be tacked on walls of 
houses, doorsteps and over doorbells, 
reading “No peddlers allowed,” or to 
that effect. 

William B. Munro, president and gen- 
eral manager, Supplee-Biddle Hard- 
ware Co., Philadelphia, Pa., gave a 
very thoughtful discourse on “Buying 
and Selling.” 
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J. H. Williams, 


Incoming President 





Calvin M. Nichols, 


Treasurer 





W. C. Fuller, 
Retiring President 











Retailers Discuss “Glorified 





Peddler” at Boston 


Joseph H. Williams Elected President of New England Hardware 
Dealers Ass'n at Meeting in Boston, Feb. 23-25-=-Record Attendance 


HOSE in charge of the thirty-second annual 
convention and exhibition of the New En- 
gland Hardware Dealers’ Association at 
Boston, Feb. 23, 24 and 25, not only provided a 
well balanced list of speakers and subjects, but 
had on hand the largest number of exhibitors on 
record. In addition, the convention attracted the 
biggest crowd attending such a convention. 
W. C. Fuller, W. C. Fuller Co., Mansfield, Mass., 


president of the association, presided. 

Joseph H. Williams, Burditt & Williams Co., 
Boston, was elected president of the association 
for the ensuing year; R. P. Adams, Elwood 
Adams, Inc., Worcester, Mass., first vice-presi- 
dent, and Henry Duncan, Henry Duncan Corpora- 
tion, Everett, Mass., second vice-president. Sec- 
retary George A. Fiel and Treasurer Calvin M. 
Nichols, both of Boston, were re-elected. 





Mr. Williams was chairman of the 
convention committee and Calvin M. 
Nichols, who is treasurer of the as- 
sociation, chairman of the exhibition 
committee. The association, accord- 
ing to reports submitted, has had a 
prosperous year and is in good finan- 
cial standing. 

The question box was one of the 
most interesting phases of the con- 
vention to the average retail dealer. 
Of the various problems discussed at 
these sessions, the first presented, ““Do 
you believe in selling paints on the 
installment plan,” created more dis- 
cussion than any other question pre- 
sented, and came bobbing up during 
the other topics discussed during the 
entire three days of the convention. 

Those in favor of such a plan and 
those who are not were quite evenly 
divided. 


Installment Plan on Paint Sales 


Many interesting as well as amus- 
ing incidents in paint merchandising 


were brought out. There were those 
who believe the retail hardware dealer 
is slowly, yet gradually getting in 
over his head on the _ installment 
method of selling merchandise. There 
were others who said the plan as pre- 
sented was not as attractive as it is 
when stoves, washing machines and 
some other lines of merchandise are 
concerned, because with the stove and 
the washing machine the dealer has 
something to fall back on—he can get 
back his merchandise if the customer 
does not live up to his contract. On 
the other hand, it would be difficult 
to get paint off a house once it is 
applied. 

Opposition maintained by paint 
dealers in various localities are famil- 
iar with the selling possibilities under 
the installment plan presented, and 
will obtain the business if the hard- 
ware dealer does not warm up to the 
proposition. The taking of the auto- 
mobile accessory business in many lo- 
calities by the garage was cited as a 


case in point. The question was asked 
during discussion, how many in 1924 
sold more than six house painting 
jobs, and there was a liberal showing 
of hands. 

The question of the retail hardware 
dealer’s responsibility in the matter of 
notes signed by the paint customer ap- 
peared a big bone of contention in the 
question under discussion. In connec- 
tion with this subject it was brought 
out that the extra cost of paint to the 
consumer under plans already pre- 
sented varies from 10 per cent to 12 
per cent. Three or four voiced the 
opinion that the public will buy lux- 
uries on an installment plan, but not 
necessities, consequently they doubted 
the wisdom of entering into the plan. 
One said he had sold paint to painters 
on long term credit for years, and will 
be glad of the opportunity of getting 
his money quicker, as he will under the 
installment plan. 

The Glorified Peddler and ways of 
driving him from business was an- 
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other interesting question up for dis- 
cussion. One man said: “After ail, 
he is nothing but a peddler. His job 
is growing harder every day. Time 
was when he could walk down a street 
with forty houses and sell almost 
every house. But today he finds 
thirty-eight of every forty houses have 
a washing machine, or an iron, or a 
percolater. One way for the retail 
dealer to drive the peddler off the 
streets is to maintain a stock, and by 
so doing impress on his community 
that he is giving service.” 

How to compete with the chain 
stores was under discussion. One of 
the best arguments presented was that 
while 5c. sales are not advocated 
for the hardware trade, they are un- 
avoidable. Being unavoidable’ they 
should have their special place in the 
store, a special counter, and be played 
up as 5c. goods. The retail hardware 
dealer should sell standard goods, and 
not junk. When a customer wants a 
5c. article, it should be impressed on 
him that he is buying one. In connec- 
tion with this subject it was quite gen- 
erally agreed the retail hardware 
dealer should not make a sale at less 
than 5c. If a customer wants one 
or two screws, for example, he should 
be charged not less than 5bc. 


Business Becoming Science, Says 
Lamson 


Some striking and therefore inter- 
esting figures were presented by Ar- 
thur C. Lamson, Marlboro, Mass., on 
the hardware business in general. 
“Business,” he ‘said, “is becoming a 
science. Equipment, raw material, 
labor supplies, production, costs, con- 
sumption, markets and marketing 
methods are some of the problems be- 
ing studied with ever increasing in- 
tensity by the retail merchant. 

“Weather conditions are a very im- 
portant factor in causing fluctuations 
in business from month to month. 
February is the low month in business 
in Northern States. In that month, 
investigation has disclosed sales are 
41 per cent less than the average 
month in the year. May is consid- 
ered the peak month, when sales are 
26 per cent greater than for the aver- 
age month, and 116 per cent larger 
than in February. 

“July is the average low month in 
Southern states. Sales in that month 
approximate 16 per cent less than for 
the average for the year. December 
is the peak month, sales being about 
23 per cent above the average and 48 
per cent above the July. In California, 
February is the low month, with sales 
about 18 per cent below the average 
of the year, while December is the 
peak month with sales running some- 
thing like 13 per cent above the Febru- 
ary sales. 

“One authority, as a result of pre- 
liminary studies, says that during the 
past five years changes in business 
conditions effect prices paid by hard- 
ware retailers and retail sales in very 
nearly the same ratio. For instance, 
in 1920, hardware prices rose 23 per 
cent, while average sales were 20 per 
cent larger than in 1919. In 1921, 
prices dropped 22 per cent and sales 
20 per cent. In 1922 there was com- 
paratively little change in prices or 
in business as compared with the 
previous year. In 1923, prices aver- 
aged 5 per cent higher, while sales 
increased about 6% per cent. In 1924 
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prices declined a little more than 3 
per cent, while sales fell off about 5 
per cent. Thus the physical quality of 
hardware sold fluctuates within nar- 
row limits. 

“In the past ten to twelve years, the 
volume of retail hardware business 
has increased something like 8 per 
cent per year, or 80 per cent in ten 
years. Hardware prices, as compared 
with 1914, as near as can be deter- 
mined, are 75 per cent higher. The 
United States census indicates that 
from 1910 to 1920 the number of hard- 
ware merchants increased 4 per cent, 
which compares with a gain of 15 per 
cent in population. 

“This means that the number of 
people per store in the United States 
increased 10 per cent in that period. 
If this trend has continued during the 
past three years the comparison, from 
the retail hardware dealers’ stand- 
point, will be even more unfavorable, 
particularly if it is taken into consid- 
eration that the quantity of goods 
made in this country has increased at 








R. P. Adams 
First Vice-President 


least 35 per cent in the last ten years, 
while the volume of hardware sales 
has remained almost stationary.” 

Dr. Henry E. Crane, a Methodist 
Episcopal pastor of Malden, Mass., 
gave an address during the opening 
session, entitled “Business at the Bat.” 
It was punctuated with baseball slang 
delivered in such a manner as to ham- 
mer home the argument and bring 
many on their feet at the conclusion. 
“The man at the bat is the central 
figure in the game,” he said, “because 
what the teams do depends on what 
he does. A government occupies the 
same position. During the existence 
of this civilized world three types of 
rulers have been tried out. The pro- 
fessional soldier was the first. The 
second type to be tried out was the 
professional religionist, whose methods 
were more supple and gave more 
power. It knew all the mysteries of 
the upper and the lower world. 

“The third type to be tried out is 
the professional politician. He is at 
bat today. 


Business Man’s Turn 


“The business man 100 years ago 
had no standing as a social factor. To 
be in trade was a disgrace. The less 
one did the bigger gentleman you 
were. The business man is the most 
important and impressive figure in the 
social circle today. We are looking to 
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him today to take over the govern- 
ment of the world. We are urging 
him to go to the bat. Today a man 
is not a gentleman unless he does work 
—some, at least. If he does not he is 
a bum. I believe we are coming to 
a period when if you don’t work you 
won't eat.” 

The rise of the business man to his 
position in the world today, according 
to the opinion of Dr. Crane, is based 
on four main factors: First, the 
realization of a few men that it was 
absolutely necessary to have faith in 
your fellow man. The modern credit 
system was born with those men, and 
big business was possible. Second, co- 
operation. Dr. Crane graduated from 
college with the idea that competition 
is the life of trade, but he is now con- 
vinced it is the death of trade, and 
that cooperation is the real life of 
trade. 

Third, a code of business ethics. 
Business has found out it has to ob- 
serve certain things. Fourth, the aim 
of business is not profits, but service. 
The business man may be in it for 
all there is in it, but he is not talk- 
ing that way. He is talking service, 
because, after all, ,“the one great thing 
that we can take with us into the 
great adventure called death is not 
dollars, but the fact that we have been 
of service to humanity on this earth.” 


National President’s Message 


George M. Gray, Coshocton, Ohio, 
president of the National Association 
of Retail Dealers, gave a spirited ap- 
peal to hardware men of New England 
to join their state organization. “It 
is his duty,” he said, “not only to him- 
self, but to his community, state and 
country.” Every man who does not 
read his hardware magazine has lost 
an opportunity. In speaking of the 
many problems that confront the re- 
tail hardware dealer today, Mr. Gray 
said he thought one of the best ways 
for him to hold his trade was to ar- 
range his tables, fixtures and general 
store layout so as to be attractive to 
the public. It has been definitely 
settled in the minds of many, he said, 
that the cost of doing business by the 
retail dealer cannot be materially re- 
duced. 

The retail dealer must discard goods 
that sell slowly and substitute new 
lines that will sell. Purchases must 
be made carefully and in relation to 
turnover. The retail dealer to be suc- 
cessful, he said, must make a study 
of the needs of his community and his 
customer, so that he will not tie up 
his capital in merchandise that does 
not sell. The retail dealer who does 
study community requirements can 
bring to his association something of 
value, and if the retail dealer is to 
remain in business during the next 
ten years he must exercise his belief 
in cooperation. 


Profits in Radio Goods 


The practicability of the retail hard- 
ware dealer handling radio goods has 
been one of the leading subjects of 
discussion among New England mer- 
chantmen for a year or so. Oppor- 
tunity of learning what can be done 
with such merchandise was offered at 
the convention, through an address by 
Charles Taylor, manager Radio De- 
partment, True & Blanchard Co., New- 
port, Vt. 
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On the Guarantee Evil 


(Continued from page 63) 





making a sale stay sold, and my experience 
has been that if all retail merchants will 
talk QUALITY and the care of a knife 
while making the sale and less talk of 
GUARANTEE AND BRING BACK 
IF NOT SATISFIED the number of 
replacements will be greatly reduced. 

“If a knife shows a flaw or imperfection 
in the workmanship it is our desire to have 
it returned to us, but it is not a fair trans- 
action to the manufacturer, jobber or re- 
tailer to give a purchaser a new knife if he 
has used it six months to a year just because 
he becomes dissatisfied with it through the 
sales argument—IF NOT SATISFIED 
WITH IT BRING IT BACK. 

“The thought has often occurred to me 
whether a guarantee does a service to a 
customer or an injustice to their earning 
power. ‘This is a very much misunderstood 
word that is being worked overtime by 
many of the manufacturers, jobbers and 
retailers. I have observed that more than 
one salesman will guarantee their merchan- 
dise unconditionally if for no other reason 
than to put the sale over. 
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““A jobber’s part, as I see it, is to help 
the retailer make money and you cannot 
make money for any retailer by having 
goods returned for replacement through 
dissatisfaction brought on by unconditional 
guarantee salesmanship. , 

“In selling your merchandise, Mr. Re- 
tailer, impress upon your customer that 
the article you are showing is in your 
judgment the best line that you can buy 
—make him value the quality of the article 
by bringing out its good points so that he 
will not abuse it and if he does misuse it, 
he will be ashamed to return it. Make 
your sales talk constructive and profitable 
by talking QUALITY and not destructive 
by inviting him to bring it back. 

“T recall to mind a conversation with a 
merchant who handled a line other than 
the one I was selling and when I asked 
him to look over my line he inquired “What 
guarantee do you put on your knives?’ I 
told him ‘We guaranteed our line free from 
flaws and imperfection.’ He laughingly 
said ‘Young man, the line I have is guar- 
anteed unconditionally and it matters not 
what our customer does with the knife, we 
are encouraged by the jobber to give him 
a new one and the factory from whom they 
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Every pattern-maker wants one. 

Every carpenter, cabinet-maker, 
glazier needs one, 

It will soon become the last tool 
in his kit with which he would part. 

For putting leather fillets on pat- 
terns it has no equal. 

To operate simply put brad in end 
of set, and place set against material 
into which brad is to be driven, and 
push brad to desired position. 

Works in hard as well as soft 
wood, leather, etc. 

If one hand is engaged in holding 
a piece in place, grasp barrel of set 
between first and second fingers, and 
pull until magnetic ram is exposed, 
when it will readily pick up brad, 
which has been thrown on bench or 
other convenient place. 

No nail set required, as brad will 
be set beneath surface far enough to 
cover with putty or wax. 





The yo Ram ‘Picks "Em oy in a Jiffy 


H. ‘& A. MARK WELL MFG. CO. 


PROFIT 


MARKWELL MAGNETIC BRAD SET 
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the Trick 
176 FRANKLIN ST. 
NEW YORK, N. Y. 
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(Your Jra de 


(o Cyclone is the fence buyers know and 

want. For years the Cyclone Fence 
G) Company has been building a name 
and reputation that mean profits to 
dealers who sell Cyclone products. 
Month after month powerful National 
Advertising in the leading publications 
is increasing demand for this superior 
fencing—making it the unparalleled 
leader for dealers. 


If you are not getting your share of the 
big profits on Cyclone “Red Tag” 
Fence, Gates and Products, start now. 


Write for latest catalog, No. 14. 
CYCLONE FENCE COMPANY 


Factories and Offices: 

Waukegan, Ill. 

Newark, N. J. 
Western Distributors: 

Standard Fence Co., Oakland, Calif. 











The 
**Red-Tag,’”’ 
The Mark 
of Quality 


Styl e “F” 
Fabric for 
erection on 
wood posts. 
Furnished 
in 10 and 20 
rod rolls 








PRUPERTY PROTECTION PAYS 


Knows Gyelone / 


Cleveland, O. 
Fort Worth, Tex. 





Northwest Fence & Wire Works, Portland, Ore. 
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buy will replace it.’ I asked him ‘Did 
their salesman tell you that?’ and he re- 
plied ‘Yes.’ I said, ‘Mr. Merchant, that 
man has done you a big injustice—he is 
destroying your business rather than build- 
ing it up. If all your merchandise was 
sold with this understanding it would not 
be long before you would be out of busi- 
ness. You are entitled to a profit on your 
merchandise as it goes over your counter 
and the only sale which does you any good 
is the one that stays sold and this is your 
only guarantee for a healthy and success- 
ful business. Our pocket knife manufac- 
turers retain their help on their merchan- 
dise anchored down as sold and not on the 
unconditional guarantee slogan. 

‘I wish to quote a sentence from a letter 
I received from a man whom I consider 
one of the best informed cutlery men and 
whose judgment I greatly respect. 

“I feel that this is an opportune time 
for the American pocket cutlery to merit 
a high standard as recognized before the 
war and follow a sales policy of quality 
production that will secure the confidence 
of salesmen and of the trade and to elimi- 
nate the demoralizing guarantee practice. 

‘Let us pull together and forget this 
very much abused word and sell our mer- 
chandise without the strings of BRING 
BACK IF NOT SATISFIED GUAR- 
ANTEE attached, and it will be a step 
in the right direction into a new era of 
profitable pocket knife merchandising. 

“(Signed) ArtHur J. WoopLanp, 

“Special Representative Cutlery . Div., 

Remington, Minn.” 





Abolish the **‘ Unconditional 
Guarantee”’ 


EFERRING to an article in the issue 

of Feb. 19th, “The Unconditional 

Guarantee,” I would say that it appeals to 

us as one worthy of consideration and will 

be brought up at our next merchants club 

meeting for discussion. There is nothing 

gets a merchants goat quicker than the un- 
fair claims that purchasers make. 

Hoyt Hardware Co., 
Wellsville, N. Y. 








In Appreciation! 


“Couldn’t get along without HARDWARE AGE.” 
CoLVIN & Co., 
Osawatomie, Kan. 
“We enjoy HARDWARE AGE and find it helpful.” 
HUTCHESON HpDwWE. Co., 
Sandersville, Ga. 
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Publicity Is Answer to “Peddling 
Evil” 


(Continued from page 69) 





possible publicity to the incident by reporting in de- 
tail court proceedings and convictions. Such news- 
paper stories have been found of the greatest value in 
Toledo. Crooks in every field of thievery watch the 
newspapers and give a wide berth to towns where the 
police are alert. 

Cooperation on the part of the newspapers, how- 
ever, should extend farther than this. Every merchant 
organization should have a permanent publicity com- 
mittee, and this committee should be in constant touch 
with the newspaper editors. At reasonable intervals 
the editor should be asked to run editorials dealing 
with the position of the local merchant and his claim 
to support by the general public. A committee rep- 
resenting the merchants of the city naturally repre- 
sents the biggest advertisers in the newspapers, and 
as naturally, is entitled to, and will receive, every con- 
sideration at the hands of the newspaper editor. It 
is, however, of the utmost importance that no shadow 
of an attempt be made to force a newspaper or to give 
the slightest color to a claim that pressure was being 
brought to bear to obtain favors solely on the ground 
that the merchants were advertisers. Anything of 
that kind would immediately arouse the hostility of 
the editor and eliminate every possibility of real co- 
operation. 

Further newspaper publicity can be obtained 
through special meetings called by the Chamber of 
Commerce to discuss different phases of civic improve- 
ment and progress. At such meetings debates could 


be run which wouid *r:'«©» out the harm done by the 


peddler and th .. “f the merchant. The local 
papers will gl-. . © yeporters to attend such 
meetings and w «.. » ent of the proceedings, and 
publicity of this © .- «?remely desirable. 

I now come to tiie ‘«a*ure of the proposed campaign 


which offers possi}‘:iies of much greater value than 
even its aid in combatting the peddler. Individual 
stores have from time to time employed a house-to- 
house caller whose duty it is not to take orders, but 
simply to create good will. Such a missionary is 
usually a woman, and is, of course, selected on the 
basis of good personality, engaging manners, and the 
ability to make herself at home under any circum- 
stances. In the case of the individual store this mis- 
sionary inquires as to whether the house she calls at 
is dealing with that store, and if so, what kind of 
service she has been getting, etc. I believe a visitor 
of this type, acting not only for a single merchant, but 
for the whole merchant body of a town, would prove 
a tower of strength in the war on the peddler, and 
would also prove a very important factor in stimu- 
lating trade and good-will all along the line. The ex- 
pense of maintaining such a missionary would be 
negligible when divided among the merchants, but 
the greatest possible care should be taken in getting 
the right person. She should be a good dresser, a 
good talker, know the store she represents thoroughly, 
be genuinely interested in her work, and possess an 
unusual amount of energy. Her salary ought to be a 
generous one, and it would probably be desirable to 
furnish an automobile for her use. Such a person 
might be found among the buyers of the town, and 
another likely place to look for her would be in the 
ranks of the school teachers. If the right type was 
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Why Witt Cans Pay 
the Biggest Profits 


Dealers have always made approximately 
six times the usual profit with Witt Cor- 
| rugated Cans and Pails—because in this 
nationally known and advertised product 
| —the quality has stood out so clearly 
that buyers immediately recognized them 
| as the one economical buy. 





Now there is an added feature—a guar- 
antee tag wired to the handle of each 
Witt can. It opens the way to greater 
profits than ever. 





Don't let another week slip by without 
entering Witt profits in your books. A 
display of several cans in your window 
will do the work. , 


Get in touch with your jobber today, or 
write: 
Department D 


The Witt Cornice Company 


Cincinnati, Ohio 


Manufacturers of 


Wii i 


CORRUGATED 
*CANS and PAILS’ 


—and the Brighton Line of medium weight cans and pails 


ideal for the special sale. 
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tained in service of various kinds which she could give 
and in information she would collect for use in the 
mailing lists. She would also be a clearing house for 
that great mass of complaints which customers carry 
home with them and which never reach the head of a 
1925 store except by accident. ' 

A final feature of the campaign is suggested by a 
very clever idea which has been carried out very suc- 
cessfully in one town of my acquaintance. In this 
town the merchants send a joint letter to their com- 
bined mailing lists at the close of each year. This 
ANKS that know the hardware business from a | letter reviews in a breezy, interesting way the various 
hardware man’s point of view are not many in the improvements which have been carried out in the 
Unied States. | town during the past year, points out the part the 
| The Mechanics & Metals National Bank of the City of merchants have played in bringing about such im- 


— : ] found, valuable by-products of her work would be ob- 
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New York is particularly fortunate in that its official provements, and tells of the things which it is hoped 





staff numbers those who have had actual experience im will be accomplished in the year that is opening, and 
the hardware business. : . 

extends, of course, the usual New Year’s greetings to 

ay sueentonre do at year vegeta hag my = the recipients. In such a letter naturally there will 

FS See Se ee ee ee oe sae be no attacks or complaints against peddlers or any- 


and permit us to show you what a combination of know- 


how and ample resources can accomplish. body else. Good-will and optimism are its keynotes, 


| and as a piece of indirect propaganda it can be made 
highly effective against the peddler. 

There is just one more word I would like to say: 

THE “The Lord Helps Those Who Help Themselves” is one 


MECH AN I CS & MET ALS po gr nig gpg sors eee of no exceptions and 
NATIONAL BANK 


OF THE CITY OF NEW YORK } 














**Main Street Merchandising” Turns Cutlery 
Capital, Surplus and Profits, $26,500,000 Stock 4 Times a Year 

















(Continued from page 105) 
fact that paring knives are continually being lost 
“Wonderful investment for making clean-cut signs, and very were run in the newspapers, and a special price for 
easy to operate.”"——-Adams Hardware, Delmar, N. Y. paring knives—not one, but two—were announced 
for one week’s special sale. The point was to sell 
See i ae a ae two knives to as many persons as possible, instead 


of the usual way of selling only one knife. 
The idea “‘took,” and at the end of the week at the 
ae rie tae Se Fo ane 2 closing of the sale the sales record for paring knives 
——— neem ame (which may be seen) disclosed the fact that 75 
i dozen knives had been sold. 

It wasn’t so much the novelty of the idea or the 
effort that had been put into the sale that made that 
result possible. It was all in the way in which it 
| | he | . was done. It was assumed at the beginning of the 

3 , , sale that it would be successful, everything possible 

° was done to make it successful, details were attended 
Makes Signs That Sell Goods to properly, and the result speaks for itself. 
With the Showcarder your clerk can make up signs, 
cards, streamers and price-tickets that will look like 


real brush and pen work. On Cassin’s Cutlery Articles 


These will direct attention to the goods for sale. Cus- 
tomers can see the price without asking. Goods will Y belief is that the cultery articles 
you are publishing are well worth 
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move quickly—sales will jump—profits will increase. 
This practical outfit does not require skill or experience 














—anyone can use it successfully. The picture shows keeping and every hardware man should 
a streamer under way. It soon returns its cost and the have a library for the purpose of having 
cost is less than you might suppose. h eailiin teil i; taal aan 
When not in use it requires only 6% inches of shelf a — wT © 
space. We guarantee complete satisfaction. times. 
Write for Folder and Prices. I trust you will have those articles com- 

piled and surely every hardware man would 

—=Snowcarden —_— be glad to subscribe for the book. 
Inc. (Signed) W. M. Prrxrns, 
2332 University Ave., St. Paul, Minn. A. Baldwin & Co., Ltd., 








New Orleans, La. 
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The Stranger at the Gate—of Every Town 
By William Ludlum 


HE day was breaking when he came— 
A stranger with an unknown name, 
But ere the shades of night were due 
He’d cleaned the town up through and through 
And left a wake of woe. 
The well-filled pack he bore at dawn 
Was emptied, all its load withdrawn; 
A little here, a little there 
He left upon each thoroughfare 
As he kept on the go. 


He boasted neither card nor sign 
To indicate his special line; 
His name he never gave at all 
At any place he stopped to call; 
But no one seemed to care. 
He spread his wares and told his tale 
And seldom failed to make a sale; 
Folks listened to his selling song 
And bought before he moved along— 
To the next victim fare. 


And while this stranger sold the town, 
The merchants, each with gloomy frown, 
Were wondering, though the sun was bright, 
Just why their sales had dropped from sight, 
And some are wondering still. 
But those who have been watching o’er 
The men who sell from door to door, 
Those unknown men who come and go, 
Are well aware what checks the flow 
Of cash in every till. 


The day is breaking when he comes— 
No noisy instrument he strums; 
But sales he makes to leave his mark 
Before he vanishes as dark 
Of evening settles down; 
And while you merchants wonder why 
Your stores are void of folks to buy— 
The unknown marches on his way 
To clean up somewhere else next day; 
Perhaps—yours is the town! 


Profits You Should Have 


Here is a Power Lawn Mower you can sell. 
Built by a pioneer house, specializing in Power 
Lawn Mowers. Standard 4-cycle motor; air 
cooled, magneto equipped, enclosed transmission, 
Timken Bearing cutting unit, and separate clutch 
control for traction wheels and cutting unit. 


yo Jacobsen 
NY 19-Inch Power Lawn Mower 


The lightest, most compact, simple and 
sturdy Power Mower built; suitable for 
moderately large lawns or lawns with 
numerous obstructions and terraces. Mows 
two acres a day on a gallon of gas. Does 
the work of two or three men with hand 
mowers. Sells at a very moderate price. 
Parks, cemeteries, schools, hospitals, 
clubs and private homes offer you busi- 


S ness. 

, Liberal sales and 
advertising helps. 
Write for  litera- 
ture and plan. 


ae os Mfg. 



















We also man- 
ufactuwre the 


amous ., 
Jacobsen 4- 
Acre Mower Dept. DD 


Putting 
Green Mower 
Estate Mower 


\\ Racine, Wis. 
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Knife Sharpener 











Beauty The Aristocrat 
of Sharpeners 
Utility 
Durability —— an 
Combined 
Retail $1.00 wette fer 
Jobbers’ 
2 Discount 
THE PHILLIPS-LAFFITTE CO. Phila., Pa. 
SOLE DISTRIBUTORS Penna. Bldg. 





























Combines the Packer All-Steel Kitchen Cabinet and Rapid-Vire Gas Range in one. 
Saves time, wasted steps and kitchen space for the housewife. Means quick, profitable, 
sales and lots of them for the dealer. Write for catalog and prices today. 


THE OHIO STATE STOVE & MFG. COMPANY 
Main Office and Factory, Columbus, Ohio 


The KAB~RANGE 
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‘Waste’ and ‘‘Glorified Peddler’ Discussed 


call on you your credit is bad; you | 


are too grouchy, or he feels that he 
cannot waste time talking with you.” 


Urged Standard Catalog Page Size 


Mr. Sears thanked HARDWARE AGE 


for its suggestion that a standard 
catalog page size be adopted by 
hardware manufacturers. The speak- 


er said that such a plan put into oper- 
ation would effect economy of material 
and time. 

Following a supper at the Hotel 
Burritt given with the compliments 
of New Britain hardware manufactur- 
ers, the question box discussions were 
opened under the chairmanship of 
Vice-President Alfred Rosenberg. 

Leon Schwartz, president of the 
Nutmeggers, a newly formed hardware 
salesman’s organization, outlined the 
plan and ideals of that organization. 


Question Box Discussion 


Discussing “‘waste,” one member said 
waste could be eliminated, by limiting 
such lines as those where several num- 
bers are stocked, and only a few sizes 
are popular sellers. F. T. Blish, South 
Manchester, commented on the great 
waste of time. The chairman said 
there was a great waste in advertising, 
and urged dealers to change copy and 
newspaper advertising more frequent- 
ly, and told them that unless their 
advertising space was used intelligent- 
ly, it was a waste instead of an invest- 
ment. 

Allyn Fuller, Canaan, believed that 
accurate records, particularly in re- 
gards to stock and purchases, would 
help to curb extravagance in retail 
store operation. He said members 
should pay more attention to sales 
records, and should try to arrange for 
a definite advertising appropriation. 
Mr. Fuller also thought retailers should 
pay more attention to legislation, par- 
ticularly where pending bills affected 
retailing. 

George M. Gray urged members to 
follow Mr. Fuller’s suggestions, par- 
ticularly the one pertaining to legis- 
lative matters. 

Ted Lyford, Torrington, said he had 
used successfully the Woolworth idea 
in selling radio parts. 

Seymour Sears said that a dealer 
could make no money on five cent sales, 
even if he sold a 5c. bolt every five 
minutes for eight hours a day for as 
he pointed out, the total sales would 
only be $6, and if the goods cost noth- 
ing you lost money on the day’s work. 

Several members took issue and 


expressed the opinion that many five 
cent sales 


induced larger purchases 








at Connecticut 


(Continued from page 71) 


and were essentially a part of the com- 
munity service, and that such service 
would prove to be good investments in 
the long run. 

George Gray told dealers to display 
goods where they could be seen, “‘don’t 
hide them.” 


The “Glorified Peddler” 


In discussing means of combatting 
the Glorified Peddler, Mr. Hallock sug- 
gested that instead of making resolu- 
tions condemning the peddler, mer- 
chants should beat him at his own 
game, hire better canvassers to sell 
vacuum cleaners, washing machines, 
brushes and other lines by house to 
house solicitation. Mr. Lyford sug- 
gested making commission salesmen of 
delivery men. 

Chas. J. Heale, Associate Editor, 
HARDWARE AGE, cited the experience of 
peddlers in Garden City, L. I., where a 
limited time, prohibitive size tax on 
unaffiliated peddlers has made this pro- 
fession unprofitable in that town. He 
also told how newspaper publicity in 
Jamaica, L. I., had been very effective, 
through the efforts of the Board of 
Trade. In answer to the chairman’s 
query, regarding legislation on the sub- 
ject, Mr. Heale expressed the opinion 
that the peddler could not be kept away 
by legislation, but that he could be 
taxed locally because he was doing 
business in a town without contribut- 
ing any part to the maintenance of 
police and fire protection, adequate 
school equipment and good roads, all 
of which are paid for in part by the 
legitimate merchant. More effective 
than legislation or taxes, would be 
concerted cooperation of the various 
merchants in any community, he said. 

A dealer from Southport said that 
three or four days following the visita- 
tion of some peddlers several robberies 
occurred in that town, a fact which has 
resulted in an emergency police ruling 
preventing house to house peddlers 
from doing business for the time being. 

Mr. Gray said don’t legislate against 
the peddler, but start influencing the 
people of your community to patronize 
local merchants by starting such a 
movement in your own home. 


Gilman Beats Peddler’s Game 


A. Gilman, Putnam, told how he beat 
a brush peddler at his own game. 
Having learned that this man was 
coming to Putnam, this merchant pur- 
chased a full set of the peddler’s line 
of brushes, and placed them in his win- 
dow with visible price marks alongside 
of which he made a display of the line 
of brushes he carried in stock, also 





visibly price marked at his regular 
prices, which were considerably lower 
than the peddler’s prices on each item. 
This little stunt tripled this merchant’s 
brush business in one week and must 
have given the peddler an awful jolt. 

It was stated by another speaker 
that as soon as you got rid of 
one menace another develops. He 
said that in 23 stores out of 50 he 
visited last month, he found doors 
which were hard to open, and which 
were too narrow to permit a good sized 
person to enter comfortably. He urged 
dealers to pay more attention to the 
small details of business. 

Mr. Lyford very enthusiastically 
recommended that hardware merchants 
consider a radio department. He told 
of his own experiences and said that 
though there were difficulties, as in 
every other line, radio was a valuable 
and proper adjunct to retail hardware 
stock. 

Chairman Rosenberg recommended 
that in the month of February hard- 
ware dealers place a picture of Wash- 
ington and Lincoln in their windows 
as a means of drawing attention. He 
said there were many other months 
which contained the birthdays of fa- 
mous men and women, and that the 
plan need not be restricted to the month 
of February. 


Among the resolutions passed were 
an indorsement of paint simplification 
to 24 colors, the condemnation of a 
somewhat prevalent practice whereby 
factory employees obtain at cost vari- 
ous hardware items, to be used by 
friends, hardware manufacturers were 
urged to adopt the standard catalog 
page size and a summer rally was 
advocated for members of the associ- 
ation. 


O. B. Towne, of New York Univer- 
sity, New York City, was the speaker 
at the annual banquet which termi- 
nated the convention. 

Members spent Friday morning 
visiting the factories of P. & F. Corbin, 
Corbin Screw Corp., Landers, Frary & 
Clark, Russell & Erwin, Stanley Rule 
& Level Co. and Stanley Works. 


All those who arrived in New Britain 
early on Thursday, attended the 
luncheon at the New Britain Rotary 
Club, which proved to be a real hard- 
ware meeting in itself. The president 
and chairman, was sales manager 
Taylor of Corbin Screw Corp. Those 
who spoke were George Kimball, presi- 
dent, American Hardware Corp., Clar- 
ence Bennett, president, Stanley 
Works, Pat King, Stanley Works, and 
Seymour Sears, who spoke as a hard- 
ware salesman. 
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New Catalog! 


If contemplating store 
changes you will want 
i a copy of this encyclo- 
pedia of Store Fixtures 
for reference. 


75> Ger 


Magnetize Your 
Store Front 
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Plan Now for Spring Selling 


Decide right now, that the beauty of your store will attract trade—its 
arrangement induce purchases—your equipment accelerates sales. Let 
Warren show you how. 

Warren Sectional Hardware Fixtures are designed to sell goods and 
speed turnover. Merchandise systematically arranged—quickly located— 
easily handled and readily replenished. More goods can be sold in a 
given space, with less clerks, less stock and less depreciation. 


And here’s help that shows you how—the new 1925 Warren catalog just 
off the press—virtually a text book of modern merchandising methods. 
Shows methods others are using successfully—how you can start in a 
small way and add additional Fixtures later as desired. 


Our Service Department will gladly help you plan your store—write us today. 


J. D. WARREN MFG. COMPANY 
159 N. State Street, Chicago, Il. 
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Put new life into your store front. Like 
a magnet Flexlume’s bold, snow-white 
raised glass letters by day and brilliant, 
solid letters of light by night will attract 
and draw trade. 


Unlike the ordinary electric sign, Flex- 
lume works for you both day and night— 
proclaiming your name and business more 
boldly and at the same time more favorably 
up and down the streets in your locality. 


Learn how thousands of Flexlume elec- 
tric signs have helped increase the business 
of hardware merchants—and can help you. 
Write for photo-prints, showing a variety 
of installations, and full information re- 
garding your needs. 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 


Phone: “Flexlume’’—All Principal Cities 


Factories also at Detroit, Los Angeles, Oakland, Calif., 
and Toronto, Ont. 
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ina Jiffy! 


ND now — an expansion shield that 
you drive home with a hammer. No 
slow, laborious turning with screw driver 
or wrench. Speeds up work fully 50 per 
cent. The nail simply expands the metal 
—the shield itself holds the load. Per- 
mits use 6f the fixture itself as a templet— 
insuring neater work and saving of time. 


DRYVIN 


Tested and approved by New York City Bureau of 
Buildings. Used by Telegraph and Telephone Com- 
panies, Public Service Co. of New Jersey, David Lupton 
Sons Co., Philadelphia, Erec- 
tors, Electrical Contractors, 
Plumbing Contractors, Sign 
Companies, Awning Com- 
panies, Builders, etc. Send 
for literature describing this 
remarkable expansion shield 
device. 


SAMPLE KIT 
Dryvin Expansion Shields, 
Dryvin Drill Point and Chuck 
Dryvin shields, Dryvin drill point 
of Vanadium steel and special 
hand chuck that makes drilling 










faster and easier. Specify type 
of work and size of shields de- 
sired. Complete outfit—list price 
—averages $1.60. $ 
Special offer. ....cccess 

Dryvin Sizes 
3/16x HA” %x1l” %x1%” 
5/16x1%"” %x2” Yyx2%” 





LOXIN Expansion Shields 


One half inch shorter than ordinary shield, saving 
time in drilling. Jam collar keeps expansion at 
bottom of hole. Won't work loose. 


STAR EXPANSION BOLT CO. 
Established 1900 
147 CEDAR STREET NEW YORK CITY 
Full Stock carried at following branches: 
Philadelphia Chicago Los Angeles 


Boston St. Louis Seattle 














Montreal 
Toronto 
Winnipeg 
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VARNISH STAIN 


"to “0s 
- * 

© SL De ee Le ew eat we ne PE EN Sn : 

i -* ae 

ew I Pent comet te ge ene coe ne Oe 


wr» OO an & eemette Gee & 
ial ts 


“Tan, 


Stihl Piate Glass shht 





Cash Register Bells 
Make Pleasant Music 


LISTEN! 


T’S the most natural thing 
in the world that the sale of 
So-E-zy Household Specialties 
shouldkeepclimbing. Itdoesn’t 
take long for the householder 
to know where the So-E-zy 
family of Varnish Stains and 
Finishes gets itsname. Andany 
one product boosts sales for all 
the others. 


With service and distribution 
arrangements of this profitable 
line all that can be desired, the 
alert dealer needs but a mini- 
mum {stock and yet attains 
maximum turnover. 


But it takes more space than 
this to tell you about So-E-zy 
and our special profit plan. 
Send us your address and we'll 
promptly relay the good 
news to you | 


« 


CAINT AND VARNISH OCIVISION 


Standard Plate Glass Company 


General Offices 


PITTSBURGH, PENNSYLVANIA 
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“Red Devil’’ 
Plier Display Boards 


HE dealer who has not yet put this 

“Red Devil” Silent Salesman to work 

has surely been missing an opportunity 
to double his tool sales. 


Its attractiveness serves as a gentle reminder 
that you are selling “Red Devil” Pliers, 
known and used the world over. 


“Red Devil” Plier Display Board No. 205 shown here 
comprises a complete selection of popular selling 
pliers—39 in all—ranging from the long chain nose 
plier for delicate work, to the lineman’s sturdy side 
cutting tool. A plier for every mechanical need— 
each can be relied upon to give satisfaction. Size of 
board 18 x 36 inches. 


Enterprising jobbers and dealers have long felt the need for 
a display of this kind and appreciate its sales-building value. 


SMITH & HEMENWAY CO., Inc. 


Mfrs. of “Red Devil” Tools 
98 Coit Street, Irvington, N. J. 









Send for 
the “‘Red 
Devil’’ Dis- 
play Board 
Book show- 
ing the 
complete . 
line of 
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What the 


old-timers 
tell ’em 
helps you sell ’em— 


and in practically every 
metal-working plant in 
America, where precision 
and accuracy are factors of 
production, you'll find the 
men whose skill has built the 
reputation of their product— 
the foremen, the toolmakers 
and patternmakers, the lead- 
ers in the shops—are consist- 
ently and persistently selling 
the younger men and ap- 
prentices on the accuracy 
and quality of Starrett 
Tools. 


Write for Catalog No. 23 
oe 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS. 


7744 





Sell Starrett To 
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EMPRESS VALVE GRINDING TOOL 


HE Empress Valve Grind- 

ing Tool, designed for 
use with an ordinary bit brace, 
provides a most handy tool for 
the man who takes care of his 
own car. Practically indis- 
pensable in the public garage. 





Made with a swivel head, it 
permits grinding from an 
angle. The jaws may be ad- 
justed to fit any valve head 
with holes drilled in the top 
or may be removed altogether PS, ata A Sy 
for a valve having a slotted mA VES GRUIN! NG OOP 
head. The jaws open up to 
1% inches and close to % of 
an inch. The tool is 4 inches 
long over all. 


OUMDVUSM 





Counter Display 


Well made, it will stand An attractive display—tells the whole story at a 
ong eee 4 fens, KS cnene glance. It takes up but little counter space; seven 
ret , ’ inches high, nine inches wide and two inches deep. 


sheet metal, the shank is made ment 
from steel rod. Finished in Holds twelve Empress Valve Grinding Tools. 


black enamel. 





Se ce eceocswned $6.00 Each 
List Price....... 20¢ Each 
Actual Write for Descriptive Bowen Products Corporation 
Size Folder No. L-AF48 Auburn, New York a Minneapolis, Minn. 
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ANIL 


The “Home Town” Customer 


The Smiths, Browns, Jones—about every family 
in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 


Screen Wire Cloth. 


Because every home his family visits and every 
family that visits his home usually bring up the 
subject of Screens. 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 


MMM au 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


HULL 
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Window hints that 


sell Crescent Tools 
















| “Dad says theres 
tee SS we ra eet ¥ pris 


| for tuning up the car« 
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These attractive cards in your 
window will help you to cash 
in on the widespread demand 
for more and better tools to 
assist car owners, farmers and 
housekeepers in the tasks of spring overhauling and re- 
pairs. Use them along with the Crescent display boards 
for a Crescent Tool window. Or fit them in with other 





seasonable displays. They are 
equally effective either way. 
The upright cards are the new 
“duplex” style for a quick 
change—or they can be 
divided and used as four separate cards. There is 
no charge for this display unit. Ask your jobber or 
write us. 








CRESCENT TOOL COMPANY, 206 Harrison St., Jamestown, N. Y. 


Originators of the CRESCENT WRENCH 
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For Very Hard Work 


There are times when a mechanic wants a wrench 
for work that is out of the ordinary. 


That’s the time to sell him an out of the ordinary 
wrench, 


Such is the All-Steel Coes Wrench which is made 
in seven sizes: 6” to 21”. Let him pick his size. 


Don’t worry about the results—the All-Steel 
Coes has the backbone to come thro’ intact. 


Your Jobber will supply you. Send for Catalog. 


COES WRENCH CO. Selling Agents 
J. C. McCARTY & CO., 29 Murray St., New York 
6é e 4 99 
aa ie Sines 2E6e JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES, __ 8 Rue de Rocroy, Paris, France 
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Planet Jr. advertising 
works for you! 


These are samples of Planet Jr. advertisements 
appearing now in national and sectional farm 


papers of great circulation. This advertising 
sells gardens to your customers and the seeds, 
fertilizer and Planet Jr. Seeders and Wheel Hoes 
to make them. 


This “Grow what you eat” idea is a merchan- 
dising plan perfectly simple and sound. There’s 
money in it for you because there’s money in it 
for your customers. Tie up to it. Ask for free 
electros of this copy to run over your own name. 
Give a window display to gardens, and be sure 
to feature the Planet Jr. tools to make them. 


Behind every Planet Jr. dealer is the force of 
Planet Jr. advertising plus the reputation of 
more than half a century of making good imple- 
ments at fair prices. Planet Jr. implements 
make money for the Planet Jr. dealer because 
they give the farmer the quality and length of 
service he expects from Planet Jr. Why not 
be the Planet Jr. dealer? Write us for details. 


S. L. ALLEN & CO., Inc., Dept. 18 


Largest Manufacturers of Specialized 
Field and Garden Implements in the World 


5th and Glenwood Ave. Philadelphia 


Display 


Pp 
“Planet vr.” 
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CORBIN 
SCREW 





PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 


ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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HoLLow Screws 
from the Hands 


of Specialists 


The special problem in Hol- 
low Screws is getting the 
strength that your customers 
need, and expect. 


The only Specialists in Hollow 
Screws have produced for you the 
cold-drawn ALLEN—30% stronger. 


The specification of special-analysis 
alloy steel; the cold-drawing proc- 
ess; the scientific heat-treating; all 
are the work of hollow’ screw 
specialists. 

So an order for “‘Allens”’ is a draft 
on the time of these specialists—on 
their skill and experience with every 
problem in the making and using of 
hollow screws. 


We're telling these things to the 
buyers of set screws in their business 
papers, and again in attractive circu- 
lars. The circulars bear our Dealers’ 
imprints; would you like to see the 


latest? 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
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Package Sandpaper 


Requires no wrapping 
No Questions Asked 
Ten Cent Sale 

No Waste 

Assorted for all Use 
Creates Sales 

Made for Dealer and 


User 


, fe 
_ Sheet Sandpaper 


Requires Wrapping 
What Grit? 

Five Cent Sale 
Broken Quires 

Limited Use 

Sold on Demand Only 
Made for User Only 


For Small Sales 


Sandpaper sold in package form is 
cash business with small investment 
and steady turnover. Wetordry, the 
original waterproof sandpaper, is also 
available in package form for the 
householder who paints his own car or 
refinishes his furniture. 


Make sandpaper pay—easy sales and 
profits on sales to small users (the 
package way) or selling in sheets to 
the journeymen. 





Minnesota Mining & Mfg. Co. 


799 Forest St. St. Paul, Minnesota 
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Some Reasons Why It’s “Oil-Rite” 


Here are a few of the principal reasons why :— 


Automatically — ~~ eupeaey Hence the name. No grease or oil 
cups to fill and attend t 
DOUBLE FLANGE. IN CRANK CASE —s prevents oil 
from e.2 out and water or dirt from work 
NK CASE IS on WITH SUBSTANTIAL HINGE 
for easy handling of case 
SHANE’ EWABLE BRONZE “SLIP IN” BEARINGS ON PINION 
SUCTION AND DISCHARGE VALVES ARE ACCESSIBLE 
——s - pratt pipe connections. Suction valves are removed through 
an ole. 

a ag ne ROD is drawn bronze. VALVE SEATS are poonee 
of 2 gri UPS securely screwed into valve decks. CYLINDER 
LINE STU FI ING BOX GLANDS, VALVE STEMS, NAND 

PRINGS are bra 

CROSSHEAD GUIDE IS PACKED to prevent entrance of water 
into crank case 

GEAR AND MAIN BEARINGS — CAST INTEGRAL, in- 
suring perfect alignment of all moving part 

GE are machine cut and fully ae for safety. 
You can easily see why the Oil-Rite is one of our most popular pumps 
with the trade. 

Complete Pump Catalog Free 


THE DEMING CO. _ Est. 1880. SALEM, OHIO 


The nearest distributor will work with you for mutual profit. 





ee Southern sa Company 
Ts + ¢e%¢0see+ eed Henion & Hubbell, 217-221 | noe St. 
ES Sr ee Hendrie & Bolthoff Mien & Supply Co. 
is ins i heSGs HAS Hebees 4EM Standart Bros. Hardware Corp. 
i vcivduceceteadecusivee tel English oan & = Or Co. 
ck <<iuneyedde (hee vs.one sss +aemeaaaeneen ompany 
i, .cpeseuSe vies sense vebel Central Supply Company 
RIC cnt cos Sib deeb eensdane cone Sydnor Pump & Wells Co 
PITTSBURGH......... Harris Pump & Senoly Co., 316 Second Ave. 








Crane Company 


Detail View of our 
Oil-Rite Double Act- 
ing Piston Pump. 
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Motor Mowers—30” Walk- 


| Why Dealers Stick to the “PHILADELPHIA im. Pye gi" mui 


Combination Roller and 
wn Mower. 


4 
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As 


When the same dealers stick to the same make of Lawn Mowers, year after 
year, it is pretty strong proof that they are good sellers, pay a good profit, 
and give good customer satisfaction. 
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Customers see no reason to change and dealers therefore find it easier to 
sell a person a new model of a make they already know, use and like, than 
to try to talk them into buying some new make they know little or nothing 


about. 
GENUINE 


LADELPHIA 


Lawn Mowers come in so many different models (25 in all) 
that selection is made easy for customers and sales are 
made easy for dealers. 


18 Hand — 4 Horse — 3 Motor 
Send for No. 25 Cataleg and Discounts 


The Philadelphia Lawn Mower Co. 
3lst and CHESTNUT STS., PHILADELPHIA, PA. 


“The Original People in the Lawn Mower Business Since 1869” 
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Styles ‘“‘Graham’’ and 
“a’’ All Steel, Prac- 
tically Indestructible. 
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DIXONS | 


SILICA- GRAPHITE 


may be highly recommended to meet your calls 
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for a high grade protective paint for metal and 
wood work. 


For over sixty years it has maintained a repu- 
tation for quality, long life and economy. Long 
service records of from five to ten years are not 
uncommon, and when judged on “cost per year of 
service’ it is more economical than “cheaper per 
gallon” paints. 


Write now for Booklet 40-B and dealer prices. 


Joseph Dixon Crucible Company 


Jersey City, N. J. Established 1827 
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Easy to Attach—Holds Door Securely 


Slight Pull of Chain Releases Lock a \-— a 





a 
. 
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This necessary fixture for every garage is simply and quickly installed 
with a hammer and screw driver. It holds the door open against the 
strongest winds, absolutely preventing the possibility of the door swinging 
and damaging the car. The lock is released with one slight pull of the 
chain. A dependable holder to save time and trouble every day in the 
year. 


GRIFFIN GARAGE DOOR HOLDER 


(Catalog No. 1914) 


Adapted to either right or left hand by merely reversing the keeper. Each 
part is carefully made of wrought steel to stand its share of strain. Is 
strong enough to hold the heaviest garage door made. Finished ve 
or Galvanized, and packed with screws and full instructions for a g 
No garage is complete without them. 


For Use on Public Buildings 


Churches, theatres, schools, or any public buildings having doors opening 
out represent another large market for this remarkable product. Write 
for complete details today. 


t GRIFFIN MANUFACTURING CO. 


45 Warren St..New York ERIE 9 PEN NA. TAW. Lake St.,Chicago, Ii 
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The largest factory in the world devoted to the 
manufacture of Tubular and Clinch Rivets 


, Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, large 
scale production, the elimina- 
tion of waste by the use of 
efficient machines, the hearty 
cooperation of satisfied em- 
ployees and specialization, the 
Tubular Rivet and Stud Com- 
pany has for 50 years manufac- 
tured rivets that are the recog- 
nized standard in their field. 


R&S 
O 
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Coast Representative: J. T. McDevitt, Postal Tel. Bidg. 
San Francisco, Calif. 


TUBULAR RIVET & STUD 
COMPANY 


| BOSTON 
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Where Sales Reach 
400 Batteries a Month 


When a Hardware store in a city of 138,000 
population sells on an average of 400 Dry 
Cell Batteries a month it proves the great de- 
mand for things Electrical. 


This store has built up a wonderful business 
in Dry Cell Batteries, Flashlights, Bulbs, Elec- 
tric Light Bulbs and other Electrical Goods. 


They carry a large stock, display it promi- 
nently and tell customers how to get real serv- 
ice and satisfaction out of the articles they buy. 
They regard the use of Novel Fixtures and 
Display as one of the chief factors in mak- 
ing sales. 


Every Hardware store in a locality where 
Electric Current is available can do a propor- 
tionately large business if it employs the right 
methods. 2 


Electrical Goods is the medium that will tell 
you which methods to employ. 


ELECTRICAL GOODS 


239 West 39th Street 
NEW YORK CITY 
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Personally Conducted Sales 


— With the assistance of 


CHENEY wo ROYAL GRINDERS 


The most efficient salesman in the world can’t 
be in two places at one time. Neither can he 
always make opportune suggestions that might 
mean additional sales. 

A Cheney or Royal Grinder fastened on your 
counter invites that personal touch that almost 
always leads to “hand in hand” sales. . 

Best of all, a grinder can be featured in every 
part of your store and conduct itself in a manner 
becoming a “star” salesman. 


Just Give Them a Chance and They'll 
Earn More Profits for You 





4” x 1” Wheel 








Royal Grinders are the best that high quality 
material and skilled workmen can produce. At- 
tractively finished in Royal Purple Paint and 
nickeled pressed steel rest. 


Made in five sizes, one of which can be equipped 
with a Mower Knife Attachment for farm use. 


Cheney Grinders—A popular priced line made to 
meet lower priced market and especially adapted 
to requirements of the home and small shop. 
Exceptionally well made and finished in Blatk 
Enamel with a cast iron rest. Furnished in four 
sizes. 


Make it a point to write your Jobber for 
prices and descriptive circulars for your 
trade. Let him help you increase your 
grinder sales. 


S. CHENEY & SON 
Manlius, N. Y. 
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New Britain 





NONE BETTER 


(j)Socket Wrench Sets 














Compact! 


The No. 201 set consists of 
eight accurately machined 
and properly tempered 
sockets, screw driver socket 
and L type 14” hex steel 
handle, in handy hinged 
enameled steel box. Can 
be stored away in pocket or 
any convenient corner of 
the car, and is an ideal set 
for any car. 


No. 3—Similar to No. 201, but 
has only six sockets. A popular 
set with the average car owner. 


No. 5 Ratchet—A husky ratchet: 
drop forged, accurately machined, 
small head, reversible adapter. 
Ideal in combination with any 


NONE BETTER Socket Set. 
No. 200-S Speed Brace—De- 


signed primarily for a rim wrench; 
in combination with any NONE 
BETTER Socket Set, will be 


found convenient for many uses. 


No. 30—A popular combination. 
consisting of a No. 3 set and a 
No. 200-S Speed Brace. 


Sold through Jobbers only 


Prices are right; profits sure. 
Write for complete socket wrench catalog 


The New Britain Machine Co. 


. 198 Chestnut Street 


Connecticut 
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The All Metal 
WEATHERSTRIP 
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Economy appeals to the Hardware Dealer 


because it comes in neat handy cartons and 
is easy to handle. It sells fast, and the 


a 


| / margin of profit is generous. 
f 7 
| | Big Profits 
Thousands of hardware men have doubled 
their weatherstrip business by stocking 


Economy. There are no waste ends, 
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Attractive Carton 


Complete equipment for one door or window 
with instruction sheet and nails, is con- 
tained in handy cartons. To make han- 
dling easy for dealers, they are put up in 
boxes of two dozen cartons. Costs no more 
than cheap, temporary strips. Come in 
two sizes of windows, 36” x 36” x 36” and 
42” x 42” x 42”, and two sizes of doors, 
36”’ x 84" and 42” x 84”. 





Onn e. One 







STRIP 


Exclusive Features 


Economy All Metal Weatherstrips are all 
bronze and will not rust. Anyone can in- 
stall without removing the window. It 
does away with storm windows and saves 
25% to 40% of the fuel bill. Keeps out 
dust, dirt, drafts, rain, and snow. 


Applied with Equal Ease 


on Doors 
Economy makes doors air-tight and can be 


installed in a jiffy. 
Advertising Plan with Counter 
and Window Display 


Our Sales Plan with Advertising Leaflets and Display Card makes selling 
easy. Hardware jobbers and dealers are furnished also with small sample 


windows completely equipped with “Economy” for ag aed purposes. An 
unusually attractive counter and window display is being prepared and 


will soon be ready for distribution. 


Economy Metal Weatherstrip Co. 
2531 Homer St. Chicago, Ill. 
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ECONOMY 


| i 
8 ECONOMY METAL WEATHERSTRIP CO. 3-5-25 . 
‘ 2531 Homer St., Chicago - 
: 1} Send prepaid 1 box Economy Metal Weatherstrip size . 
s 36°°x36"'x36" ‘ni ; | > ft 
- 42°'x42"’x42" containing 24 cartons, complete equipment for 2 
* doz, windows. sl a ae | 
: O Send prepaid 6 cartons, size + a gg» I complete equipment - 
a for 6 windows as a sample order. Q 
; O Send full information with samples. No obligation whatsoever. : 
a a ee Re ' 
' | 
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W. D. 
ALLEN 
MANUFACTURING CO. 


Pioneers in the Manufacture of 
Lawn Sprinklers—Founded 1887 


568 W. Lake St. G9 Warren St. 
CHICAGO NEW YORK 


ALLEN Makes the Country’s 
ONE Complete Line—Nationally 
Distributed Through Jobbers 








This is Allen’s BUSY, one of the best water dis- 

tributers on the market. Can be retailed at a 

popular price. An excellent sprinkler for use 

where there may be sand or grit in the water. 

Saraninnd sprinkler head, throws water in large 
ops. 
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ALLEN 
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ee —---— Sauna 


This is Allen’s PRESTON, long a favorite with 
sprinkler users everywhere. Has a carefully fitted 
brass head, which runs smoothly and throws an 
attractive spray; covers a 35 foot circle at 30 Ibs. 
pressure. 
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Allen’s JUSTRITE spray nozzle is a sturdy cast 
brass article—withstands hard knocks. [Each noz- 


zle factory tested under actual water pressure. 


If you now sell Justrite Nozzles and want an elec- 
tro of the illustration above for your newspaper 
advertisement, write us for electro No. 125-H, 
and mention your jobber’s name. 
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FNNSYLVAN| 


Quality 


LAWN MOWERS 





Sales Helps Do 
Boost Sales 


To enable dealers who sell Pennsylvania 
Quality Lawn Mowers to tie up with our ex- 
tensive national advertising, for their greater 
profit, we will provide the following sales 
helps free of charge: 


Store, Window and Car Cards 
Colored Poster 
Handsomely Lithographed 
Window Trim 
Counter Folders 
“How to Have a Fine Lawn” 
and other folders 
Book of Illustration Cuts 
for Your Store Advertising 


Cards and folders imprinted with your name. 


If you stock, or have ordered, any of our mowers, 
send us a memo of the styles and the name of your 
jobber and we will promptly supply you with the 
above sales helps. 


OF? 
FOUNDED | 1877 
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—a Cleveland Stone 
product will do 

the work—do it 
well 


From grinding wheels for precision work 
in industry to the humble knife sharpener 
in the household, there is a Cleveland Stone 
product especially designed for the purpose. 
A good old name is back of every Cleveland 
Stone abrasive. Generations past have 
known and used them. Today their su- 
perior quality and workmanship are known 
wherever men use grindstones or artificial 
abrasives. 


You can be sure that Cleveland Stone prod- 
ucts sell and make good on whatever job 
they were made for. There is no question 
about it. Your customers will recognize 
the name and remember the quality. 


Order them through your jobber. 


STERLING 


Substantial light running. 
Mounted with a ‘‘Cleveland’’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture. 19 
to 22 inches in diameter, 
1%” to 24%” thick. Frame 
can be set up in a jiffy— 
merely by manipulating one 
bolt. Shipped knocked down 
and crated, 





Harvest Kisag 


Frame of heavy angle steel 
14%” x 1%” x &”, strong- 
ly braced and is equipped 
with our standard high 
grade selected ‘‘Cleveland’’ 
Grindstone, Shipped folded 
complete, stone crated separ- 
ately to save freight. 





The Cleveland Stone Co. 
Cleveland, Ohio 
Grinding Wheel Factory, Tiffin, Ohio 


Branches 


NEW YORK, 283 Front Street 
CHICAGO, 30 N. Clinton Street 
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Ask Your Customers 
This Question— 


Ask your customers this question—‘‘Who 


fills your cooler—and how?” Here is a 
sales argument—one of many we can tell 
you—which will sell coolers for you in 
quantities this summer. 


And NOW is the time to plan for sum- 
mer business. Everyone wants cool drink- 
ing water in warm weather. Every office, 
store, or factory should have a readily 
accessible supply for customers and 
employees. 
—- You can sell them XXth 
CENTURY Coolers for their 
water. Call to their attention 
the filth and danger of the old 
method of cooling water ; point 
out the advantages of the new 
way, and the sale is yours. 





We will help you sell them. 
Write us for information about 
our new dealer help campaign 
and for catalog and price list. 
Meet the summer months with 
XXth CENTURY Coolers in 
stock and watch your profits 
TOW. 


Cordley & Hayes 


10 Leonard Street 
New York, N. Y. 
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- Gentlemen: Please send me prices and complete : 
s information about XXth CENTURY coolers. ' 
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Allsteel Safes 


OU can insure many things— 
but the best insurance will never 
replace your business records. 


GF Allsteel Safes, tested and ap- 
proved by the Underwriters’ Labo- 
ratories, have brought their con- 
tents, uninjured, through countless severe fires. 


The Allsteel mark on office equipment is 
your guarantee of permanent satisfaction. 


Write for a copy of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 
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For 
Camping 
and 
Tourist Trade 


Spring and summer business 
is just around the corner. Now 
is the time to stock up on the axes 
and hatchets. 


No. 97 
Tourist 


Axe 


Hatchets sure to be in greater demand 
than ever before. CRECOITE is that 
wonderful new tool metal, perfected 
after thirty years of steel making ex- 
perience. The two numbers illustrated 
here typify our complete line of boys’ 
and men’s axes, hammers and hatchets. 
YOU can sell all of ’em! Liberal dealer 
discounts. Ask your jobber or write to 
us for samples and catalog H. 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 






— STL TORS 
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CRECOITE 


Pronounced CRE-CO-ITE 




















Century 9 and 12 Inch Portable Single Speed fan. 


Exceptional Value in 
This Genuine Century Fan 


There are no Century Fans that present a more 
exceptional value than these portable 9 and 12 
in. stationary, single speed fans. They are 
Century-built throughout and include every 
vital detail of Century construction—only a 
few features non-essential to the movement 
of air are omitted. 


This stripping away of non-essentials means 
Century quality at a cost heretofore associated 
only with merchandise in which price was the 
first consideration. 


Desirable for home use, small offices or similar 
conditions where air movement is the chief 
requirement. 


DEALERS 


Get 1925 Fan Bulletin and Trade Literature 


Our 1925 Fan Bulletin and a new series of very at- 
tractive trade leaflets, in colors, are ready for dis- 
tribution. Reserve your copies now—they will be 
sent on request, together with complete trade infor- 
mation, price and discount sheets. 


CENTURY ELECTRIC COMPANY 
1827 Pine Street 4 St. Louis, Mo. 


Twenty-nine Stock Points in the United States and More Than 
Fifty Outside Thereof. 














Portable Ceiling | 
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Ice Dealers will buy 


CHATILLON 
Ice Scales and Tools 


An ice dealer is like any other buyer—he demands 
tools of known good quality, that will stand up under 
hard use and give him service. 


Many ice dealers depend upon Chatillon Ice Tools to 
handle their cakes. Look at the ice tongs shown— 
Three of the most popular designs. Different Patterns atlas: 
and Types—to suit various inclinations. Properly de- 

signed and forged from good quality of crucible steel. 

Comfortable handles are hollow swelled, to eliminate 

unnecessary weight. 





ce 
Cutter 


We also make a full line of ice picks, saws, hatchets, 
choppers, etc. 





Sell Chatillon Ice Tools to Ice Dealers 
Your Jobber Can Supply You 


JOHN CHATILLON & SONS 


Established 1835 No. 100A 





No. 160 Straight 
i. ~ ae 85-99 Cliff Street New York City, N. Y. hep 
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Reduce Your Stock—Sell Tacks by Length 


Selling tacks by LENGTH instead of 
by WEIGHT saves time for both cus- 
tomers and clerks, as the size is shown 
on the Display Cartons. 

Dealers can now meet all household 
requirements with about one-half the 
stock formerly carried, as the sizes are 
now graded in eighths instead of six- 
teenths, thus eliminating many unneces- 
sary sizes which were found to be “Dead 
Stock.” 

Insist on getting Holland and Shelton 
tacks from your jobber. 














The Shelton Tack Co. 


The Holland Mfg. Co. | 
Shelton, Conn. 


Baltimore, Md. 


ARMSTRONG’S 
HACK SAW Ce9ee ! 


Improved Nipple Holder 























Forty-two years of concentrated No. 20 for No. 2 Stock 
Range %4—1” Right or Left 


No. 30—for No. 3 Stock 
duced this supreme blade. Range 1—2” Right or Left 


effort in one direction has pro- 


The right nipple is always on the job 
when you carry one of these tools. 


CLEMSON BROS., INC. 


Middletown, N. Y. ' 
WE HAVE SOMETHING TO TELL YOU The Armstrong Mfg. Co. 


ABOUT HACK SAWS. WRITE FOR Bridgeport 
BOOKLET. Conn. 




















“COLD HANDLE” FRY PANS AND SKILLETS 









QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 
convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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m- The Only Mop Pail That Has Mop Guards 


The BULLDOG Mop Wringer has a feature found on no other make. 
The Pail is made with Patented Mop Guards which unfailingly prevent the 
mop strands from clogging the bearings. 

This feature alone soon saves the cost of the entire pail. Another 
BULLDOG feature is the Triple Rollers which squeeze out more dirty 
water in one operation than any other mop wringer. These Rolls are 


Seasoned Hard Maple. Pails are Cedar. Castings all malleable. 

Made in 2 sizes, Standard 14 qt. and Janitor 20 qt. Tested and approved by 
the Good Housekeeping Institute conducted by Good Housekeeping Magazine. Big 
sellers to Office Buildings, Janitors and Housewives. Write for Folder and Prices. 










Pat. Nov. 10, 


Stot for Gaproe:h Teil bits Manufactured by 

“Es” Bushnell Novelty Co. 

Mansfield, Ohio U.S.A. 
Established 1896 























Patented 
April 18th, 1916 Mop Guard 
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— dp For Every a 
with Shutters Needs 


Many Sets of Fasteners 






Shutters are going on most houses 
these days for there is a revival of the 
Colonial era in building. Get more than 
your share of this Fastener business by 
offering the most improved type that 
is nationally advertised. Shutters un- 
der control are not only beautiful but 


they are useful as sun shades and for RE ADING 


protection to homes when vacated. 


Zimmerman Fasteners have many selling CU | NAILS 


points in their favor. Why not send for a 
trial order? Just say, ‘‘Send me a gross or 


so." You know how many sets cach home 72% Greater Holding Power 


om. Than Wire Nails 


71 M M E RM A N READING IRON COMPANY 


FASTENERS for SHUTTERS and CASEMENTS Reading, Pennsylvania 


THE G. F. S. ZIMMERMAN CO.. Inc. Also makers of RICO Hard Cut Floor Nails, made to 
6 Broadway referick , Maryland drive into hard wood without bending. 
































MILBRADT Rolling LADDERS 


and 


BICYCLE Rolling LADDERS 


We are the originators and have manufactured MILBRADT Rolling 
Step Ladders for thirty-five years. Rolling Ladders is our exclusive 
business. We have lately purchased the Bicycle Step Ladder Co. of 
Chicago and are now manufacturing BICYCLE Step Ladders as well 
as eighteen different styles of MILBRADT Rolling Step Ladders. All 
goods are made in a first-class manner, guaranteed in every respect 
to give satisfaction, and we can supply your wants in the rolling ladder 
line, whatever they may be. 











. 
fs > 
pes omtovsieincian -r-gualeerhen 
, 


. 
; 
ee aah eee 
, 
1-3-3 ' : 
+ 4 4 , ' ; ? 





Write for complete catalog. 


— sa Milbradt Manufacturing Co. 
2411 N. 10th Street St. Louis, Missouri 





























March 5, 1925 HARDWARE AGE | 133 





EVERY SCREEN DOOR A PROSPECT 


DONLEY SCREEN DOOR GUARDS protect the screen from careless hands and elbows. 
They reinforce the door and prevent it from sagging. The life of the screen and the door 
are consequently increased many times. 


DONLEY SCREEN DOOR GUARDS are made in five sizes to fit any door from 2’-6” 
width to 3’-6” width. From center to center of the screw hole they measure 26”, 28”, 30”, 
32” and 34”. Beautifully finished in black Japan matte, they made an excellent appear- 
ance on any door. Each set of 3-bars, together with six screws, are wrapped ready for 








delivery. 
RETAIL AT 75c PER SET 
If your jobber does not stock DONLEY SCREEN DOOR 
GUARDS, write us direct, giving his name and address. 
THE DONLEY MANUFACTURING CO. 
10585 QUINCY AVENUE CLEVELAND, OHIO 
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PUNCHES SAW SETS]! 


« 
Which Hod Would You 
Gaining World-Wide reputation for quality and workman- 


ntenetienbenenentiaemamnel 
h © ? ship has not been accomplished overnight. Building a 
at er arry Py recognized product has been a process of successful develop- 
ment and years of experience. For instance, in 1878 Chas. 
— Morrill invented the original Saw Set. 
If you had to haul mortar for a living, you on 
certainly wouldn’t want to carry a hod that 


dripped water all over your shoulder. 
You would choose a Never Drip Steel Hod 





with its one-piece ends. You would go 
whistling on your way while the other fellow SEAL PRESS 
— Wh dering Saw S Hand Punches, Seal P 
; ° en ordering aw ets, an unches, ea resses, 

There are lots of hod carriers in your town Bench Stops or Nail Pullers be sure to specify “MORRILL” 
who are bearing the discomforts of carrying and Rg that you get what you order. Your Jobber can 
leaky hods simply because they have not been supply you. ; 
shown the sensible and better kind. pag any oan Mea nde os 


This open field of profit is yours for the = 
asking. Write us at once for details. OF yes MORRILL ee 


The Cleveland Wire Spring Co. 7 NAIL PULLER 
Cleveland Ohio » CHAS. MORRILL 


102 Lafayette Street New York City 




















The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper coupling or carelessness in clamping play an important 
part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay.of dis- | 
criminating dealers. Permanent, rust proof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 


Sherman Hose Couplings. The best that ge a ay Snap 
: e Genuine. ust- 

can be made. Of fine appearance = No other material will last on hose like 

accurate machine cut threads and deep, brass. Sherman Clamps are made to give 

clean corrugations. Made in %—%—% satisfaction. There is a clamp for every 


and % inch sizes. purpose and any size. 


ust) HB. SHERMAN MFG. CO. - BATTLE CREEK, MICH. “= 






























UU ALUMINUM RULES| Wis se 


LIGHT 


“ae =©6OF SPECIAL HARDNESS, DURABLE AND HOLD SHAPE WELL 
idee) Sunken black markings. Brass joints. Rust proof. Light weight. With or 


R MM §ACH 
Qe RIP |) without FOLDING END HOOK. 


FIVE Ft eee) DISPLAY No. 12, a substantial, attractive, colored card, carrying only four 
as: sania | Aluminum Rules, as shown. It is the smallest assorted stock any dealer could 
ieee), carry and sells the rules on sight. 


pds a Tapes, Rules, Mechanical Tools 
Send CG 
a THE UFKIN fy WLE C2. New a ae Can. 














It 
resolves itself to a question of selling him once seventeen times. Bring , : ; e . 
eat the value of the case, its use in keeping the bits im order and pear ot New Catalogue—New List Prices—New Discounts 
loss, etc. Try it. 


Forstner Bits are the only bits that are not dependent op a center or 
level to guide them. They eut from the outer rim. The ‘otire surface 1s 


ends; 
abn” ADJUSTABLE CLAMP CO. 


Let us send you catalogues. Order through your jobber or direst. 216 North Jefferson St. 
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Sell Them 
by the Set 





er — MARK ‘ co : 
Jor Sensen ee 








Small enough to lay in the palm of your hand, but it’s a 
real “JORGENSEN” Handscrew—Steel Spindles—Steel 
Nuts and everything. Looks like a toy but holds like a 
bull dog up to 2” thick. 


Sete of 8, 11, 17 bite are fur- 
nished In compact cases for 
the convenience of the user. 








isw't hard. Every mechanic needs the entire set im his wore, and it Put some in your show case and see what happens— 


Ask for Catalogue 5-B 


hicago, Illinois 
The Progressive Manufacturing Co. — sia 


TORRINGTON, CONN., U. S. A. 


Hammacher Schlemmer & Co., Distributors, New York 
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SCREWS 








(Reg. U. 8. Patent Office) 





st 
ee 
—_— 
-_ 
—_ 
-_- 
- 
—__ 
a 
-_ 
= 
_ 
— 
_- 
- 


Continental (eo? Pana Mon 




















No. 202 


Only the key can open it. It 


Only One Of Many Vises 


Mr. Dealer, while we have been telling you 







about the desirable features of our Radio- may be operated just like an 
vise, don’t forget that it is only one of many ordinary night latch; or by 
' , ' turning the key one turn 
vises in the big Rock Island line. backward; it securely locks 
the bolt and the inside knob. Thus 
We can supply you promptly with a type locked, the bolt positively cannot be 
and size of vise for every service and you forced back or the door opened from 
; either inside or outside without the proper 
can rest assured of the quality and per- key. 
formance. Also our line of Padlocks is complete 
in every respect. We also make Special 
Rock Island Vises sell on sheer merit. Cylinders for Special Locks, including 


Automobile Locks of all kinds. 
And don’t forget us when og need Key 





























Write us for catalog and prices. di) INDEPENDENT IOCK CO, aD 

Rock Island Mfg. Co. "fist" || LEOMINSTER, MASS. atecun una wer iS 
The Standard “S” —iitispleS Wrench. Graceful in design, 
Wrench coh ag peelggene Gow Haro mad 


where the ordinary wrench is useless. 

Easily adjusted by thumb of hand hold- 

ing it, as nut is of sufficient diameter. 

Carefully hardened and tempered. 

Guaranteed B. & C. — Quality sells it. 
Write for prices. 


BEMIS & CALL Co. 
Springfield, Mass., U. S. A. 

























HARDWARE. AGE: 








~( CHICAGO) ~~: 
SPRING HINGES 


THE “SIMPLEX” 
No Hanging-Strip Required 


The “SIMPLEX” is applied direct to the door casing without 
a hanging-strip and requires but one mortise cut which is in 
the door. 








Applied Direct 
to 


Door Casing 





Economical 








Simple 
Efficient 





Type 9001 


The “SIMPLEX” is designed for Economy and Simplicity in 
application, but conforms tv all standards of construction such as 
location of screw holes, length of mortise cut, distance between 
axial centers, size of springs and barrels, etc. 


Send for Catalogue Supplement H 39. 
Chicago Spring Hinge Company. 
CHICAGO NEW YORK 



















cage SPRAYERS 


_ The bugs and blight come as regularly 
2, 2S the seasons, hence the demand for 


peneparte is a yearly one. It is 
Raiivras an increasing de- 
S mand because farmers 
every year learn the 
value of thorough 

Practical Ss LSepraying, 
Style S 
i ) 


of Hand Sprayer, At- 
omizer and Duster is 
found in the “‘Acme’”’ 
line. You can meetev- 
ery customer’s needs 
with a smaller invest- 
ment by selling the com- 
plete Acme Line, all pur- 
chased from one house. 


Farmers Know 
‘‘Acme’”’ Quality 
Every ‘‘Acme’”’ tool car- 
ries the “‘Acme’”’ Trade 
Mark—a brand that for 
years the farmer has rec- 
ognized as a safe buyer’s guide. 


Sold by Good Jobbers 
Everywhere 
‘‘Acme’”’ Toolsnever have been sold through 
general mail orderhouses. We protect the 
established jobber and dealer. National farm 
paper advertising and effective sales litera- 
ture helps you sell. Write for catalog, 
prices and name of nearest jobber. 


POTATO IMPLEMENT CO. 


DEPT.11 TRAVERSE CITY, MICH. 


Hf 





Every 







































WELL DISPLAYED 
IS HALF SOLD 


This is especially true of such a well-known, 
high quality line as 


K&E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order. 


It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CO. 


NEW YORK, (27 Fulton St. Gen. Off. and Factories, HOBOKEN, N. J. 


CHICAGO Sr. LOUIS SAN FRANCISCO 
516 Dearborn St. Lecust St. 30-34 Secend St. 
MONTREAL_ 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


























Your Tool 


Department 


is not complete without 
at least some White 
“Old Fashioned” tools 
because they are the 
best. 


They re _ strictly 
hand-made tools, cru- 
cible tool steel edges. 


Do You Like Tools? 


Real tools? Then carry a few of these 
and see how quickly your carpenter trade 
pick them up. 





Write for our Catalogue. 


The L. & I. J. White Co. 


125 Columbia St. Buffalo, N. Y. 
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A Trial Order for 


“WHIP WELL” 


Egg Beaters 


has convinced a _ large 
number of our dealers 
what can be done with 
this high-quality, mod- 
erate-priced item. 


Resists Moisture Indefinitely 


Being made of Certified Malleable iron—the iron 
known to resist moisture—gives unusual durability 
to this New 


“Forway” 
Expansion Bolt 


It expands four ways—the square nut 
gives four points of contact and as- 
sures positive anchorage. The ‘“Whipwell” was 
designed by practical 
hardware men for the 
hardware trade. It is 
made with all the attrac- 
tive features that appeal to the modern house- 
wife, sanitary handle, smooth operation, one piece 
frame and direct driving wheels. It runs like a 
watch and will last indefinitely. 


No collar or sleeve necessary—it an- 
chors at any depth and will not creep 
forward. 








The “Forway” is recognized by 
users as the more practical Ex- 
pa nsion Bolt. There’s a Sample 

olt ready to mail to every in- 
terested Dealer. 


Each Beater packed in individual dis- 
play carton. 





z, 
< 







Wal ea 


eel 


Let us prove to your own satisfaction that 
you can sell more egg beaters and with a 
wider margin. Order from your jobber or 
drop us a line asking for full particulars 
including our trial order proposition. 


C. H. & E. S. Goldberg Co. 
585-591 Hudson St., New York, N. Y. 


TREMONT | /in pregnable/ 


Proved Best by —" ny sciedides 
Keil L ks de lin; af - . 
Actual Test ee dere perils coats png 


with oma as steel] inserts, shoot out perpendicularly, 
turn and rest horizontally” in locked position, sealing the 
— as C —_ door against jimmy and saw. 
Tremont ardene teel ut Nails Sell a Kell Leck for every , 

4 very unprotected door, at a 
are cut from high carbon steel that good margin of profit to yourself, and to the entire 

p . , 

by actual laboratory test contains an satisfaction of your customers. 
exceedingly small percentage of im- Write today fe biel 6 ted ete 
purities. This metal is rust resisting ; FF Peewee GRE SNES Gree. \ 


to a remarkable degree and will not 
bend, crack or twist while being FRANCIS KEIL & SON, Inc. 
Established 1876 


driven. ie 
401-425 East 163rd St., New York, N.Y. 


Write today for your Sample 
and Prices. 


U. S. Expansion Bolt Co. 


Manufacturers Patentees 


139-141 Franklin St., N. Y. C. 


e224 ee € Get oes YO 


id hae 111A UD 


PD ee ee 
@ iil 
‘c= 


v* 





































Tremont Nails are _ scientifically de- 
signed to shear their way into the 
wood in a manner that assures a 
strong, permanent grip. They are re- 
markable for their strength af head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical superiorities 
make admirable _ selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 





Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 


NAILS 


Cylinder Pattern 
Copyright, 1925, by Francis Keil & Son, Inc. 
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WASHINGTON 


Home Furnace 


Dealers will make big money 
selling Washington Home Fur- 
naces because they are backed 
by our extensive advertising 
and dealer service co-operation. 
We are the only foundry in 
the world that has ever made a 
stove without a name plate or 
advertisement on the outside 
and in a grained mahogany 
finish just like a fine piece of 
furniture. 


Write today for complete sell- 
ing plan. Made in same plant 
in which we manufacture 100,- 
000 Washington stoves and 
ranges per annum. Can ship 
sample furnace now, as we 
plan to manufacture 50 fur- 
naces per day. 


SPECIAL FEATURES 


Two years to perfect, new features never before in a 
furnace, heats entire home with circulating moist heat, 
beautiful mahogany enamel finish; equal to finest ma- 
hogany furniture, no name plate on outside, special air 
duct, hot blast fire box, correct construction of water 
pan, most beautiful and most expensively constructed 
furnace now on the market. 


Gray & Dudley Co. 


NASHVILLE, TENN. 


“We melt more than 100,000 pounds of Southern pig iron per day” 





No, This Is Noi § 
a Victrola , 

















Heavy Pressed Steel 





Garden Trowels 





Dandelion Weeder 





me 4 
ee 


WAvio:'s SAMPSON 
FIRE SHOVEL 


Something out of the ordinary. Real Beauties.— 
One piece heavy pressed steel, finished in baked 
black enamel. Made to last. Write for Catalog and 
attractive prices. 


HOEFT & COMPANY, INC. 
405 N. Ashland Ave. Chicago, IIl. 















Taplin Double Dasher 


No. 477A 


Packed Individually in Handsome Boxes 
Attractive Shelf and Counter 
Display 


At a Popular Price 


No beater at any price could do 
better work—none equals it at 
present. The speed and ease 
with which a bowl of eggs is 
beaten to a frothy aerated mass 
is a revelation. 


Centre Drive—lIron Frame and Gears 
White Sanitary Handle 


Comfortable to grasp—no sharp 
edges to cut the hands. No 
holes or crevices to hold decay- 
ing food. No soldered parts to 
come loose. No parts that bend 
and cramp the gears. 








Douse it in water to clean — the finish is Rust Proof. 


30 Years Experience Behind This Beater 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 West Broadway 











Toy Sales 
Bring 
Other Sales 


Little, Willie Brown can get a lot of en- 
joyment out of a good sturdy toy, and 
you can get a lot of business out of selling 
it to him. | 

It won’t be long before Willie’s father 
will need a few tools and Willie’s mother 
will have to have some new kitchen uten- 
sils. 


Mr. and Mrs. Brown will naturally buy 
more of these things from the hardware 
men who pleased Willie so much with that 
new toy. 


How to please Willie is a problem to 
which the second issue of Hardware Age 
every month is largely devoted. 
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LANDRETH?’S | | STOP HEED 


Garden and Flower Seeds, 











Mixed Lawn Grass Replenish 
Hardware Your 
Now is the time to place your Garden, Flower | 
poy ve — — a — ye if oe have for Stock 
not done so for this Winter and Spring shipment. : 
If you would like our prices, send us a list before Hard-wear with 
buying elsewhere and we will quote you on Seeds BOMMER 


of various kinds in bulk, in lithograph cartons 
1 Ib., Y% Ib. and 4 |b. and in Flat Papers. We 


would also like to quote you on Mixed Lawn Grass. 


Please give us the opportunity. . 
1925 CROP 
Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler : 
does not call upon you at 
the proper time. ~ 
Nr 





—_—, 


e are the oldest Seed 
ae at SPRING HINGES 
ing our 14Ist year in the 


Seed business. Had we ‘ 

not given good seeds, sat- 

isfactory attention to busi- 

ness and fair prices, we 

would not have existed so 

long. ms 2 J : gi ‘ 


Business Established 1784 


Your dealer handles them, get 
D. Landreth Pe 
, New Catalog 47, you need it. 
Seed Co. . 4 


i laees neiaaibiliiaees Bristol, Pa. BOMMER SPRING HINGE COMPANY 
Manufacturers BROOKLYN, N. Y. 























Known as Reliable for 
over Fifty Years 


This Is a Good Post Hole 
Digger Year 


To profit by it, stock these IWAN 


tools 











Priest’s 


IWAN Post Hole and Well Auger, 2 to 16 inch. 


The bobbed hair fad is at its peak IWAN Invincible Digger. 

—take advantage of it. IWAN Eureka Digger. 

. , IWAN Perfection (Atlas) Digger. 
ideal for keeping the cropped hair |} IWANS’ Vaughan Post Hole Auger, 4 to 9 inch. 
short. The daintiness and light An assortment of all these will give you better sales 
weight of these clippers always at- volume than only one style, as customers like a 
tract women customers. variety to select from. Order from your jobber by 

the above names. 

Remember Priest quality and 

service are back of every clipper Iwan Brothers, South Bend, : Ind. 
AMERICAN SHEARER MFG. CO. Mfrs. also of Sickle Edge Hay Knives, Snow or Barn Scrapers, 


Tile Drain Cleaners, Revolving Chimney Tops, Wire Conductor 


NASHUA, N. H. Pipe Hangers. 
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“Derby Pulthru” 


7 
iia See 


No. 9 Challenge 





Mop Wringers 


You can order from 34 different styles 
of Mop Wringers and be assured of 
prompt shipment. 

You can guarantee every wringer in the 
Boller line to give unfailing customer 
satisfaction. 

You can materially increase your sales 
of these goods by displaying them 
prominently, distributing our litera- 
ture and following up prospects. 

You will find a generous profit in selling 
whatever we manufacture, and our 
fair and liberal treatment will more 
than please you. 

In case your Jobber cannot supply you— 
write us. 

Send for New Circulars and Trade- 
Prices. 





126-128 N. Curtis St. 














PETER PjOLLER MACHINE WORKS 


Chicago, Ill. 











MAY WE SUGGEST 


THE 
GOODELL 
FAMILY 








Cherry 


Stoners 


yy 


A PROFITABLE SPRING ITEM 


all bright tinned. Sanitary, Strong, Simple. 
Stones two cherries at one time. Does not crush 
the fruit. Unlimited field. Packed in 


TWO COLOR EASEL DISPLAY BOX 
WELL SUITED TO WINDOW DRESSING 


Write your jobber or us for details. 


ORDER EARLY 
GOODELL COMPANY Antrim, N. H. 








N ote Heavy steel wire 
folded around edge and 
through handle, mak- 
ing absolutely non- 
breakable handle. 


Here are three prime requi- 


° . t> rip 
sites for the trade—dquick sell- fine finish. Packe 
ers, with rapid turnover, each k or cartons 

one a profit-maker and busi- 


a Strol 


ness getter. You’ll find M. M. 
P. Products sturdily built — 
each giving full measure of 
service—a line that you can 
cash in on extra profits. 


Sold by all leading Jobbers , ] 








Michigan Metal Products Co. 


Battle Creek, Michigan 


Storm- Proof Mail 














Paint, Like 
Advertising, 
Works 


Wonders 


MILLION dollars a letter is the 
value placed on a slogan used to 
advertise Paint and Varnish. 


What made the “Save the Surface” 
slogan so popular—good advertising 
and the thought it contained: To save 
property as well as improve its appear- 
ance. 


Now Paint, like advertising, can be 
made to work wonders. 


But don’t expect dealers to spread 
your paint story and consumers to 
spread your paint unless you mix your 
paint message with good advertising 
and spread it in the right medium. 


That medium is a “Once a Month 
Insert” in HARDWARE AGE. 
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Chair 
Tips 








We’ve added a few products 
to our complete line of Tacks 


There was only one way Baur Products 
could be improved—and that was to in- 
crease the line. 

—which is to say that we are pleased to 
announce that the Baur Tack Company 
are now in a position to make immediate 
delivery of the following high quality 





products. No. 12, 1 inch 
Double Pointed Tacks, Wire Cloth Staples, 
Electricians, Staples, Barbed Bed Spring F Or the Sharp Ends 
Staples, Flat Steel Spring Staples, Basket f R les Ch : 
Handle Staples, Broom Scaplen, roe O OCKING alrs 
Staples, Clamp Staples, Blind Staples, ——e tohiw £ . 
quickly found favor with the 
° Clinch Staples, Tube Staples. ; | trade. A positive protection against 
The same careful attention will be given the sharp ends of rocking chairs. 
to every detail of production. Durable and easily 
We will be very glad to send samples fitted to the rocker. 
along with prices. Just drop a line at Catalog, prices and 
BAUR TACK COMPANY 
Indianapolis, Indiana 





Elastic Tip Co. ee 
IR 370 Atlantic Ave. i _ : 


Boston Mass. 








No. 13, % inch 




















wa a 25,000,000 Per Second 
——») &§ —— | 






[a "“ E 25,000,000 per second is the frequency 

















at 12-meters and efficiency displaces every 


other consideration. 





The 12 Meter set 
that F. H. Schnell, 
Traffic Manager of 
ARRL, will use on 
his Navy - Amateur 
tests with the Pacific 
Fleet, uses 


A A 


Ladd Egg-Beater Philosophy 


YOUR CHOICE IS LIMITED TO THREE CLASSES 
OF GOODS: 





B-T Type L 
Condenser B-T Condensers 


ist. The MOST EFFICIENT for their purposes: honestly 
made to retail at FAIR PRICES, at FAIR PROFITS to all. 
They should be seasoned: long enough in market to gain an 
enviable reputation everywhere, by proper construction, lasting 
quality and general satisfaction in use. 


2d. SUBSTITUTES for above: copies of the first as far as 
possible, put forward to ride on their reputation yet inferior in 
construction and selling for much less. Shoddy stuff generally. 


3d. Again, SUBSTITUTES for the first: 50% good but 
desperately distributed at too high a price to tickle some dealers 
with PROSPECTS of more profit. Extravagant claims attached: 
skin-the-public plans: principles of bunk. 











Free to Dealers:—Send for Copy of 
‘Better Tuning,’ the greatest “Sales Help” 
ever devised. 

LADD BEATERS are honest every way: 14 years old: in more 
than 35,000 stores. HAVE YOU SUFFICIENT STOCK? 


JOBBERS the world over and US. 


Bremer-Tully Mfg. Co. 


United Royalties Corporation 
534 S. Canal St., Chicago 


1133 Broadway, New York 
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CARY’S 
Universal 
BoxStrapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting e Saw 
Tooth Fasteners are made oh the best 
quality Cold Rolled Strip Steel, ~~ 
a perfect fastener that will not ben 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
wy amy 

ese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 























“QHIO” 


Shoe Lasts and Stands 












MADE ABSOLUTELY 
OF = >) GUARANTEED 
SEMI-STEEL AGAINST 
renin Ger" BREAKAGE 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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Catch More Profits 
with This Reel 











Quantity production by an organization 
trained in making precision instruments 
enables us to put features and qualities 
into this $3.00 reel that are not present 
in any other reel at anywhere near the 
price. You can sell a Fernwood to every 
angler. Specifications and prices on re- 
quest. 


The Fernwood Division of 


The American Swiss 
eto Company 


Dept. H Toledo, Ohio 


FERNWOO 





FISHING 
REEL 











FOR EVERY CONCEIVABLE PURPOSE 


FRAIM-SLA YMAKER 


HDW. CO., INC. 
Pa., U. S. A. 


i mi ie 


Mune? B= S.2 >i Lancaster 
Ot SA ko 
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“Your Advertisement Was the Means 
of My Procuring My Present Posi- 
tion.” 


A salesman (whose name will be given on request) sought a 
position on the road for a hardware jobber. He inserted his 
advertisement four times in the Classified Opportunities Section 
and got immediate results. 


He writes as follows: 

“Would say that I signed up with 
Phila., Pa, and have been on the road for them for 
two weeks. Your advertisement brought me many 
good answers, and was the means of my procuring 
my present position.” 


—Co., 





When you advertise in the Classified Opportunities Section of 
Harpwarge AGE you are making your wants known to the entire 
responsible hardware trade. 
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All the ease of operation and freedom from 
jamming, breaking and noise inherent in ball 
bearing construction is secured by the “Acme” 
Caster for furniture. It is a real ball bearing. 
The large surface ball in contact with the floor 
carries the weight, and revolves upon smaller 
anti-friction balls, free to move instantly in any 
direction. 


From your Jobber: send for Catalogue 





‘‘Roll Along on Acmes’”’ 
THE SCHATZ MFG. CO. 


Poughkeepsie, N. Y. 


AGENTS: 
J. C. McCarty & Co., 29 Murray St., New York City 


C. W. Gause Company, 693 Mission St., San Francisco, Cal. 
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SELL! 
PERFECT AW 


OLD i 
op GH pn 


\ 
EDGES - 


For all kinds of Hammers and Axes. Made 
of Malleable Iron. Will not split or break when 
driving. The Angular grooves cause a perma- 
nent interlocking of the handle and wedge. They 





will 


NEVER JAR LOOSE 
“DRIVE IN AND FORGET /T” 


Put up in gross assortments with a fine Display 
Carton, or in straight gross of a size. PRICES 
LOW. Dealers 

PROFITS VERY LARGE 
Used EXCLUSIVELY by many manufacturers and 


are carried in stock by live-wire Jobbers and Dealers 
all over the country. 


Manufactured by 


E. W. Bullard, Whitneyville, Conn., .U. S. A. 


Sales Representatives: 


ie, I ic eee ee eeu ee ee an San Francisco, Cal. 
a ak aw ce Helena, Mont. 
i ie da id dé isk én ee eee ee Chicago, Il. 
I i i ee aed Flemington, N. J. 











Sell More 


Geller Bkelving in Payne-Cummiags Hardware Oo., Nerth Adame, Mase. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 


Cabinets. 


Let us show you how to increase your sales 
without increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Reem: 


700 Wabash Ave. 20 Vesey &. 
Montpelier, Ohio New York City 
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Brushes and Brooms 


All made especially for the Hardware 
Trade and every one shows a thorough 
understanding of requirements. 





Whatever your needs in Wire, Bristle 
and Fibre Brushes and Brooms we can 
promptly supply them. 


Send for Catalog and Prices. 


MILWAUKEE 
Brush Mfg. Company 


Milwaukee 





HARDWARE AGE 


March 5,: 1925 





Give them PHENIX QUALITY 























In Screen and Storm Sash 
Hangers and Fasteners 
Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
iest applied, most a? 

efficient--that’swhy Big 
they sell best. New AAAA 
improvements put ; 
ec 
them in ae class 
of theirown. Write C 
to-day for Catalog = 
showing full 
Phenix line. 
Samples free. rm 
© 
Sold by all leading oo b 
jobbers. 
ce 
No. 115 Fastener 


PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 








LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a doer 
check and closer is subjected 


Dealers ! 





Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 











Black and Galvanized 


— === 
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We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses — American Bessemer, an 

American Open Hearch Stee! Sheets, 
Keystone Copper Steel rust-resisting 
Sheets, Apollo Galvanized Sheets, 
” Formed Roofing and Siding Products, 
Hj, Culvert and Flume Stock. Sheets for 


Special Purposes, Roofing Tin Plates, 
Bright Tin Plate, Black Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Frick Bidg., Pittsburgh, Pa. 


Send for booklets and weight cards— valuable to hardware merchants. 

















Natural Guano | 


If You Don’t Sell 
No Wonder Your Seeds Don’t Grow! 


Stock and recommend 
a pure, safe, effective fertilizing agent— 


Natural Guano 


Give your business a growing chance. 


100% Pure Sheep Manure 
Contains all the natural, vital elements of 
a complete fertilizing agent, including 
onaee = nitrogen, phosphoric acid, potash, and— 


HUMUS! 

Distributeq in convenient, attractive pack- 
ages, 5-pound, 10-pound, 25-pound, 50- 
pound, 100-pound. 

Write for prices and free leaflet, “‘How 
to Make Beautiful Lawna and Gardens.’’ 


NATURAL GUANO COMPANY 


814 S. River Street Aurora, Illinois 
A Natural Meal for Anything That Grows in the Ground! 





“a oe) 
wee ous e* 
Pa4, —— 














COMBINATION 
SOLDERING AND TINNING FLUX 











It’s easier and more profitable to sell the 
The best known products. Ruby fluid is preferred 
a = ‘ . because it is non-corrosive, non-explosive and 
E € rf ect I lux non-injurious. 
for every soldering 
purpose Sel = Order from your jobber or write to 
readily and repeats . , oe . . " 1 
steadily. The RUBY CHEMICAL COMPANY 
68 McDowell St. Columbus, Ohio 











SUPERIOR 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 





















vn The 
a B 
+ H.B. Ives Co. 
“ New Haven, Conn. 
U. S. A. 
Established 1876 
Incorporated 1900 
Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 























Miele) ae Cola as temeliaittits 


Russell Jennings 


Seti stocxemeem corm an tiercie melts 


Auger Bits 


The original double twist auger bit, patented by 
Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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HOUSECLEANING SALE 
SPECIAL $1.00 LEADER 


SIX, FOR ON 


LS 


HOUSEHOLD BRUSH SET 


Ask the Clerk 
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Set Consists of 








‘Cc e . + 99 a ; 
Everything in its place Following 
rushes 
' . 
That’s what Lupton Steel Shelving helps to do Pipe or tube 
~keep everything in its proper place. Saves a Vegetable 
lot of money this way through the year. Saves — 
floor space, too. Write and let us tell you more. math one gated ts 


This set of brushes as a “Leader” or “Special” 


DAVID LUPTON’S SONS CO. for $1.00 Day or Special Sales has made hundreds 


: f customers for us. It’s a volume seller. 
Atlanta Bosto Dallas  Detro . 
Buffalo. Chicago PHI et a Newark New Vork Ask your Hardware Jobber 
evelanc *ittsburgh 
JEAN CARO PRODUCTS CoO. 
MWL 685 FREEPORT, ILL. 























A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 








= , ee . : ‘ 9 Fe 
ip. ‘de ae bah eet Ais ts a Ts. 4 4 Nes Rog ne e, 


_-3 More Profitable Than Water Colors In 
ane Your Art Department 
‘T HE Blacks, White and 11 Brilliant Colors of 
HIGGINS’ Drawing Inks are more in demand 
than any other item in an art department. 
The almost universal” acceptance and use of 
HIGGINS’ Drawing Inks by artists, architects 
and illustrators, assures the dealer of a constant 
demand, regular turnover, and certain profit. 
The quill-stoppered bottle in its well known 
wrapper, starts profits coming your way as soon gs 
as your customers see it on your shelves or in 4 
your showcase. ' 4 
Let Your Customers Know That You Bell Higgins’ 
Drawing Inks. 5st 


CHAS. M. HIGGINS & CO. 










We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 











Brooklyn, 
N. Y. 





271 V\\\' want 


we get busy and co-operate with you. Ninth St. 





Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


C hicago 





It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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BARS HOOPS 








STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 

Large Stock of Black and Galvanized 
CHANNELS 

BANDS ANGLES TEES 





PLATES WIRE 
SHEETS METAL LATH 











REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 
They prevent mixing of bolts 
or screws. 

Large capacity. Small space. 
Many sizes. Send for Cata- 
log and Price List. 

Your Jobber will supply you. 


American Bolt & 
Screw Case Co. 


Dayton, Ohio 





You Won’t Need A SALESMAN 


TO HELP YOU SELL 
THE BLUEBIRD 
Clothes Line Reel 


You just put them on display and 
the ladies sell themselves. 

An indoor reel offers too many 
advantages for the housewife to 
overlook. It’s a necessity in every 
home. 

Try a few and you'll agree. Order 
from your jobber or write us. 





Formerly made by Hugro Mfg. Co., Warsaw, Ind. 


The Patent Novelty Co. (on the Mississippi) 
Fulton, III. 
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a <i9S NET WHEN PAGKES i 
RELIABLE PLASTER * 
| PARIS 





2 LOS NTT WHEN PACKED 


RELIABLE PLASTER | 
PARIS 
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§ RELIABLE PASTE ca. 


CHICAGO 











RELIABLE PASTE tl. : 
ernivcacto 











A new convenient way to handle Plaster 
Paris Packed in three sizes: 

One pound, two pound and five pound packages in an assorted 

barrel of 360 wy as follows: P40 Samual packages; 60 2- 

pound packages; 40 opoune packages; and costs no more to 











handle than bulk Plaster Paris. rite for prices today. 
RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 








Ensign Bickford is the ORIGINAL 
SAFET ¥ safety fuse—tested and tried by 
time and experience. 
We manufacture various 
FUSE brands of fuse, among 
which you should find 
one adaptable for your 
work. 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 





Dee TADD TIRE 











pee TADDEDS 


























[ADDERS 
pel METHODS 


provide adequate storage facilities for 
shelf 4 a er make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail .trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, he length hand ¢rips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
‘efficiency One style only—neat of design— at 
// attractively finished —any height — “ae 
Lj/ easily i most 
= requirements. 
on request. 
































UNIVERSAL crime 


Adjustable. Two sizes will clamp any hose of 
diameter. Made f , = ion 





from cold rolled steel 

No rough edges to eut hose. Put on ins 
minute. E-verlastingly leak-proof. y * 4 

= Clamps. Trademark on every clamp «and ear- 

Get them from your jobber—or write as. 


pontine INDUSTRIAL CORP. 
kensack, N. J. 








ice Tools and other equipmeni 


Ya i W 


| : 
il 


— IcE TOO 
\ 


s for every ice handling pu 
> rge stock always on 
romp meet your re 
eotelonantn. 
Write for complete ce , 
discount sheet, di 
GIFFORD-WOOD o. 
| ee Ee ' Hil @& 
Hudson, N 
T } sewers, Resten tanga Pususbene 


March 5, 1925 








g Q. Lindemann & Co. 


Manufacturers of 
BIRD | eee 
CAGES Established 1863 


35-37 Wooster Street New York 


“il 
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Belt Punches, Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
ee Trimmers’ and Upholsterers’ and Plumbers’ Tools of ae 

Zhe sbéve tects will please your customers as well es cur famous Round 
and Oval Punches. 

Remember we have had $8 years of successful manufacturing experience, 
— -— B workmen and use the finest quality of materials is 


We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


C. 8. OSBORNE & ©O., NEWARK, N. J. 
ESTABLISHED 1826 
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Osborne High Grade Punches 
HARDWARE JOBBERS’ 


CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 — 1925 








The Secret 
of Good Soldering 


—is a clean iron. That means: 
Clean it with 









SOLID 
SAL AMMONIAC 
Made by 


Special Chemicals Co. 


Highland Park, IIl. 








Heavy Duty Socket Wrenches 


= 


Extra strong construction “as extra depth ilies: 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 


Offset Type 




















Easy to Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 


instrument reasonably priced. 
elescope 12 in.; i- . 

= oem p pag Satisfies trade; profitable to you. 
diameters; horizontal 


tircle, 314 in. diameter, JZUGENELIETZGENCO. 


complete aaiviamieenes Chicago NewYork San Francisco New Orleans 
tripod, box, etc. ittsburgh Philadelphi: Washington 














MOST MECHANICS 
DEMAND 


the best tools. You should, therefore, 
stock those tools which have already 
proven themselves the leaders on 
quality and merits. 

“ALWAYS RELIABLE” torches and 
furnaces have been made since 1876. 
Since then they have built for them- 
selves a wonderful reputation on 
quality and merits. They are still 
made from the best materials obtain- 
able and by skilled workmen. They 
are now fitted with many improve- 
ments which are patented or have 
patents si 4 for. 


PATENTED QBURNTRGELOCK GLUNT NEFOLE 
BURNER : ORW i To 





», GASOLINE BE ENLARGED 
» 


7 eS Increase er by 
QoLoen FOR, 6 wtocking this line’ “in the 
future. 






2 'BLocK 
FOR KEROGENE 


No. 79 Qt. No. 80 Pt. 
Gasoline-Kerosene. 


BURNER 


Jobbers supply at factory prices. 


OTTO BERNZ CO. INC. 
Newark, N. J. 


Removable hook on 
burner 








| sURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 

















SAMSON CORDAGE WORKS 


Boston, Mass. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord, Awning Line, 
Dumb-Waiter Rope, Etc. Send for Catalogue and Samples. 


BRAIDED CORDS and COTTON TWINES 
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Solid, Minimum 50 words.......... seeues otecendsoetal 

An Effective Low Cost Contact with Hardware Man- on ee re crane. 7 neseneserewneesereres 400 
$s >] 8, eee ee ee eer eeereee ee esreeeees 
afacturers, Manufacturers’ Agents, Jobbers, Jobbers id hinbot 5 ee 


Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 
Allow seven words for Keyed Box Number Address. 


1 inch “‘Box’’. 








Each additional ‘inch beseeeedeouseueds 
4 insertions, 10% off; 8 insertions: 15% off 
Remittance Must Accompany Order 

50% off the above rates for Positions Wanted Advertisements 


eeeeeeeeeeeeeeeeeeeeeeeeereeeeeeee ce 





Business Opportunities 


Business Opportunities 








Excellent Opportunity for Real 
ardware Man 


FOR SALE—Retail hardware business in 
New York City. Good section for factory 
and mill supply business. No near com- 
petition. Valuable lease. Inventory about { 
$10,000 not including fixtures. Reason 
for selling—other business demands al! 





attention. 
Address Box G-527 
care of HARDWARE AGE, New York City. 











| CASTINGS | 


We make high grade, soft, easily machined 
castings. We also do machining, nickeling, 
japanning and assembling. 

Send samples or prints for quotations. 


LITTLESTOWN HARDWARE > | 
FOUNDRY COo., INC 
L ledinatoeren Pa. 














FOR SALE: A very healthy going hardware 
store. Centrally located in a real little city of 
8,000 in the best irrigated section of the West. 
Growing and making good money. Family affairs 
demand sale. Take around $20,000. Address 
Box G-519, care of Harpware Ace, New York. 


GERMAN Y—DIRECT CONNECTION WITH 
German manufacturers conveniently established 
through “‘American News” the only American 
newspaper printed in Central Europe. Free 
copies sent on request from New York Office, 
345 Madison Ave. 


SCOTT HARDWARE CO., TRENTON, N. J. 
Owing to long illness and age, owner desires to 
retire. Founded in 1872, taken over by present 
ownership in 1893. Occupy four floors and base- 
ment in centre of city of 130,000, live manufac- 
turing centre and desirable place of residence 
sixty miles from New York, thirty miles from 
Philadelphia. Our sales for ten years have 
averaged 90% cash; stock and fixtures about 
$25,000. Good chanée for younger man. This 
is no bankrupt proposition; consult Dun _ or 
Bradstreet; no agents or triflers. Joseph A. 
Scott, 29 Oak Lane, Trenton, N. J. 


HARDWARE STORE IN BEST swhburban 
town 25 miles from New York. Price $20,000. 
Business increasing rapidly. Burke Stone, Inc., 
41 East 42nd St., New York City. 


WANTED—TO HEAR FROM ANY good 
live hardware man who wants to locate in busi- 
ness, I am in a position to give valuable informa- 
tion regarding several good openings, in the 
fastest growing section of Florida. Address Box 

G-509, care of Harpware Ace, New York. 


BREST HARDWARE STORE IN NORTH 
ARKANSAS FOR SALE. Established over 
thirty years. $18,000 cash, no trades. Owners 
desire to retire. Address Box G-523. care of 
HarRDWARE AGE, New York. 


FOR SALE—HARDWARE STOCK and fix- 
tures, about six thousand dollars: located in 
Belmont Co., Ohio, in center mining district, on 
brick road; good lease at reasonable figure. 
Address Box G-522, care of Harpware AGE, 


New York. 


WANTED TO SELL and also to buy hard- 
ware business. Reason for selling—wish to buy 
in town about 10,000, where larger capital can 
be employed. Present stock about $6,000.00. 
building and fixtures $6,500.00. Yearly sales 
over $25,000.00, manufacturing town 1500, New 
York State. Only hardware store, long establish- 
ed. Trading center for surrounding towns— 
prosperous farming section. Address Box G-499, 























care of Harpware Acre, New York. 














) Will invest $50,000 in Hardware Business 


After 20 years’ experience in retail, wholesale 
and manufacturing hardware lines, I am looking 
for the right opportunity to buy a business of 
my own, or an interest in a_ well-established 
hardware factory or wholeasle business. Am 40 
years old, have successfully managed a very large 


business, and now want to get into something 
where twenty- five to fifty thousand dollars capital 
will give me a real interest in the company. 
References exchanged. Address Box 7103-A, 





(¢ care of Hardware Age, Otis Bldg., Chicago, Ill. 








Help Wanted 


SALESMAN WANTED FOR A _ RETAIL 
hardware store in Auburn, N. Y. Must have 
had some experience in hardware business and 
be able to furnish good references. Address Box 
G-521, care of HARDWARE AGE, New York. 


WE ARE SEEKING THE SERVICE of an 
experienced outside salesman, Must be familiar 
with mine, mill and heavy hardware supplies. 
Will consider only high class man and one who 
can guarantee results. State age and salary 
expected. References required. Eastern Pennsyl- 
vania Supply Co., Wilkes-Barre, Pa. 





- 








FOR SALE—Clean stock of shelf and builders’ 
hardware, paints, household utensils, stoves, 
washers and wheel goods located in South Cen- 
tral Kansas. Nothing but standard nationally 
advertised lines. No dead undesirable stock. 
Established in one location over 40 years. Will 
invoice about $11,000, fixtures about $1,500. Fine 
location, good lease. Will not consider trade, 
must be cash. Address Box G-498, care of 
Harpware Ace, New York. 


WANT TO PURCHASE either control or out- 
right hardware of plumbing supply business not 
over 50 miles from New York. Must show 
profits last three years. Address Box G-501, 
care of Harpware Ace, New York. 














FOR SALE—A hardware business established 
35 years ago in a live village located in Western 
New York. Stock will inventory about $5,000. 
The building and fixtures can either be purchased 
or leased. There are living rooms equipped with 
nodern conveniences above. Prefer not to give 
possession until July Ist. Address Box G-469, 
care of H'arpware Acre, New York. 





FOR SALE—A clean up-to-date hardware store 
in a city of 15,000 population. Agricultural and 
orchard section of Northern West Virginia. 
Stock and fixtures about $12,000. Good lease, 
good reasons for selling. Address Box G-494, 
care of HarpwareE AcE, New York. 


Help Wanted 


SALESMAN WITH LINE OF DOG furnish- 
ings and leather goods for department and retail 
trade. Address Box G-500, care of HarpWware 
Ace, New York. 


WANTED—A FLOOR WALKER in a Penn- 
sylvania city who is thoroughly familiar with 
builders’ and house furnishing hardware, auto 
accessories and paints. Give full particulars. 
Address Box G-513, care of Harpware AGE, 
New York. 


WANTED—TRAVELING SALESMAN for 
line of builders’ hardware manufactured in the 
Middle West. Must be capable of selling to 
jobbers. State experience and salary expected. 
Address Box 7107-A, care of Harpware AGE, 
1507 Otis Bldg., Chicago, III. 


WANTED — PURCHASING AGENT  AS- 
SISTANT—man of commercial instinct and 
training, familiar with trade in metal, raw ma- 
terials, hardware and_ electrical manufactured 
products, factory machine tool equipment and 
supplies. State age, experience and _= salary. 
Communications will be held in strict confidence. 
Address Box G-525, care of HaArpware AGE, 


New York. 

















Positions Wanted 


THOROUGHLY EXPERIENCED SHELF 
and builders’ hardware man wishes to connect 
with a reliable concern as manager and buyer of 
builders’ hardware or as a contract man in 
builders’ hardware department, calling on archi- 
tects and contractors. Well qualified to estimate 
from plans and specifications. Twenty years’ 
experience in this work. Best of references. 
Address Box G-484, care of Harpware AGeE, 
New York. 


RETAIL HARDWARE MAN, experienced, 
competent, good manager, unexpectedly finds 
himself obliged to hunt a job. Is old enough to 
have judgment and young enough“to be ener- 
getic. Can invest a little money if the arrange- 
ment made proves mutually satisfactory. Address 
Box G-505, care of Harpware AcE, New York. 


Sales Accounts Wanted 


THE WRITER HAS PLACE for a high 
class line to be sold to hardware jobbers in 
Missouri, Kansas, Nebraska, Iowa, North and 
South Dakota, Minnesota, Wisconsin, Michigan, 
Illinois, Indiana, Ohio, Pittsburgh, Pa. and 
Louisville, Ky., also upper New York jobbing 
points, Have been in the game twenty years 
and have a high class associate salesman. We 
visit all jobbing points in territory mentioned 
above four times a year, maintain a well organ- 
ized office in charge of exceptional head. Will 
give factories I represent and any jobber in 
territory I cover for reference. Please do not 
answer this unless your line is staple, a repeater 
and runs into money. I have some of the lead- 
ing lines in the United States. If your line 
appeals to us we will spend a week or so with 
you to get every detail and get acquainted with 
the personnel of your institution. Address Box 
G-518, care of HARDWARE AGE, New York. 


WANTED — MANUFACTURERS’ REPRE- 
SENTATION for. Eastern territory. Organized 
concern with years of successful selling experi- 
ence having headquarters in New York desires 
additional specialty line to sell to hardware trade. 
For a manufacturer who wants intelligent, in- 
tensified selling effort we are ready to give ser- 
vice. Address Box G-472, care of HArpWArRE 
Ace, New York. 


MANUFACTURER’S AGENT WHO HAS 
been for ten years calling on the retail hardware 
trade of the Pacific Coast is open for two addi- 
tional lines of merit; prefers builders’ hardware, 
tool or household lines which shipments of 
hundred pounds can be sold. References given. 
Address Box G-503, care of Harpware AGE, 
New York. 























WANTED BY REPRESENTATIVE HARD- 
WARE JOBBING HOUSE, buyer for stove and 
house furnishing lines. Unless thoroughly posted 
and experienced, do not apply. Sales and pro- 
motion ability necessary to fill nosition § satis- 
factorily. In applying for position give full 
account of your past connections, qualifications, 
salarv expected and references. Address Box 
G-507. care of Harpware Ace, New York. 





FIRM, WITH EXPERIENCED SALES- 
MEN, thoroughly acquainted with the hardware 
and mill supply trade in the Philippine Islands. 
wishes to represent American manufacturers of 
these lines in this territory. Have warehouse 
facilities and will carry good sized stock. Best 
of credit references. Only manufacturers of 
good, staple products need apply. Address Box 
G-520, care of H'iarpwareE Acre, New York. 
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Sales Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 








ATTENTION OF MANUFACTURERS: WE 
ARE OPEN FOR REPRESENTATIVE LINES 
OF GENERAL OR SPECIALTY HARDWARE 
CALLING ON JOBBERS AND GENERAL 
RETAIL TRADE AS SALES REPRESENTA- 
TIVE, TRAVELING SEVEN MEN. REFER- 
ENCES EXCHANGED. WHAT HAVE YOU 
TO OFFER? ADDRESS DIRECT TO IN- 
TERNATIONAL CLOCK & ft Se CO., 
93 FEDERAL ST., BOSTON, MAS 





~ 


HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s “Forty Years of Hardware.” It 
is crammed with good selling ideas, Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Acz, New York. 





Sales Representatives Wanted 





WANTED—SALES AGENCY, 
basis, on quality merchandise. Now 
retail and jobbers in United States, Canada, 
Australia with thirty men successfully. sire 
to broaden line. Address Box G-492, care of 
HarpwarE Ace, New York. 


commission 
covering 





MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and_ territory 
covered. We want none but those who can 
“make good.”’ For such our proposition is an 
excellent one. Address “S. H.,” care of Harp- 
waRE Acre, New York. 


SALES REPRESENTATIVE WANTED— 
Sell household tacks to retail and jobbing trade— 
see description in Harpware AGE issue January 
15th, page 54—also new goods article page 57 
and ad page 105. Big commissions—particulars 
free. Selection of territory made to a who 
can show results. Superior Tack & Nail Com- 
pany, Derby, Conn. 





WANTED—REAL SPECIALTY SALESMEN 
to sell well-known tool line. Retail trade in 
North and South Dakota, Minnesota, a portion 
of Iowa, Missouri, Wisconsin, portion of Okla 


oma. Men must have acquaintance and experi 
ence, and live in or near territory. Manu 
facturers agencies please do not apply. Address 


Box G-491, care of Harpware Ace, New York 








REPRESENTATIVES WANTED—A manu 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred 
In your first letter give age, experience and 
references. Address P. O. Box No. 321, Salem 

io. 


WANTED — EXPERIENCED SALESMAN 
well acquainted with hardware, woodenware, 
housefurnishing trade in Pennsylvania. We offer 
nationally advertised housefurnishing specialty 
as side line on liberal commission Sucka. We 
want a live wire to take care of increasing sales 
from above mentioned State. Full particulars to 
Box G-476, care of Harpware Ace, New York. 


HUSTLING SALESMEN wanted to sell on 
liberal my a basis our popular line of 
labor saving Magi eeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 











SALES REPRESENTATIVE WANTED to 
represent an established and progressive builders 
hardware manufacturer to sell to jobbing trade 
in New York and vicinity. A real opportunity 
for a live wire. Reply, stating experience, etc. 
Address Box G-511, care of Harpware AGE, 
New York. 





WANTED—SALESMAN EXPERIENCED in 
the selling of bolt and screw product. A good 
side line on a commission basis. The Atlas Bolt 
aaa Co., 1130 Ivanhoe Road, Cleveland, 

io. 





TRAVELING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s “Forty Years of UHardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 
from HarDWARE o- New York. 











WANTED—AGENTS ON COMMISSION— 
exclusive territory. Manufacturers of all kinds 
of cut and wire tacks and nails, staples, double 
pointed tacks, glazier points, special wire nails, 
copper and brass tacks and nails, Address Box 
G-526, care of Harpware Ace, New York. 


FACTORY REPRESENTATIVE TO SELL 
line of builders’ hardware in New York State. 
State lines handled and full particulars. Ad- 
— Box G-506, care of Harpware Ace, New 

ork. 








WANTED: MAN CALLING AT PRESENT 
on the wholesale hardware, mill supply and 
belting dealers, to carry as a side line, raw hide 
and Indian tan lace leather. Address Box G-524, 
care of Harpware Ace, New York. 








A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


The “TORREY” 








“They Have a 
Bull Dog-Grip” 
Manufactured by 





U. S. Clothes Pin Co., oe Vt. 
Sales Dep 


1015S Union Bank Bide, Pittsburgh, Pa. 








Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 











BRASS HOSE BANDS 
give JUST THE SERVICE 


you want Hose Bands for 
on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fert Plain, N. Y. 





YERDON CAST 





Taintor Positive Saw Set 


Fully 
Send 


All steel. 


Guaranteed. 
for Free Book. 





TAINTOR MFG. CO. 


113 Chambers St. N. Y. City 











SLACK IRON 





American Can Company 


American Can 








Tools and Supplies 
Trow & Holden Co. 


Barre, Vt. 


Stone Working 











Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 
Cc 


Oil, 


Oo. 
Syracuse, New York 


het LAKE 








SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 








EYELET TOOL CO. 


Manufacturers Punches (Hand 
oe and Foot Power) for Be hog Cloth and 
neh es, nd Dies. All 
. Write jobber. 
Booklets free, Established 1858. 


190 Dorchester Ave., Boston, Mass. 











J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=Hivaio: 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 












So-BossCow Hobble fA 
and Tail Holder 


Sold by Jobbers 
Simonsen Iron Works 


Sioux Rapids Iowa 
AXES 


ES SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD 





















East ny Vt. 








CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


oN ENON I aN A a BEN OBE 
(Et te A OR NE SO a RR NS meme 
a 
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INDEX TO ADVERTISERS 









































THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will ne taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 





DEALERS WANTED EVERYWHERE Iron Fence, Gates 
wn Vases 
~ Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
: WIRE FENCE 
Ask for Catalog 
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THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, 0. 
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STRATTO 
HANDLES 


For Small Toels, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 












The Sandpaper That Satisfies 
A big little trade winner for 
every hardware man. See lerge 
ad im last week's tssue. 


WAUSAU ABRASIVES CoO. 
1017 Harrison Boul. 
Wausau, Wis., U. S. A. 














BOLT 
“VICTOR” CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














It pays to carry 
“BULLOCK” Malleable Iron Saw Sets 
They will not break 


Bullock Mfg. Associates 
Springfield, Mass. 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 


your sales. 
Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 
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SPARGQO 


BRONZE AND COPPER 
FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 
Write for Prices 


S o Wire Co., Rome, N. Y. 

















~ REQUIRES ) cee ceenaiieeaiatiaaiia iia 
ONLY ee ie 


>) 


HACK “FT NOX” saws 
CSS 


DISTINCTION 
“She Soots in Lhe Paid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW DRIVERS —- GLASS CUTTERS 





QUALITY 
UNIFORMITY 

















Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 











THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 
Plant of ni 
1000 MILITARY RD., BUFFALO, N. Y. 

















The SEYMOUR SMITA Redland Pruner 
No. 18 A High Grade 

36 inch Warranted Pruner 
Forged Steel Parts, 
High Grade Ash Han- 
dles, Long Steel Fer- 
rule, Bolt and Nut with 
Lock. Send for Cata- 
logue of Pruning Tools. 

Ry gout 
JOHN H. GRAHAM & co. 113 Street, New York 






For quality trade—the quality ware. 


ct (QTR tee 


For catalog and prices, write 
THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 14 























Meet every ‘‘call’’ 


Taste in percolators varies—hbut the 
Rome complete line meets them all. 
And meeting the ‘‘call’’ means profit- 


able turnover. 
Write— (ROMY) 
9 ROME MFG. CO. any « 





Factories and Offices, Rome, N. Y. 





Major’s Cement 


is good for repairing china, 
glassware, bric-a-brac, meer- 
schaum, tipping billard cues. 
Rubber and Leather Cements 
all three kinds. 20c a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 





A TRADE MARK 


























152 HARDWARE AGE March 5, 1925 








MILCC 
SAFE RO}: 




















Valuable Helps FREE for MILCOR. Dealers 


ANY dealers in Milcor Products are cashing in on these Free 


Dealer Helps. If you are not one who has done so, start TODAY! Use the Coupon! 
Valuable, attractive folders are offered to you, WITH YOUR FE’ 
IMPRINT, Free of Charge. Mail them to Contractors, prospec- 


LL in the Coupon below, indicating 
tive Builders and others who are logical prospects for Milcor 


what quantity of each folder you de- 


sire. Be sure to print your name and ad- 
Quality Sheet Metal Products. dress plainly, or enclose one of your letter- 
Enclose these Folders with monthly Statements. Enclose them nape on irae = _ iti mer 
with Sales Letters and Quotations. Establish yourself as a Quality ; 7 pear “eg REE “" pve r “abet, 
Dealer with these Quality Products. Four of the popular Milcor “1 mrs . fold _— “4 rider sctesae 
Folders are shown above. There are many others covering various , a . oa sieaelagenmenerennena tints gin, 
items in the complete Milcor Line of Sheet Metal Products. If you ne 50 wr : ni _ —— ea re 
desire to feature other Milcor products, write for further details ee ee 
and we will gladly submit samples of other attractive folders. ae ow 

Two Hundred Milcor Folders, imprinted with your name and address —_—_—_" 


ukee C orrugating Co. | 


will be furnished Free. If you desire additional quantities, you can secure | sates be Free 


them from us at 50¢ per hundred —less than actual cost. By using 


to 
Milwaukee, Se ated below = cos 
this literature systematically you are certain to get results worth while. | 


olders 4s indice 
Please im per h 


mprint F cen 
itional yantities at 5° 
MILWAUKEE CORRUGATING COMPANY |= a Tile & Shinsle® 
MILWAUKEE, WISCONSIN Klet—Tile 
LaCrosse, Wis. 


yan ity SS aa 
est. “qr —Titeloc® — Folder _ 
Little Rock, Ark. | ———" | ep —-B-pase Metal Roofing 











ton of Folder SS 





Kansas City, Mo. 


—— ~ Minn. 
Chicago, IIl. 


MILCOR)»-==— -| 
The Complete Line of \: eT a a 
SHEET METAL PRODUCTS ("= } 






a M etal Ceiling Folder__— 


\ sews —12-pase . lider 
: Noe eves Troughs Tui FS 
“—p”’—8- De 


Imprinted as follows: 
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Springtime 
Repair time Sf! Ce [eal oo 
Snap-on time a | tel |e ; 


Things are beginning to hum—farmers overhauling a } HERO \ ik a (| {| 
their implements for spring work—factories tuning NA SONS Le yt + 
up idle machinery for increased production—car i 
owners, motor boat owners and numerous other 
wrench users making repairs. They can do better 
work and do it faster and easier with Snap-Ons. 


Week after week you have seen the Snap-On mes- 
sage on this page. You have surely considered the 
advisability of stocking this remarkable line, but 
have just put off writing for the details. Now is 
the time to act—big Spring business is right ahead! 


Snap-On Wrench Company 


Manufacturers Milwaukee 
Motor Tool Specialty Company 


Exclusive Distributors 
14 E. Jackson Blvd. Chicago, Ill. 


Distributing Branches in - : 
18 Principal Jobbing Centers f START ca a 


Add Extra Sockets and eine As Needed 
Order Versus Disorder a0 ; 


Look into the Snap-On Cabinet 
see how compact and orderly: 
All tools quickly accessible— 
numbers, sizes and prices prone 
nently shown—complete  stoc ea - | 

amine to a Seg inches of wr | SEAGER! ERR RRREE ESS A : 
space—and above all, the exact ae | | | 
tool needs for each make of car , TU LTT] la || 
correctly charted. Compare this 

systematized wrench department 
with the usual haphazard wrench 
stock unsupported by any sales 
plan? Do we win? Write us 
now. 


Snap-on 


INTERCHAN NGEABLE EABLE 


Socket Wrenches 








: 
| 





TRADE 


IN THE Ft PATENT i 





HARD TEMPERED 
IN OIL TO STAND 
*SEVEREST USE 
\withguT BATTERING 





YOUNG HICKORY, 
HANDLE SELECTED | 
FOR ITS STRAIGHT | 
— STRONG GRAIN | 


| DIAMOND EDGE 
LIVER-LOCK WEDGE 
MAKES THE HANDLE 

RMANENTLY TIGHT 











INTERNATIONAL DISTRIBUTORS 
ESTABLISHED 1843 


ST. LOUIS, U. S. A. sieiaahailie dindiniuas 


TRACE MARK REGISTERED 
IN THE U.S. PATENT OFFiCE 


IN THE U 5S. PATENT OFFICE 


7 MOND EDGE 1S _A QUALITY PLEDGE” 


rie iP ve A, 











Shapleigh National Series No. 1245 

















